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Be sure to GET YOUR SHARE of 
the huge 1950 Home Building Market! 
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Demonstrate . . . or Else By Robert W. Armstrong 
Joseph A. Gerardi In five days Charles Furrer learned to demonstrate—ond Summit Sewing Service, N. J., began to click 
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CUSTOMER BARGAINS 
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HERE THEY ARE 


Westinghouse offers... everyone a combination bargain to in- 


. 6 (count ‘em, SIX) tempting 


crease your sales. LOOK ... you make full profit on America’s 
favorite Roaster... full profit on the Westinghouse Power- 
Plus Food Mixer ... full profit on the Best Waffle Baker any- 
one can buy anywhere... full profit on both of the popular 
Westinghouse Sandwich Grills (the Automatic and the Stand- 
ard). You make full profit on the famous Streamiiner Iron. 


.». $80 let’s go! Don’t miss ao sale, 


AND LOOK AT THE DIVIDENDS you offer to tempt 
prospects and make sales: The wonderful Westinghouse 
Electric Griddle, the 2-Cup Electric Perc, the Waffle Grids and 
the Hot-Iron Holder. This is it! The biggest bargain sale of 
the year! Six big, tempting bargains to boost your consumer 
sales for a full 2-month period. You can stock up heavily on 
this one because every dividend returns to list price on July 
ist, which means you make EX TRA PROFITS on these items 


_. 


wil Reserve your 


la € 











inghouse puts on the pressure to help you sell: 4-color magazine ads, Key 
City newspaper ads, television advertising ... A SENSATIONAL NATION. 
WIDE CAMPAIGN, In addition, Westinghouse supplies a BIG, FREE DIS- 
PLAY PACKAGE to make ‘em stop, look and buy. 
smart, sharp shop displays 


LIMITED SUPPLY...BE SURE TO ORDER YOUR FREE DISPLAY PACKAGE, NOW! 
WESTINGHOUSE ELECTRIC CORPORATION 


APPLIANCE DIVISION ° MANSFIELD, OHIO 


. . plus suggestions for 


CLEANER ELECTRIC SHEET ROASTER OVEN WATER HEATER 
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The Automatic Electric Water Heaters that are 





Easier to Sell! 


PMR TT 


Automatic Electr 


Alert Deelers 


A 0 Smith Display This 


ta 


Everything about the A. O. Smith lines of 
automatic electric water heaters has been 
designed to make them easier to sell. No 
other lines are backed by such practical 
ind wsable sales helps, such dramatic 


demonstration tools. No other lines are 


' 


A. O Smith Corporation, Dept. EM.550 
Weter Heater Division, Kenkekee, lilineis 


Without ot tion, give us off information on how we cons 
more ev with A Seuth ovtomatic electric woter heoters 
Nome 
Fim 
Street 

’ tote 





being supported by so much forceful 
national advertising —including full- 
in Life, Post, and lead 


Pp igt 2-color ads 


ing home-service magazines. There's an 
A.O.Smith size and style for every 


home, every pocketbook, including the 


9-TIMES MORE EFFECTIVE ADVER- 


ic Water Heaters 





THREE COMPLETE AUTOMATIC ELECTRIC WATER HEATER LINES 


popular and more profitable larger sizes. 
De luxe Duraclad and low-cost Milwau- 
kee lines with zinc-clad steel tanks, the 
Permaglas line with the glass- surfaced 
steel tanks, all are backed by the A. O. 


Smith guarantee. 


effective cooperative advertising, too— 


TISING! A survey by Market Facts, dealer newspaper ads, new transcribed 
Inc., an independent research organiza radio spots starring Jim Ameche, new 
ton, found that 9 times as many Permaglas sales promotion materials. Thats 
Water Heater buyers were preso/d by why we say, in every way it's EASIER 
national advertising than were buyers of to sell A, O. Smith automatecc electric water 


all other brands. A. ©. Smith gives vou 


QE WANT QUICK ACTION? MAIL THIS COUPON TODAY! SE 


heaters. 


Atienta 3 * Besten 16 © Chicage 4 © Dellas 2 © Denver 2 © Detroit 2 © Houston 2 


Leos Angeles 14 * Midland 5, Texas © Milwavkee 2 ¢ New York 17 ¢ Philadelphia 3 ¢ Phoenix 


Pitteburgh 19 © Salt Lake City | © San Diego | © San Francisco 4 © Seattle 1 ¢ Tulse 3 


Washington 6, 0.C. © International Division: Milwaukee 1 © Licensee ia Caneda: John Inglis Co, Ud 
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Reports of Business from ELECTRICAL MERCHANDISING's Regional Editors 





1 an " es, pre t : th was an announcement 
ably on the the vy that winie t New lersevy Power & Light Co 
t anys TV was solidly ac at electric range sales for the 
epted ouldnt aftord to lose out first two months of the year were 
. ts less well established 28 percent ahead of the same 
appliances. QEAMA (Queens Ele« eriod in 1949-338 units as com 
al Apphance Merchants Assn.) ured with 148 
" owerful a growing retail \ Philadelphia big-timer found 
group, stated positively throug a th March sales and the whol 
pork ‘ that it would carry the rst quarter ahead of last vear and 
tight finish. Long Island mer the vear before. His only com 
ha and =the associations de aint was electric ranges which, h 
ared at they wanted Admiral to |, suffer from an average 1 
1) revoke the sale or (2) pay them allation charge of $7 
the ssions they would have Washington for White. Dealers 
wott { they had sold the s and the nation’s capital griped som 
K ‘ the installati and about short supplies of ranges and 
t ntracts gerators, declared that, mm ag 
pical of dealer reaction was demand for white goods is 
‘ mument, “First it was refr ead of 1949. One dealer discov 
erators, the kitchen sinks and red a reawakening of demand for 
abinet then dishwashers and roger washers [wo dealers re 
ishing achines, and now they re rted slow sales of freezers: twe 
going after the one plum we i said orders for console radi 


Sales Speedup 


‘ York areas 


While dealers 


were watching or 


ard to fill 


Tipoff. Everywhere in the 


television is still the phenome 


TV 


‘ pating in donnybrooks, nei il big seller; dealers still report 
er they nor other eastern mer rtages of sets, particular!) i 
ants were forgetting to move e name brands. But three or four 
anndise One spokesman for the bigger retailers have ad 
i New York City chain declared tted to a growing unease about 
t March volume was ahead of re sales. One of the nation’s 
ywruary and that sales for all of est independent merchants, for 
950 would be ahead. both dollar- example, said that his March vide« 
se and unitwise, of either 1948 or lume fell to $72,000 from a Feb 
1949. Reports from other sections ary figure of $78,000. He pointed 
sgre that March sales spurted IV promotions being enginecred 
ahead, particularly for refrigerators t the manufacturing level as an 
and automatic washers. A Boston her indication that sales were be 
iler, for example said washer XK g to slide. Some Long Island 
sales were triple 1949 re ele lealers, perhaps among the TY\ 











appiest in the land 


ranges were up 50 percent are reported t 
triwerators had foubled, and putting new emphasis on appli 
eaners had jumped 10 percent ‘ at the expense of video. One 

hen cabinets he said are iffalo dealer says quite frankly 

ing fast. We are doubtless get that “television sales should taper 
ing some of the GI insurance siderably in April and May 
ney, but much of it is going into Another says, “Television sales are 
television The general outlool veginning to slip.” 
ght now seems good, despite con The end of the boom isn't yet iv 
siderable unemployment in easte ght, but, caution some merchants 
New England.” vatch out for at least a teniporary 
Merchandising Days in various hah 
New England cities did their part 
stimulate sales. New Haven 
ed sales 45 percent in one 
gains in other cities during THE MIDWEST 
© sat week included Boston, five 


vercent 





Springfield, 12 p 


By Tom F. Blackburn 











r lence, 10 percent 
Buffalo Bonanza. Retailers 
Buffalo, N.Y., were almost unan hes report 
u i" reporting; substantial that Sears 
Mar sales pickups. Said one, Roebuck rolled up 
\\ ‘ es began to pick up early 1949 sale f§ $2 
March and are now running 168.978.0000 ss 
‘ ad a year ago. Promotior percent below 1948 
bee tepped up on white brings ta mind 
ds and reduced « video. Was! the prediction that 
are making the b lowing big chains are af- 
mparison w la year He ected by competi 
ided wever, that refrigerators tion copying their CLACKBURN 
. low a s are belov techniques 
xpectat \nother Butta Just as Sears were early in selling 
ealer sa efrigerators and ‘ ing supplies across the counter 
. ed . irough the mo ay you can scarcely walk into ar 
ak d that range sales were 1 appliance store and not find a wiring 
au . ant in the yply layout 
e area declar Refrigerator ears also jumped arly on retai 
" ange sale we ir better tha ale { light fixture | re 
a ear; washe are holding their silers are rapidly copying this idea 
, and about one store in ten covers 
Ranges Boom im Jersey. f'« part of its ceiling with them. Ratio 
aps 1 most satisfying report of a year or 8 ago was about one store 
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to a wuired Wh 


best way 


bears up the 
to lay out a 
store is to study the mail order store 
arrangecrnent 

Complaints about Voltage Drop. 
During the 


coal strike istomers 


were urged to cut down their use 
of home electricity. While may 
not have admitted it, many utilities let 
their line voltage drop 
down to 100 ' 


against the usual 120 


they 


\ vitage drop 
places 
\ drop in yolt- 
performance of 
Chicago 


Was sene 
age plays havoc with 
an electric = range, and in 
400,000 television set discov- 
ered that it affected television per- 
formance. Loud squawks came in to 
outfits 
the pictures were 


»whers 





service from dealers who said 


losing brightness 
and dehnrtion 


Still, television forged ahead, with 
nearly three times the lineage used 
newspaper advertising as was run 
luring the first three months of 1949 


Racho advertising in newspapers sult 


ered a two-thirds loss for the similar 
period 

By the same token, name brands are 
standing up in consumer demand, pos 
also be 
spare parts 
Even stores 
private labels as advertising 
report that there are a lot of 
switchovers once a customer ¢ 

Excise Tax Cuts. [n Washington 
where there is pressure to cut excise 


sibly because of advertising 


ause Wo ois easier to get 
and replacements quickly 
that use 
bait 


mes in 


taxes, it was pointed out that collee- 


tions on electric, gas and oil appli 
ances in two years had fallen 26 per- 
ent, furs had fallen 26 percent, lug 
gage had a decline of 45 percent, jew- 
elry Communi- 
one percent, as 
There is a lot of write 
your-Congressman stuff going on by 
dealers who want to get out from 
under this tax 
An lowa 
Davision 


only seven percent 
cations had a rise of 


had toiletries 


distributer, Onthank 
declares that dealers are 
sometimes selling TV without an out 
side aerial where one is really needed 
When complaints are this dis- 
tributor is going out to put up a proper 
acrial and will bill the dealer $5 an 
hour 


made 


plus mileage. Of course, the 
dealer could get a crack at this job if 
he wants to, but the distributor thinks 
that satisfactory reception is absolutely 
paramount and does this to avoid com- 
plaints where the has not 
been properly sold 

Frank J. Moch, president of the 
Television Installation & Service Assn 
than 20 
percent of the TV sets now being sold 
n Chicago are covered by service con- 
tracts, which is a drop of around 60 
ago Half of 
these contracts offer indoor antennas. 

Tough Practices in Small Towns. 
Iwo menaces to the appliance 
dealer who opens up for business in a 
small town are described by one who 
as been through the fire and won out: 

1. Small town banker 


customer 


in Chicago, says that less 


percent from a year 


ave @ repu 


tation of gathering property into 
strong hands,” that is, foreclosing 
vhen they get a customer in a spot 
With small town banks now handling 


appliance paper, there ts a carryover 
of some of these practices at the ex- 
One 
h an at- 


ner page) 


pense of the electrical dealer 
has survived s 





man who 


(Continued on 
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has all these 
important Features 















UNDERWRITERS APPROVED 


§ Neorvseloss 


vebwreoteble 
| rubber cover 


Blends 
Pulverizes 
Grates 
Mines 
Beats 
Liquefies > 
Grinds 
Chops 
Whips 
Purees 
Shreds 
Churns 








Cente ner opens 
et beth ends 


Conte:ne: seats 
oe eonly 
. Powerful yet 


quiet meter 








Free drainage 


Agitaters cover 
big@es! area 


Removable container 
bose fite standard 
fruit jers 








RETAIL PRICES: 


wom! $9.95 
son” $3950 


FEATURES EVERY HOMEMAKER WANTS IN A BLENDER 
EVERY ONE A POWERFUL SELLING POINT! 


ny ° 
TALK uP’ these benefits 
“CHALK UP” many more Osterizer sales 


(i) Greater Economy mn toods saved 
(2) Better Health in food volves retained 
(3) Greeter Convenience for every meo! making job 


(4) Mere Special Uses puree foods for baby, 
grind coffee, etc 

(5) fasier Entertaining for milk shake crowd of 
cocktail party 


OSTER— Nationally Advertised 
LIFE * SATURDAY EVENING POST*GOOD HOUSEKEEPING 
« 








AYS TO FEATURE ALL OSTER APPLIANCES 


* = 
a 
ay 


‘1 . . 
. . 
> Oster Gael > Oster stimuux 
Qeletela 2 Oey Gye: Oty sn 
\ ® . UNIOR 
> > WORLD'S FINEST MASSAGE 
MASH POTATOES, MIX ACAKE. THE ONLY MAIR DRYER WITH - INSTRUMENT 
2 Beater Portable Electric Miner 2 JtT DESION ; y OSTER'S exctusive Sus 
« Blows bot oe cold oir at the flip + pended Moter Action delivers 
Ne other miner is te Sendy, © + of « & ngertip switch Mold it or * otating potting movements of 
powertyu! and so eery to vee for . stend on table, tilts te conven -- Swedish type mossege to the 
every food mixing job $14.95 _ ient angles $14.95 . finger ties $24.50 


JOHN OSTER MANUFACTURING COMPANY e@ RACINE, WISCONSIN 
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rT? © the ob- 

| server of 
trends, there were 
three significant 
developments in 
the appliance bus- 
iness news pic- 
ture during the 





month all ot 
them having par WINDHAM 
ticular effect on 
the out ay ance leale 
Firs the eve t ‘ 
dealer, like those elsewhere, were 
m Macy's big department t 
New York. When Macy's cut prices 
Approx itely 40 small app! 
ances if ‘ e | " 
laws, there va a general ¢ 
ip of ears and ebrow 
vhere I as b 
Macy's we i“ w 
tice can 8% 1 1ifte 
thor t re Apt : 
leal all over the 
he ge al ling a re " 
s down here is one x 
appr al, sir y beca th 
er of “d t houses w get 
tr mm t c Ma y t OV i 
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Dealers « tered aln 
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g about it. ( € alwa M 
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Coal Strike Effects s 
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as s dealers anticipated, 
and im fact m some areas, was not 
us bad as the effects of the shorter 
strike last fall Hard hit centers 
I nd. Louisville, Birming- 





ham and Huntingd bounced right 
back with zooming sales figures and 
were in stride agai 

An evaluation of the first quarter 
vi the year reveals that in the Sout! 
sales were going just about as pre 
dicted by the business experts, but 

ere is always the possibility that 





; 
any business prophet can be wrong 


[he territory served by Florida 





ywwer & Light Co. i¢ a sample 
Sale ir ‘ . irea were running 
yximately 10 percent ahead of 
iS and a t 25 percent ahead of 
4 Dealers t out, however 
at at the 1 of sever months 1 
; } ness is 26 percent be 
i 48 figures, then rallied 
the last five rxonths to cut this 
rease t only three percent 
Overall sales figures gathered 


during the month from utilities and 
electric boards in the sourthern ter 


ritory were still pretty impressive 

} - the tenth « nsecutive mont 

Na e exceeded its sales volume 
refrigerators, ranges and water 
aters over a correspon | ng period 


a year ago. Louisville business 


was up alraost 20 percent over Feb- 


ruary, and Birmingham showed a 
gain. Estimates from Houston 
New Orleans and Charlotte show 
r sales figures comparable t 
spring of 1949. North Flerida 
was on a par with last year, but 
e Miami area was one of the few 
sections where March t 


The third significant trend in 








e picture showed that sup- 
mene 1 as beginning to catcl 
wit emand again. Either mar 

g t as high g 

t manufacturers were 
rf i a good 
*} p to th 
saturated areas first 
Want Lists Shrink. Dealers wh 
ha t ers but wares t 
getting re major appliances 
waiting lists of both whole 
1 and retailers began to shrink 
perceptibly as more carloads of re 


rators and ranges started on 
1 to therm, and the boys who 
were ing the moaning and griping 





ecember and January appeared 
happy al it the whole thing 
There was no letur 


ip on the pro- 


sicle Chattanooga 





\ ash . Da 7 d the 

either staged or were getting ready 
to stage elect ws, home shows 
or spring a ance flestas rhe 
Georgia Power ( formally opened 
he first of its me service centers 


ich it plans 





i g - state. The 
ges fe completely 
| electr r ens where 
ur i l¢ trations 
time ft time 
ts biggest televi- 
New Orleans 
. ‘ t ar ign on 

" the Mississ 
N ght Co. i iugurated a 

ef t 
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ELNA IS FULL-SIZED 


... its carrying case opens out into a 
FULL-SIZED SEWING SURFACE. 





(Stores away in a small space.) 


Sell the Sewing 


that Sells ttsel 


Elna sells itself because it does more and 
does it better than any old-fashioned 
machine. Elna is entirely DIFFERENT 

every old idea was thrown overboard 
when ElIna was designed. Imagine selling 
that revolutionary OPEN ARM that 
does all the household darning! Imagine 
selling a machine that dées almost in- 
visible mending! Imagine selling a ma- 
chine that monograms with a professional 
finish—in minutes! 

Elna is the only precision sewing ma- 
chine ever built. It was developed in 


Switzerland with the same care and skill 
that have made Swiss precision a by- 
word. It has sold in volume for years 
all over the world, It’s one of those rare 
products that sells itself over old- 
fashioned competition by sheer weight 
of superiority in actual performance. We 
have the whole story for you in a 20- 
page brilliantly illustrated brochure. 
Write for your copy—and write or call 
us today about available franchises. 
(Elna, complete, retails at only $179; 
slightly higher in the West.) 





Selina 


ELNA'S OPEN ARM darns socks, sews cuffs 
and armholes, mends knees and elbows as 
easily as a flat surface. 


ELNA MENDS — even woolens — so that you 
can hardly find the mend! 


ELNA is soft green (easy on the eyes) .. . light 
is inside the machine (easy on the eyes). 


ELNA is SILENT (AC-DC)... it doesn't vibrate, 
because 85% of weight is in base (old- 
fashioned machines are top-heavy). ELNA 
has full rotary gear-driven horizontal shuttle, 


INTERNATIONAL SEWING MACHINE COMPANY, INC. * 441 MADISON AVENUE * NEW YORK 22, N.Y. * PLAZA 5-7350 
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MERCHANDISING 


yperflame 


“GAS- SAVER” HEATERS 
SET NEW STANDARDS 
FOR BEAUTY, EFFICIENCY, DEPENDABILITY 





% 





EEL 











move | j MODEL MODEL 

o-7$ 0-50 3-50 
SUPERFLAME SUPER DELUXE CONSOLE "GAS-SAVER™ SUPERFLAME SUPER DELUXE CONSOLE SUPERFLAME DELUXE CONSOLE 
CIRCULATOR WITH BUILT-IN “FORCED-AIR” FAN “GAS-SAVER" CIRCULATOR WITH RADIANT FRONT GAS-SAVER” CIRCULATOR WITH FRONT LOUVERS 
America’s finest, safest gas heater! Pro Beautifully styled, properly vented. THREE America s biggest qas heater valve! Double 
perly vented Fifteen exclusive HEAT WAY heating principle provides instant ra Ga Saver nor than doubl« radiating 
INCREASERS' give maximum saving on fue! diant heat plus a fiood of circulating warmth erea. Properly vented Superfiar 
cost. Built-in ‘SUPER-FLO” fan creates posi Double 'Gas-Saver ' gives double economy proved Ra d-Port’ burner, ur rpassed 
tive circulation! Equipped with ' Bive-Flame Sun-Ray’ radiant window. Equipped with in performance Even-Flo pressure req 
pilot, 100% safety pilot shut-off, pressure Bive-Flame' pilot, 100% safety pilot shut lator, constant burning ‘Blue -Flan pilot 
regulator, completely automatic controls off, pressure regulator. A volume seller! and 0 afety pilot cont oot 
75,000 B.T.U. input 50,000 B.T.U. input B.T.U. input 


DEALERS ACCLAIM “GIFTSazer/ovr” PROMOTION 
AS THE BIGGEST and BEST EVER! 


4 aN of Superflame dealers had their biggest, most profitable space heater year 
in 1949. The sensational Superflame “Gift Superfan” promotion made this possible 
and IS BEING REPEATED IN 1950! Starts July 15th! This year’s promotion in- 
cludes all Superflame “Fuel Saver’’ Oil Heaters, and the new line of Superflame “Gas 
Saver’ Heaters. No other promotion has ever sold so many heaters—so fast——for so 
many dealers! Read what a few of the Superflame dealers have to report 


GREATEST ANNUAL 
PROFIT-MAKING PROMOTION 
FOR DEALERS IN 
SPACE HEATER HISTORY! 


GET THE FACTS ABOUT THE 
' 


this has been the outstanding promotion “Sales resistance and competition were over 
of our career!" (Signed, Ray Kemmerer, Kem come with this promotion 
merer Electric, Independence, lowa 


Now is the time to 
cath in on Super 
flame! Get ready 
now to offer your 
customers Super- 
fan asa gift with « 
Superflame oil or 
gas space heater 
this fall. You will 
be amazed at the 
results this promo- 
tion gets. Send 
coupon today 


Your advertising 

aids were an honest inducement to raise sales.” 

Thanks for being FIRST WITH THE Signed, S R Passell, Premium Coal & Oil 

MOST. ‘First’ with the best oil heater promo Company, Cincinnati, Ohio 

tion deal--and ‘most’ far our oil heater cus . 

tomer’s dollar. We sold more Superflame Oil ‘Our sales of Superflame Heaters for 1949 were 

Heaters than in any previous years."’ (Signed over 250 units. Thanks to the ‘Gift Superfan 

I Johnston, Johnston's Hardware Promotion! We never had anything break like 

La Plata. Missouri this! Our first day we made 14 sales.” (Signed, 
Anton Christensen, Christensen’s Appliance 


the best money making deal that was ever Stores, Ames and Nevada. lewa 


offered a dealer. This, with the Fuel-Saver fea 
Illustrated above is the rea ture, enabled us to out-sell and out-demonstrate . 1. 2 . , 
son why the Gift Superfan all heater competition! The day the ad broke an 4 Gif — - orme yee on = — = 
Promotion has such an ir we sold 53 heaters, and that is profit! Signed 4 rf rene. re aoe Sr PP feoean any id = 
resistible consumer eal Stewart Greenley, Greenley's, Flint, Michigan OES Cl SUPSTRAMS SPACe FlCAters GE proves 
ng enes pmer appes it’ We were able to outsell -outpunch — and 
The Supertas fits under the our Superfiame sales were 400 over out outprofit competitive stores Signed, Thomas 
Superflame Space Heater to sales for the same period last year Signed ( Young *resident Ri Four Hardware 
cir Robert S. Orr, Orr Appliance Company Stores, Inc., Love's Park, Iino 


th in 
me winter Pigeon, Michigan 
Supertan 


portable stepped up our volume to 50 ahead of this has been the most successful promo 
Mes dozens @ year ago, and maintained that increase for tion of any merchandising event we have ever 
deal for drying 60 days during the promotion Signed put on 103 Superflames sold during 1949 
for exhausting Nathan Berg, Smulekoff’s, Cedar Rapids Signed Harold H. Giese. Giese Hardware 
lowa Company, East Grand Forks, Minnesota 


QUEEN STOVE WORKS, INC 


“ee 


ane ee a a oe ae oe oe 
Te: QUEEN STOVE WORKS, INC, Dept. £05 
Albert Lee, Minnesota 


Rush at once full details about the Big “Gift 
Superfan” Profit Building Promotion 


We are a dealer a distributor 





Firm Name 


Address 


SUPERFLAME “FUEL-SAVER” Off HEATERS "GAS SAVER” GAS HEATERS « Off AND GAS FURNACES «© GAS CONVERSION BURNERS 


ALBERT LEA, MINNESOTA 


City 


By (name 





DEPARTMENT STORES | 


get phenomenal advertising response and | 


<A 

L\ x ] 
eee 

. 4 


PROMOTI 


THE MOST EFFICIENT 
CLEANER FOR RUGS 
~ AND CARPETS 


EVERYTHING YOU 
GET IN A TANK 
CLEANER 


A Complete 
Cleaner Department 


) Pewee Mew fereke Cleoners. thes ail you need 
wad youth te besinecs! Lew cost tventery— her 
Mmerchendine quick sales bg profinn 


sensational 


€) 


ACTION! 


Prospect action is immediate 
and tremendous every time a 
Department Store runs this 


power-packed advertising 


They telephone, they send 


in coupons and they come 


in, mm droves, the same day 


the ad runs and for many 


days thereafter 


DEMONSTRATION 
ACTION! 


Store customers are com- 
pletely intrigued by the “3 


cleaners in 1" demonstration 


Today, with buyers more 


dollar-wise than ever, 3 great 
cleaners at the price they'd 


expect to pay for one gets 


quick interest. 


1950 


AUTOMATIC 
MODEL S-250 


ON: 


A POWER-DRIVEN 


POLISHER FOR 
BARE FLOORS 


’ 
| 


qe 
, 
¢ 
« 
~t, 
< 


SALES 
ACTION! 


Never have you seen any- 
thing like it! The “3 for 1 
price’ Eureka Story is selling 
magic—prospects see it dem- 
onstrated as a Tank Cleaner, 
as a Rug Cleaner, then as a 


» 


Power-Driven Waxer and 
are excited to buying action 
And advertising 
cost per cleaner sale is unbe- 
lievably low—ask us for proof. 


once 


— af 


ELECTRICAL MERCHANDISING 





WANT ACTION 


in your 
cleaner department? 


‘ : : S : ’ “Sess Run this Guaranteed Results Promotion 

Here is SS SS ss quick! Write for details today. 
the hottest deal in the xvi . . - Sy 

cleaner business today. And it's *T sae, ee Ps : : * 

no flash in the pan because the "'3 Se Bee ne > 

in 1” product story is a story of a 2 ‘een IT MAKES NO DIFFERENCE 

greater value that moves Customers say Se BF ee SS WHERE YOU ARE 

to buying action. It’s a promotion m »,, . me ae a t ” 

so sound and tested so thoroughly ne an ney le ae i THE "3 in I" Wonder Cleaner 

that results are guaranteed. No “va ms Man, “Sane © BRINGS BIG SALES! 


price cutting—full profit mar- 


ins—and big sales volume. * tha Cine es 
"Get in touc hb with us today $s, ore ° Rae Aak ub about 
ar —— = - — ‘ me Chicago, Detroit, Washington, Minne- 
poate, 20.05 apolis, Portland, Hartford, Baltimore, 
Boston, Milwaukee, Philadelphia, New 
York, St. Lovis, Cincinnati, indianapolis, 
Los Angeles 


sited 


Eureka Williams Corporation, Bloomington, Illinois 
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Provide 
All the Advantages 
Women ‘‘Shop’’ for 


Easier Cleaning of drip pans! 


é 
Here is a feature Mrs. Range 


A hw 
RAYS > \) ) Buyer appreciates instantly. Ex 
va / 


clusive “Swivel-Action” Mono 


tubes are engineered so that a 


PNG ED AS 


are 
flick” of a finger swings the smoothly operating 


coil up and out of the way to highlight the easy 





Monotube-Equipped Ranges 
Have “Extra” Sales Advantages. 


Faster, lower-cost cooking. Easy, 


effortiess cleaning of reflector pan! Uniform heat! 
Simplest construction! No service headaches! These 
reasons merchandising-minded range 


manufacturers add Monotube Sales Appeal wo their 


ranges. Reasons why they say, “let's standardize on 


cleaning advantages. Housewives quickly see chat 
; with Monotube-equipped ranges, foods never need 
harden onto the drip pan . note that messy 


scrubbings can be eliminated. 


“ 
ual As Much As 32.8% Greater 
Contact Area For Faster 


wee = Cooking. 


Here is another Monotube feature 


~~ 
—_ 


one that can 
be quickly translated into lower-cost cooking. The 
large, sturdy, flat, single coil is understandable 
proof that Monotubes provide more contact with 
the cooking utensil. Prospects quickly visualize 
foods cooking fas quickly see that ranges with 


Monotubes save them money 


New Catalog provides complete in- 
fermotion on edapting TK Mone- 





Monotubes, the surface cooking unit with a// the 


features homemakers ‘shop’ for!” 


Monotubes Give Range Service 
Departments a Big Plus! 

You will find it profitable to pro- 
vide customers with efficiently 


designed, fast-cooking TK Mono- 


tube replacement units. Easily adapted to prac- 
tically any range, Monotubes will show a profit 
quickly in your service operation. Write us or ask 
your distributor about the TK Monopack, a com- 
plete merchandising package designed to open new 


proht opportunities to you, 





7 Dibtin:. 
BOOST SALES WITH MONOTUBES 
cnet ____. ... They stand alone 
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CONTINUED FROM PAGE 8 


Fair Trading Por Majors. There 
s some feeling that major appliances 
ould be fair traded. The franchise 
mtrol of prices offers many a 
loophole and in some instances has 
ermitted considerable price cutting, 
ereas fair trading makes for 
stable prices wherever it has been 
applied and enforced. On the other 
hand, quotation of prices in national 
advertising and franchise price re- 
quirements have combined to work 


real hardship in many areas in 
the West, where freight charges are 
gh. In Prescott, Arizona, for in 
stance, merchandise is often shipped 
to Los Angeles and then trans 
hipped back to Prescott, with both 
freight charges having to be ab- 
sorbed by the local dealer from to 
day's limited margins No one 
seems to have found an answer to 
this one, but the burden is a very 


real one, nevertheless 

Cash Discounts. More and more 
established dealers are asking when 
discounts for cash payment are to 
resumed. From the standpoint 
of the firm in good financial condi- 
tion, this two percent saving is im 
portant and, they consider, only 
fair. The [EEDA recently surveyed 
distributors and manufacturers in 
their area to discover that manufac- 
turer terms to wholesalers are 
two percent cash discount allowed 


by 26 percent of the manufacturers 


percent by 31 percent, net 
terms by 43 percent. Electrical 
housewares, ironers and vacuum 
leaners are 100 percent on a cash 
discount basis, major appliances 35 


percent and radios 20 percent 
Warranty Expense. Warranty serv 


ice is a sore point with most dealers 


The manufacturer mtribution of 
parts does not in any way cover 
the expense of this period In the 


case of an automatic washer which 
developed special troubles, one west- 
ern firm reports an actual loss of 
$6,000 in one vear on service calls 
System favored by most dealers is 
a cash paymeat by the manufacturer 
for service rendered during the war- 
ranty period, as is the policy of cer- 
tain manufacturers, or else a larger 
margin which will allow for the 
burden of expense which the dealer 
now must deduct from his narrow 
margin of profit 

An indication of what dealers feel 
on this subject is to be seen in the 
movement by East Bay dealers to 
write their own warranty terms for 


every appliance in which the free 
service was not specifically written 
into the franchise. A standard tag 
to attach to appliances quoting the 
number of free calls and subsequent 
charges was provided for the use 
of all dealers in this area. For 
various reasons the plan did not en 
tirely work out, but the principle it 
embodied still holds, the allegiance 


the participating dealers 
Chain of Sewing Centers. San Di- 


en a ecome headquarters for 
ain of sewing centers, mod 
eled alter the self-laundry set-ups 
FI sewing machines will be 
IS€ erated by a coin meter 
Threa patterns materials and 
findings will be available for pur 
Ase and instruction in sewing is 
fered 4 standard ° hietr 
being set ee 


MERCHANDISING 
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Ofter a woman a refrigerator that frees 
her from the mess and bother of de- 
frosting and you're talking her lan- 
guage. You're singing the lead in 1950's 
big refrigerator show . . . you're not 
submerged in the chorus. 


Norge — and Norge alone — bas daily, 
automatic Self-D-Froster System. 


Norge advertising and merchandising 
dramatizes Self-D-Froster System with 
real down-to-earth human-interest 
appeal...and in big space, in the big 


national magazines, in local media too. 


It all adds up to a great year for Norge. 
Count yourself in! 


its 


a 
a 


uidi ne 














SPACE SAVING 
MONEY SAVING 
DESIGN 





ELECTRIC WATER HEATERS 


' “HIPUT HORIZONTALS” originate a new trend, set a new 
standard for electric water heaters. Horizontal in design fit 
in out of the way kitchen or utility room space that is normally 
wasted — octagonal in shape to give maximum storage using 
minimum area. Elimination of long pipe runs means less in- 
stallation cost — less operating cost. Abundance of hot water 
' “on the spot” where it is used, Sales, profits are immediate — 
a natural for today’s market 
! * * 
] 





"3 CAPACITIES FIT EVERY NEED 


10 Gal, 20 Gal, 30 Gai, | 
— j 


anf cee oS #7 \ | 


CN 
Ample cepecity for hitchen 
ond loundry we inchuding Suttn rent Capecsty te supply the hor 
eutomat duvheeshers ond water needs of the average tomily 
clothes weshers Tee elements with imterloching 
. thermostats 


ee | 


“tdeat as an Guniliory o 


i a nl mplete mbormation 


RONAN G@ KUNZL, INC., MARSHALL , MICHIGAN 
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WASHINGTON CURRENTS 


By Washington News Bureau, McGraw-Hill Publishing Co. 





THE NEW TAX LAW 


Are excise taxes really g gt be cut? 

Some businesamen-— noting att e tha half the session 

gone aiready ire beginning ¢ wor 

The answer you in Ook rward to exeise reductions 
mut i may require over-riding a Pre t uL vet 

Here's why Truman has promised he veto any bill that 
loeant provide revenue fro ther ources ¢t make up for 


he revenue jost in cutting excises 

But the law Truman’s own Ways and Means Committee recom- 
nends will eut revenues by about $1.2-billion—and offset by only 
$250 million or so of new revenue 

Soa veto is viewed as a certainty. And it’s almost as certain 
that Congress will override that veto when it comes. 


PAY AS YOU GO—FOR BUSINESS 


Now is the time for businessmen to prepare to fork over tax 
money to Uncle Sam earlier next year than they would expect to. 

Reason: Congress seems likely to approve the so-called 
Mills bill. It requires you to pay your Federal corporation 
income tax in the first half of the year, instead of spreading 
it in four installments throughout the year. The law wouldn't 
he effective for 1950, naturally—but you may want to prepare 
for the extra demand on your cash during the first half of next 
year 

This idea of speeding up payments is designed to provide 
additional income that will seem to offset the cut in excise taxes 
that seems bound to come 

Congress isn't going to increase corporate income tax rates— 
but the pressure for excise tax cuts is tremendous. Most all items 
that took on additional wartime rates will be trimmed back. 
The loss of revenue to the government will run upwards of $1 
billion—more than Congress can recover through plugging tax 
oopholes 

Result: a speedup of regular tax payments to temporarily 
slanee the excise tax euts. But it’s likely to be June before 


Congress tells you about this for sure 


THE BIRTH RATE AND DEATH RATE OF BUSINESSES 


In 1949, for the first time since the end of the war, there were 
that “went out of business” than there were new 


ore businesses 


businesses formed to do business So says the Department of 


Con meree 

| means that the normal birth rate and death rate of 

ness is being restored after a few definitely abnormal years, 

when almost anyone who could get into business could stay in 
ness 

During the war, there was a decline in the number of businesses. 
Some closed because their management went into service; others 

ysed when they were squeezed out by the wartime dislocations 
nd shortages of materials and merchandise 

The greatest percentage decline in number of firms last year 
was in manufacturing; the decrease was more than nine percent. 
On the other hand, there’s still a third more manufacturers in 
business today than in 1939 

The population in the wholesale trade remained stable last 
year—with a population that’s 47 percent more numerous than 
1939 

The number of retailers in business declined only 16% in 
1949—leaving the industry with about seven pereent more firms 
than it had 10 years ago. It appears that there’s likely to be a 
smaller percentage of retailers go broke this year than almost 
any other kind of business 

Reasons (1) Retaildom shows less expansion in numbers 
un any other branch of business—except mining; (2) Recent 


Dan & 





how that failures in all industries 


s 


except retail! ater in 1949 than in 194] 
Gove ire it this way “Tt looks to us as 
had less of a postwar boom, got 
er it quicker—and now has fewer shaky firms, percentagewise, 
almost any other group in the business population.” 


niimued on page 16) 
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NEW COMPACT FANETTE 
Four new models. Powerful! Portable! 
Attractive! Modern, safe design! Two 
sizes —8" and 10” models—cool green 
plastic! Gift models—ivory plastic with 
gold trim! Fair trade retail prices 


pwihF 


$11.95 to $17.95. 


So...Get set now to 
and SELL This EXCITING NEW LI 


For Coot COMFORT AWYWHEp, 
GET A FRESHND-AIRE NOW, 


NEW FLOOR CIRCULATOR p 
(Model F-12) Delivers maximum cool, 

draft-free circulation, quietly. Perfect 

safety for children and pets. in two-tone 

nevtral gray and cream plastic. Scuff- 

proof and stain resistant. Fair trade 

retail price $47.50 





NEW 3-WAY COMBINATION 
WINDOW FAN 
(Model W-800) Another versatile 
Fresh'nd-Aire model. Wonderful as an 
intake or exhaust fan; may be removed 
from the bracket for use onywhere! 
Fits ony window without installation. 
Fair trade retail price $16.50 


This colorful counter display with Deal No. 1390. Set up a 
balanced fan department with the Fresh'nd-Aire planned 
NEW VERSATILE ALL-PURPOSE inventory Deal No. 1390. Ask your distributor for details. 
CIRCULATORS 
cas roou tcitesemte  FRESH'ND-AIRE COMPANY 
table or in window! Designed in smart, 


brown plastic to blend with furniture : 
Two models. Retail prices $27.75 and mokers of famous Fresh’nd-Aire Custom Chrome Electric Air Circulators 


$34.50 221 North LaSolle Street @ Division of Cory Corporation © Chicago }, Iilinols 


ELECTRICAL MERCHANDISING—MAY, 1950 











ADD THIS FAMOUS FAST SELLING 
LINE TO YOUR BUSINESS 





SNO-BREZE 
COOLS THE 
AIR TOO! 


Retail 


29°: 
AND 
UP 


A SMALL INITIAL ORDER AND YOU'RE IN 
) THE PROFITABLE AIR COOLER BUSINESS 
WITH THIS COMPLETE SALES PACKAGE: 


: Tested and proven Sno-Breze units fully guaranteed. 


Me 


Complete selling, installing and servicing details. 

Eye catching, interest arousing animated display. 
Counter cards, string tags and direct mail material. 
Mat service and cooperative advertising program. 
100% company paid newspaper ads in leading markets. 
Heard on several coast to coast radio networks. 


Seen in LIFE, TIME, BETTER HOMES & GARDENS 
and other leading national consumer magazines. 


Get this Sno-Breze sales package, NOW 
and watch your profits Snow-ball! 


COUPON TODAY FOR FULL DETAILS 


MANUFACTURING CORPORATION 1 
PHOENIX. ARIZONA DEPT. M-2 


ranches in Los Angeles, Cal. Dallas & 
Lubbock, Texas 


Please rush details on Sno-Breze sales package § 
We are dealers Distributors 


41 YEARS AIR CONDITIONING LEADERSHIP 
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Here what the law ie like 


»p cle 
Exeise rates will be cut in half on retailers’ taxes, levies ot 
reight and passenger transportatior nd a lot of manufacturers 
[ales Even the rate on amusement a s0Ts WI be cut 
There will be stiffer taxes on eift« nd estates These will 
ng in moet of the new revenue that be provided in the law 
The present notch rate of 53% on corporate income betweer 
$25,000 and $590.000 will be eliminated 


WHO IS A LEARNER? 


* 
Reason you ean start in a “learner’ in your shop at a pay 
scale a4 1OW aA a9) cents per hour fF wv his first 450 he rs, a tora 
fide “learner s exempt from the 75 cents per hour minin 
equired by the new minimum wage law a 


Here are some of the restrietions and rules on learners laid 7 
lown by the Wage-Hour division of the Department of Labor 

Not more than 10% of your workers can be paid learner rates 

Custodial, unskilled maintenance, office, and clerical workers 

ve classified as learners 

Learners must be paid regular rates on piece-work 

‘ uze can be less than that required by state law, the Wal» 
Heale \ eovers government contract ind un 

You can’t re learners and pay the earner rate { expe 

ire avaiabie 

] ti ir learner p ra ’ 

Before you start paying learner rate eck with the Wage 
Hour Division of the Department of Labor But note this 
Wage-Hlour Administrator William McComb says We've been 
nowed under with applications for exemptions.’ 

HOUSING BOOM FOR THREE MORE YEARS 

The boom in home building | kept many other industries 

imming sinee the end of the war. It’s been one of the solidest 
ements of the econor a ke contributor to general business 
prosperity, and a key factor to consider when vou're casting 
n eye to the future 

How long can housing construction | ? 

Comes now a flat answer—-backed by 
Department of Commerce economist 

“At least three more years.” 

S. Morris Livingston, writing in the Survey of Current Busi 
ness, figures it this way. Construction of dwe gu lurnin 
the past three vears has been two or three time hat necessar 
to take care of the normal increase in household. This all-time . 


fever of home building has wiped out about two-thirds of the 
backlog of demand that existed at the end of the 

But one-third of the backlog still remains Add that to the 
normal rate of home-building for the bigger and growing post 


war population—and the figures point straight the conelusiot 
that the housing boom will keep n booming al least throug 
1QRO 


HOW MUCH MORE INSTALLMENT BUYING? 


As the postwar boom has rolled on and on, many an ecor 
marveled at the spectacular way consumers have been buving 


on time. A pretty shaky prop under our prosperity, some figured 


But take a look at the figures, and you get a different conelu 
sion 
The prewar level of individual debt ran around $20-billion It 


urted to rise in the early days of the war, but government 


amped down hard. In the last five years however, 
as skyrocketed to a spectacular total of $50 
Ar theres no sign that the peak has been reached 
Credit bu g of tel on, automobiles, es, appliances is 
i ‘ ate tz heey sting the 4 
But there’ nother side to this coir And it shows that tl 
mammoth increase in debt isn’t as big a load on individua 
neome as before the war When the individual debt load was 
niy about $20-bi n, repayments and interest charges took 
i ut 12-13 [ sposa hie t 
Rigt t now, repayments and interest ym the $50-billion deli 
: | entage t 
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i tractive refrigerator 
in Zemerica! 


' 


Gibson's wake-’em-up warm-'em-up, EXCITING 


features pep up prospects and pull honest-to 


- gosh profits your way even when sales are slow 


on other products. Get the facts. Learn WHY 
dealers are switching over to Gibson “‘in 
droves”! ‘Phone, wire or write your Gibson dis 
tributor’ (or Gibson direct to find out how to 
make more money with Gibson! See the full 


TAT Mel ME O@TisltolME (-ialel-igel lola Mi lere leh 


il Stel, Mi iid iicli 7 use) Miao) TTT bg 
GREENVILLE, MICHIGAN 


IN BUSINESS FOR PRESTIGE OR PROFITS? GET BOTH WITH GIBSON! 


ELECTRICAL 


MERCHANDISING—MAY, 


1950 


Hands full? Just Pres-Toe 

door opens, stays open un 
‘il Pres Toe again — walk 
away, door closes automat) 


cally NO HANDS! 


te 
bt stoateste_t 


Pravda Lee Aer 
++ 


Big freer’ Locker easily 
stores 40 Ibs. frozen foods 
Roomy freshne locker 
keeps foods from drying 


crisps salads, relishes 


Freer Locker and Fresh ner 
Locker instantly combine 
inte giont-size, 90-lb Super 
locker 


Giant Super Market Swing'r 
Crisp'rs have moist cold for 
storing fruits and vegetables 


Handy Butt'ry keeps ful! 
pound of butter sweet and 
easily spreadable 











This is the Season when 





The MW BNC swith Tree Gang Crrdenscr 


SUPER-PERFORMING, YET AMAZINGLY COMPACT 


These two NEW Sentinel ‘312s can reach out 
and pull in far distant stations where other sets 
cannot. Here's distant reception to satisfy the most 
ardent traveler or home-fan. A Sentinel engineering 
triumph! A model of compactness, efficiency and 
beauty .. . Measures only 10!/2" x 5'/2" x 7/2"... 


SENTINEL RADIO CORPORATION 


EVANSTON, ILLINOIS 


Operates on electric current or battery—batteries 
are long-life and self-contained. Selenium rectifier 
greatly reduces usual cabinet temperatures. Built 
in loop aerial. Finger touch tuning, even while carry- 
ing. Iron core |. F. transformers. Permanent 
magnet dynamic speaker. Weighs only 6!/2 pounds. 













5 entinel Portables 


_ Gj 


v 


® 


These great new Sentinel portable radios are alive 
with color — supersensitivity — sales appeal. Yes, 
— these two new Sentinel Portables have what it 
takes to produce fast turnover. An irresistible 
line that blankets the big portable market and 
gives you maximum volume and substantial profit. 








335-PI 
(Patrician White) 






ain nae 





fA >wtkt isis s>wpw? ?¥ = —_ai ee ee | 335-PW 


ae (Forest Green) 


Dazzling! Exciting! A rainbow parade of four smart ''per- 
sonality colors’ . . . that's the NEW Sentinel "335" for 
1950. Patrician White . . . Palisade Brown . . . Forest 
Green and Tuscan Red — durable, lustrous plastic richly 
trimmed in gold with matching, hand-fitted carrying handle 
—-A-C, D-C and self-contained batteries—priced to bring 
you real volume and still earn you plump profits at your ea 
normal mark-up! A mass market miracle that will give you . (Tuscan Red) 
a happy summer of sales activity and customer satisfaction! a 


uo 48 mis ae ed j Radio and lelevision 














~t AG AIN irom “The House of 
a Westminster Chimes”. . . 


2 GREAT NEW ELECTRIC CLOCKS 
AT NEW LOW PRICES! 


SESSIONS ANNOUNCES i 
return of the famous Sessions Chime 
Clocks, with a new ond superior chime 
movement, at prices that dety competi 
tion! Add to this, Sessions handso 
appecronce, ultra-quiet motor tho! 
gives yeors of dependoble life, and you 
have a clock that really brings in the 
profits! Order stock today! 








~ Sessions Clocks = 


SELF-STARTING*ELECTRIC 


The Sessions Clock Compeny, Forestville, Connecticut 


In Chicago: | s 


In Sen Francisco: Werte Merchondiwe Mart In Canede: > 


MERCHANDISING 






































SUPER-STOR 
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AUTOMATIC DISHWASHERS 


AUTOMATIC WASHERS 


WATER HEATERS 


There are... 


No More ‘‘Letdowns’’ Following Hot Selling Seasons 
No More ‘‘Doldrums’’ That Eat Away Profits 
No More ‘‘Valleys’’ That Reduce Profit Peaks 


..- But A Full Line Of Products That 
Insures A Full Year Of Profits! 


ELECTRICAL MERCHANDISING—MAY, 1950 


PAGE 23 














Get on the Fedders Band -Wagon 
for a Nifty - Filtty 


Yes, the hotter the weather, the 


Airc 


hotter your sales of Fedders 


Room Conditioners. It's the tastest growing line in the 


With prospects 


for other appliances running thin, now ts the ume to cash in 


fast growing Room Air Conditioner Industry 


Fedders has packed 54 years of engineering experience to 


bring you a complete new line of attractive 


turnicure-stvled 


models 
HISTORY MAKING COOLING CAPACITY! For the firsc u 


Fedders offers full und full 


ASRE conditions 


me 


ton (6020 bru he ton (9010 


beu/he.) window models. Ratings ceruhed at 


COMPARE with other room air conditioners 
Look all 


you'll agree that Fedders gives your customers more aur 


regardless of 
Yes, 


con 


price over Fedders sales clinching teatures 


ditioner per dollar 
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CHECK ALL THESE 


NEW HINGED -LIFT TOP 
ment of hlters easy 


2 MERMETICALLY SEALED SYSTEM 


pletely 


luminishes servic 


4 QUIET OPERATION 
— 


ring 


engine 


oom silently and provi 


weld 


lubricated tor 


e. Five year protect 


A triumph of 


Seals Out atreet ne 


makes replace 


des Detter 


FEDDERS FEATURES... 


All controls concealed 


FINGER -T'P CONTROL 


exch 


round living and working conditions 


sive 





Com 


for 


om tort Circle Grille lets you direct the flow 
of air in any direction, where you want it 
plan where you need it never a draft 
lers TWICE THE DEHUMIDIFYING AREA twin 
ses evaporators dowble the capacity 
year wringing out moisture 


GET IN ON A GOOD THING! 


MAIL 
COUPON 
TODAY 








Mececesececaceseeecesssesere 





t Quk ‘ 4 ‘ i . 
EM-4, Buff y 
G PI for the ‘ e of Fedders Room 
4 ‘ k s : aa s 1” this new 
Nam 
Com 4. 
Nia 
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You sell move electric ranges when you 


DO THESE THREE THINGS! 

















J . 
Have an operating Electric Range on your floor. 
It's always easier to sell a “live” range than a “dead” one. Have a 
working model plugged in right on the sales floor for demonstra- 
tion. Then, when you flip a switch, the prospect sees action, feels 
how quickly the elements heat up, can touch the oven and feel 


how cool the outside is when it’s hot inside. Demonstrations build 
store trafic too! 


Make a follow-up call on purchasers. 


Use your users to build a prospect list. When a customer buys an 
Electric Range, there's a pretty good chance she’s not too familiar 
with its operation. With just a little help she'll find out where 
every control is, and how to use it. That's why it's so important 
not to let the sale drop when delivery is made. Have the salesman 
or home economist visit the customer once or twice after delivery, 
and demonstrate the range in the customer's own home. Remember 
—a satisfied customer is a good salesman, can bring you a lot of 
other customers. 


ELECTRIC RANGE SECTION 


Notional Electrical Manufacturers Association, 155 East 44th Street, New York 17, N. Y. 


ADMIRAL - COOLERATOR - 
KELVINATOR - 
ELECTRICAL 


CROSLEY - 
LEDO - 


FRIGIDAIRE - 
MONARCH .- 
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NORGE 


There's one best way to sell Electric Ranges, 

and that’s the triple-action way. You're sure to sell 
more of them if, like successful dealers 
everywhere, you'll follow these three steps: 


Use an Electric Range in your home. 


The best way to get enthusiastic about an Electric Range is to have 
one in your own home, That's why successful dealers and sales- 
men have their homes Electric Range equipped. Then you can't 
help telling prospects how easy this range is for your wife to use, 
what delicious meals it cooks, about its coolness, economy and 
time-saving through automatic controls. 


CASA (WV ON THE TREND... 


SA Clecnnc erges! 


Another million American families switched 
to Electric Cooking last year ! 





Wire Your Store for Modern Merchandising 


Remember—when your store is wired for an Electric Range, it is also 
wired for other appliances, too—such as Electric Water Heaters and 
Electric Clothes Dryers. This, of course, spreads the Beene 
wiring cost, helps boost sales in general, because any a % 
appliance sells bewer “live” than “dead.” Pandy EQuUATS 
Fi ‘ 
? 


“ay, 











GENERAL ELECTRIC - GIBSON - 
- UNIVERSAL - 


HOTPOINT 
WESTINGHOUSE 
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We have what it Takes for 
14 UNIVERSAL Gie/ 


The most saleable line of home laundry equip- 
ment ever offered. Accepted the country over for 





its ““way-ahead” features, quality of manufacture 
and trouble-free performance. You'll find more to 
talk about—more features to sell . .. when you han- 


dle UNIVERSAL, the line that can't be topped. 














Ample, of Home Laundry equipment 


for every purpose, to fit any budget. Four famous 
electric washers led by Universal's exclusive, 2- 
speed model with its Super-Safe Control-O-Roll 
Wringer, Time-A-Matic Timer and safety-switch 
Two Cabinet type Automatic lroners and a port- 
able table-top model gives any purchaser a 
choice for any laundry requirement. They're UNI- 


VERSAL—the Best in Home Laundry Equipment! 
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aundty Equipment Sales! 












For Success in Competitive Spring Selling 
be sure you have the right tools... 










/ 7a fast-selling, complete line with National acceptance. 


(Team ZA compelling consumer offer to attract prospects. 
G A power-packed promotion to focus consumer attention. 


ey: a 
r<s UNIVERSAL (50/ /¢ 


The most sensational premium offer of the indus- 
try—and at a full-profit margin! More sales—easier 


sales with this extra-plus sales getter...a 53 piece eet QO lair s if 
silverware setting complete with Tuckaway case to J . 
every purchaser of one of the Universal top three | | 
model washers or the deluxe 2-speed ironer! And ; Y ! a < - 


this premium at no extra cost to the retailer! ; ~~ 


A hard hitting nation-wide promotion designed to 
make prospects of every woman in your sales area. 














Hard hitting, local newspaper campaigns... colorful 
TUL eee : displays, window streamers and direct mail material 
AA P oad diyy ] 

+4 é 
at a 


... all sure-fire to move Universal laundry appliances 
off the dealer's sales-floor and into customer homes! 


See YyOul OMVERSAL OISTRIEVIOR Wow! 


* This special offer will be for a limited time only — 
don’t miss out on Spring profits. 


UNIVERSAL 
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ay Sere 


Coleman adds “three” to the old “one-two’— 


You have to have Coleman's Za F 


TO GIVE THAT EXTRA PUNCH TO YOUR OIL HEATER SALES 


You have to have Coleman to 


h settling ave up to 25% on 
Ll ey peeling ie Bh ti: FUEL-AIR CONTROL! 
eman conot ind it Cis 





ass by} tself Nothi an con 
You have to have Coleman pare with the spectacular new 
to have SELLING BEAUTY! —... cictinwuisned De Luxe Consol 





You have to have Coleman 
to talk PRICE! 





‘ ‘ = . The Coleman Compony, inc Dept 
EM-959, Wichita |, Kenves 


See UNTAS Coleman AUTOMATIC OIL HEATER 


with A 





WORLD'S LARGEST MANUFACTURER OF HOME HEATING EQUIPMENT 
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ELECTRICAL 


ANY ARRANGEMENT 


I 
WITH ONLY THESE 3 UNITS 


Standard Vinyl* Sink Unit 


* 


Standard Prefabricated Corner Top 


MERCHANDISING—MAY, 


MAIL THIS COUPON TODAY) 


Let us give you up-to-date information on 
these improved sink and work tops—plus the 
6 other reasons why Lyon Kitchens are the 
high profit line to sell 


LYON 


METAL PRODUCTS, INCORPORATED 
General Offices: 521 Monroe Avenve, Aurora, Minols 


Factories 
AURORA, iLL., YORK, PA., CHICAGO HEIGHTS, ILL 


Sold Nationally through Factory Branches and Dealers 


@ Lyon Vinyl’ Plastic sinks 
combined with Vinyl* covered work 
tops enable you to give your cus- 
tomers all the advantages of custom- 
built appearance and utility —with- 
out carrying a large inventory of 
many sizes. No unsightly joining 
strips are required. Almost unlimited 
flexibility of arrangement is possible 
with only 3 prefabricated units. 

After testing every type of surface, 
Lyon found Vinyl* the most all 


“round satisfactory work-surface top- 


ping—with many advantages found 
in no other. 


* Product of The Goodyear Tire & Rubber Company 


LYON METAL Propucts, INC. 
521 MONROE AVE., AURORA, ILL. 
Yes, I would like to know more about the 


Lyon Kitchen Cabinet dealership you have 
to offer. 


NAME 





ADDRESS 





Crry _STATE 
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Art Becher (left), and ten of his thirteen service men in front of Becker's Music Shop at 80! Dempster $1, Evanston, ill 


From trombones 
to talking machines 
to television... 


ART BECKER 


Keeping up with the changes in home music _ *!:»!*»!) :wsht 0». Slmost overniety 


the ply ut ip went dead 


Becker's was caught with some 7,000 re 
during the past 45 years, Becker’s Music asin stork "We ba ale after sal” 


still couldn't unload them. That was an ex 


Shop builds sales to over $250,000 in 1949 persis ios. tat we learned to look ahead 


ind be prepared for changes 


Broadcasting sells radios 


(i srtagenttoent fer eer cal inetrument und Dad gave lessons on With records out of the picture Becker's 
business because he Hd teach peopl piano, trombone, guitar, and several others faced the problem of building a radio busi- 
how to play the mstrument f their chow Music clubs were popular in those days and ness. To create traffic. Art got a broadcasting 


now has a son domg $250,000 in apphanes the business got off to a good start permit and set up a radio station, Evanston’s 

at the same location because he's there with ‘karly in 1923, when the record business first. right in the store 

the same follow through on service was at its peak, I finished school and went Those early programs were really radio 
That's the story of Becker's Musie Shoy to work in the store in the raw,” said Art. “We were on the air six 

i5-vear-old Evanston, UL, establishment hours a day mostly with neighborhood news 

which keeps right on rollir slong despite Radio catches on add focal talent Pienine vesntdie ene tached 


changes in the trade caused by technical \t that tume there was a lot of talk about a Ipon as poor programming. Some of the stuff 
progr Today, 1 mpetition with 2o ap ew gadget called rad but 1 precnpole that made people bend close to the speaker 
pina ce stores where there were ly three a ‘ sidered it a plaything for hid 1 became in those da would sound hilarious today 
few vears ago, Becker hinues to pile up interested and nvinomd my tather that we Although the station wasn t a moneymak 
yearly increase ught to take it So, he put me in charge el tself, it stirred up a lot of interest in 
l 1904. William J. Becker set up shop at because bis hands were full with the musik Becker's as a place to buy radios and have 
BOL Dempster Street when the © hieag ib wid pl wraph end of the | ens them repaired 
urb had less than 25,000 populati Wher Art started a radio repair shop in the store In 1925, Art took on a part-time helper 
Dad opened uy his som, Arthur, wall ¢ and learned radi ce truct His early ef lol \ltmeyer, in his radio repair depart 
you, “radios and most electrical appliance forts im this field probably saved the stor ment. Poday, under John’s management, the 
were not vet invented, The store sold musi from going under when a short time later department employs thirteen men and is be- 
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heved to be the largest radio and television 
service organization on Chicago's North 


Shore 


Auto radios a specialty 


Among the first dealers in the country to sell 
auto radios, Becker's has made this line a 
Auto 
start. We were in on the ground floor Art 
said We now have 


specialty radios went fast from the 


drive-in facilities for 
aut ustomers 


them ¢ 


ind a place in the store for 


» wait for their cars. This produces a 


lot of additional sales because the displays 
t « 


attri 


ustomer interest 


In 1933, we expanded some more with 


the addition of a few lines of stoves, washers 
and retrigerators 


Phere wasn't much change 
after that until 1947 


talking 


when television had 
lo us it looked like the 


coming of radio all over again, except that 


everyone 


ad more competition and no head start 
oking for a way to tie down the televi 
eadership in kyvanston, we remembered 
r service department gave us an edge 


radbo Was “ 


Just like in radio, sery 


make sales in television. so we developed 


md service together 


They profit by experience 


Sa Hes 


mu the floor are handled almost entirely 
Art and his father. On Monday and 
sday evenings, when the 


store stays 


til nine, some of the men in the sery 
vartmes ct as part-time salesmetr 
chers handle as many of the sales con 
is possible in order to become a 
iinted personally with their customers 
though most of the competition has 
Becker's 
volume. A 


surpassed itt 


the past live vears 
ir imecreases mm 

S163.000 was 
totalling $195,000, In 1949 
250.000, 

natural result of 15 years in the 

‘No doubt that has some 
with it,”” Art believes. “But 


lot more to it than that. Just be 


cause a man is old doesn't mean he's wise. 
I think it’s the 
ability to profit by experience that counts 


It’s the same in business 


“For instance, experience has taught us 
that immediate profit shouldn't be the first 
consideration. It seems the sooner you learn 
that money isn't everything, the sooner you 
get more of it. We figure our best insurance is 
a satistied customer 

That philosophy explains Becker's empha 
srs on low pressure se lhug \ he nha customer 
walks into the he's asked if there's 
something in particular he'd like to see. If 


store 


not, he is urged to look around as he pleases 
and the salesman stays in the background 
where he is available if the customer has a 


que stron 


How they advertise 


“Of course, you have to get the people into 
the store first Art said. “To do this, we've 
tried a lot of ideas and we've rejected a lot 
For a number of years we ¢ mployed outside 
salesmen, but now we feel that our advertis 
ing does the same job at smaller cost to us 


We ‘ft 
stunts 


tried usvarte ty of promotion 
Phis kind of advertising is sometimes 
profitable for awhile, but per dollar invested 
our best results have come from newspaper 
advertising. We've even discontinued our 
direct mail advertising. [t just doesn't pro 
duce the volume of business as inexpensively 
as newspaper advertising does 


What kind of newspaper 


they use? 


idvertising do 
Their ads appear in several of the 
local papers in and around Evanston, but the 
bulk of their funds are put into the Chicago 
Tribune Selective Area campaigns and the 
Tribune's metropolitan neighborhood se 
Liotis 

Art explained, “We want our advertising 
to reach evervone who taight become a cus 
tomer, and still stay within the budget. Our 
Tribune Selective Area and metro advertis 


ing fills the bill, so that 


of our money 


i where we pul most 


“We've depended on the Chicago Tribune 


“Ovr best insuronce is o sotisfied customer," says Art Becker (right) 


for many years, but we're especially happy 
about our participations in the Selective 
Area campaigns. The low cost made possible 
by the plan lets us cover our trading area 
with big-space ads on a consistent schedule 
And it’s different from other co-operative 
With Selective Area ads, we 
don’t sacrifice our individual appeal, The 


advertising 


other dealers whose names appear in our ads 
are located in trading areas where they offer 
us little or no competition 


They like the plan 


The ads are big-space, often full page, ads 
written to build response in the participating 
dealer's store, Because the cost is split among 
the manufacturer, distributor, and dealers 
all over Chicagoland, the individual dealer's 
cost is often less than $30 for a full page 
“With almost half a century of experience 
behind us.” said Art, 


guessing about our promotion anymore 


“we don't do much 


Since we've discontinued most of our other 
advertising, it's pretty clear that we con 
sider Selective Area advertising to be respon 
sible for a big part of our gains in recent 


yeurs 


* * * 


VA Vl F 1CTIL RERS Your dealers sell your 
product with grealer enthusiasm when the kind 
of advertising you give them is specially geared 
lo demonstrate us effectiveness in their own 
slores 

These are advantages enjoyed by manufa 
turers who build their Chicago promotion 
around the Tribune's Selective Area adverlis 
ing plan 

Under this co-operative plan, appliance 
dealers gel relail-store-lype copy over their own 
They get 
promotion beamed directly at the prospects who 
can best trade with each outlet. The cost to the 


naines wu Chicago's Vo / meduun 


dealer ranges lo as low as one per cent of card 
rales. Yel the entire program is faclory-con- 
trolled and agency- placed 

This is the kind of advertising the dealer 
So well does u fil the needs of 
distributor and manufacturer thal al 
ready more than $1,000,000 has been spent 


under the plan in the Chicago Tribune in the 


under stands 


dealer 


appliance field alone 

In today’s market, this plan has specific 
advantages loo important lo be ignored. It is 
betler than an extra discount or a price cut. 
Decide now to find out how this plan can help 
you build the consumer franchise you want in 
the imporlant Chicago market 

Your nearest Chicago Tribune representative 
will be glad lo give you and your advertising 


counsel complete information 


Chicago Tribune 


WORLD'S GALATEST NEWSPAPER 


CHICAGO TRIBUNE REPRESENTATIVES 


A.W. Dreier, 610 Tribune Tower, Chicago I! 

EP Strabeecker, 220 FE. 42nd St.. New York City 17 

WE. Baten, Penohecot Bidg., Detroit 26 

Fitepetrich A Chamberlin, 155 Montgomery St. Sau Franciess 4 
aloo, 1127 Wilshire Bivd.. Low Angeles 17 

MEMBER FIRST 3 MARKETS GROUP AND 

METROPOLITAN SUNDAY NEWSPAPERS, INC 
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Prices Greatly Reduced on 


1950 FLORENCE HEATERS 





But you still get the same wide PROFIT margin 





erty Why 


EARN EXTRA ~~ . 
QUANTITY DISCOUNTS 


it will pay you to buy your ——— 
COMPLETE LINE FROM FLORENCE 

















ONLY FLORENCE DOES ALL THIS TO HELP YOU SELL HEATERS 


¢ National newspaper and magazine advertising goes into your 


customers’ homes — pre-sells them on the extra value Florence gives 


¢ Florence shares the cost of your local newspaper and radio 


advertising — cutting your selling 


costs even further 
¢ Florence display and promotion material builds store-wide 


traffic and sales 
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GAS RANGES LP.-GAS RANGES — ELECTRIC 









DUAL-OVEN Combination RANGES — OlL 





FLORENCE STOVE COMPANY General Sales Offices and Plant Gardner Mass Mid-Western Plant 


COMING SOON! Spring Merchandise Shows - Watch For Your Invitation 


RANGES — OIL RANGES 
HEATERS — GAS HEATERS 


Kankakee 


Yes! Beautiful, premium - quality Florence Heaters 
priced to attract more customers and build more volume .. . 
BUT YOU GET THE SAME WIDE MARGIN OF PROFIT. 
With Florence, your sales and your profits will both be up. 
And remember, Florence makes a heater for every need . . . 
for every budget. You can buy all your heaters from this 
one source . . . simplify your ordering . . . and the larger 
discounts you earn are really extra profits. 





LEADING IN VALUE FOR 76 YEARS 


, —s 


RANGES AND HEATERS 

















Htimots. Sowthern Plant: Lewisburg, Tennessee. Other Seles Offices | Park Ave. New York. 14524 Merchandise Mart 
Chicago. 419 Western Merchandise Mart, San Francisco. 53 Alebame St. 5 W.. Atienta, 30) North Market St. Deltas 
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RVIN prone 


ew Value Leadon 


Quality at a Low Price! 


‘189: 


Big 1214” Screen 


NO-GLARE BLACK TUBE 


















| 


Federal 





This great new Arvin Model 2122TM is 
loaded with everything you need to meet 
your toughest competition! You name it 

Model 2122TM has got it! New super 
x contrast No-Glare Black Tube + 92 square 
inches of sharp, clear undistorted picture 
+ phono-jack + built-in Versi-tenna + se 
lected hardwood in luxury mahogany fin 
ish - beautiful satin finish gold-color 
frame - famous Arvin simplified tuning 









+ service-free electromagnetic circuits 
straight AC operation for longer tube life 
and many more fast-selling features. Stock 
Arvin Model 2122TM now and watch the 
sales roll in! 











Matching table ovoiloble of slight extra cost 


jee ARVIN Model 2122TM 













ghily higher in Zone 2 


@ Write, wire or phone your distributor NOW! 








Arvin Television & Radio Division ©* NOBLITT-SPARKS INDUSTRIES, Inc., Columbus, Indiana 
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116,000,000 
NATIONAL ADS 


MODEL 45 
i. 32 
MODEL 25 | 
AUTOMATIC W 
AS -ER 





Here's profit-wise merchandising! Alert dealers are streamlining their 


buying and inventory ...are switching to sell one line and make more 


money. And the switch is to WHIRLPOOL! Here's w hy. 


has everything you want. ... 


® The most complete line of home laundry equipment 


tO meet ev ery customer need with sales power and 


step-up power. 
Competitive prices with high profit margins. 


Quick turn-over at 4 profit. 


The backing of the biggest advertising campaign 
in WHIRLPOOL history .. . 300% increase in na- 
tional consumer magazines over 1949... 50% in- 
crease in dealer cooperative advertising fund. 


.. WHIRLPOOL 


® The reputation of building the world’s finest home 
laundry equipment for over 50 years... no costly 
service problems. 

* Quality, design, eye-appeal and buy-appeal plus 


many exclusive sales-clinching features. 


A model for every customer... for every purse. 


Expanded radio and television advertising plus a 
complete set of literature, direct mail and point-of- 
sale material that work and sell for you. 


Yes ... advantages like these are yours with a WHIRLPOOL franchise. 


Don't settle for less . 


.. ¢ash in on the trend by selling WHIRLPOOL. 


Investigate this profit opportunity today .. . mail the coupon now! 


AUTOMATIC DRYER IRONERS 


ELECTRICAL MERCHANDISING—MAY 


SION 
HIRLPOOL bivi oo 
eet Hundred Corp., St. Joseph 


of WHIRLF OOL home laundry equipment 


Firm Name 
Address 
City 


Individual’s Name 


mation on the complete line 


PAGE 35 





thy Amgnis ictal 
| ee 
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Magnavox Dealers Really Cash In 
On Long Discounts That Never Shrink! 


a caso why Ma i\ 


The Magnavox Company 


Fort Wayne 4, ‘ifidiana 


ELECTRICAL 


MERCHANDISING 





LEWYT SALES TRIPLE 
as 1,000,000 AD DRIVE 


May and June orders pouring in from all over the United States 
forecast even greater sales marks will be set in the next 2 months! 

As the biggest sales and advertising drive in cleaner history hits 
high gear, record numbers of Lewyt Dealers tieing in with Lewyt’s 
new low-cost “‘Picnic Set” promotions, traffic-building “‘Scatter Pin”’ 
promotions, ‘‘Cedarized Chest” promotions! 

Page after page in Lire, SarurDAY EvENING Post, COLLIER’s, 
Lapres’ Home JourRNAL, Goop HousEKEEPING, Betrer Homes & 
GARDENS, AMERICAN HOME now pre-selling millions of home owners 
on Lewyt! 

Latest surveys show tremendous leap in consumer preference for 
Lewyt features—NO DUST BAG TO EMPTY .. . IT’S QUIET—NO ROAR 
. . » 4-WAY FILTERED AIR top the lists! 

Today, hundreds of aggressive dealers are taking advantage of 
Lewyt’s “OUTSIDE SELLING PLAN” to get plus business—the first 
practical store-to-door plan of its kind! 

Sensational ‘‘10-second demos” at Lewyt’s famous Market Place 
floor display digging up bona fide prospects out of daily floor traffic. 

Never before has any manufacturer made it easier for you to get 
big volume out of vacuum cleaners! Cash-in with Lewyt now! See 
your Lewyt distributor. Now’s the time to... 


mith MWY 


LEWYT CORPORATION, Vacuum Cleaner Division, Dept. 5, 76 Broadway, Brooklyn 11, N.Y. 
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NEW 1950 
SUPER-POWERED 
TELEVISION 
CHASSIS 
















HIGH EFFICIENCY HORIZONTAL 
OuTPuT CciacuiT delivers full 
voltage enough power fo sweep 
o 21" tube 


with all the 
LATEST FEATURES 


any set, 




















“RATIO. DETECTOR” 
FM SOUND 
finest FM sound 

system cvoilobie 





ViIBR A SEAL 
PROTECTION 

qgvords picture 

whe egeimet dust 








\ 


mouture demage / } 





¢ 


AUTOMATIC 
PICTURE LOCK-IN 

pictures ore steady 
can tmove tidewoys 


anywhere, 









“GATED” AUTOMATIC 
GAIN CONTROL 


eliminates picture futte 


DUAL-CARRIER 
SIGNAL SYSTEM 


monximum picture 


any time! 


prsures perfect contrast 
Getail and sound 
fidelity 










Ont KNOB 
AUTOMATIC TUNING 


Pe + eee 
\ 





BUILT-IN DIRECTIONAL 

ROTO-SCOPE ANTENNA 
most powerful station 

pick-up of all 





py to ture os a 
fio 
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ALL-CHANNEL TURRET 
TUNER built for the 


future os well os of! present 


STATIC-RING AND bd 
PLASTIC INSULATOR 


eliminates high volta 












HIGH EFFICIENCY 
POWER TRANSFORMER 
wat 


« 


S| 


stot m picture tube 


w hum tes of 























° } 
ee | designed by Admiral + * <tand yds and spe ifica 
sw stt 1G 
‘ AUXILIARY “PREFERENCE to Admirals OW 
oe / CONTROLS ' ' ' ; weak y 'L. d ' 
er “9 eus . b Admira s<¢ deta 
engineere h bottom right down to the very 
from top to »v"™ 
- : ad fetal 
PICTURES AS CLEAR AS THE MOVIES! built by Admire! ns cami age, rodern, SAY -HEEMPPO™ F 
in Admira sow ’ 
Yes so clear vou cat sit as ca to the screct is 
ou pleas Owners of Adm il relevision know 
his Admiral dealers know Letrers fron another reason why Admiral is the world’s largest manu- 
all over the country praise Admira vutstand facturer of television-radio-phonograph combinations 
ng performance evenin dista ‘ ‘ i ue 
areas where other sets tail, Admiral qua . { — 
ust happen if was Pla ed that wa W he ’ Remind. | [Se], : - | meme ptt 
ou control every step involved in desig eng G2 od — vV ' : | 
: Ra ae, ey | WYVY AVY 
ee zy and manutacture ke Admira OCs ~ = = 
‘0 ¢ bound to build a etter set ON TV—"STOP THE MUS aac Ty LIGHTS OUT NAC.TV MM Jove 
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To win the approval of manufacturers to the 
point where their specification sheets indicate a 
preference for your product implies more than 
mere excellence of design. Delco, for example, 


has won the approval of appliance manufac- 
turers in two ways: 


First, by making millions of motors which have 
proved their dependability on millions of appli- 
ances over a long period of years. 


Second, by maintaining a flexibility of supply 
which functions even when unusual conditions 
in the market necessitate changes in specifica- 
tions and deliveries. 





The experience of others is often the best guide. 
Delco motors, designed to meet specific torque 
and service requirements, are available in sizes 


from 1/8 h.p. up. 


For complete information on 
all types and sizes of Delco 
motors contact the nearest 
Delco office listed below. perren Ome 


DELCO MOTORS 


DELCO PRODUCTS 


Division of General Motors Corporation, Dayton, Ohio 
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IT PAYS TO FEATURE 
THESE PRODUCTS! 


COMPANION 


Numeer One 


Airway Sanitizor 


Vacuum Cleaner 
Bendix Home Laundry 
Domestic Sewmachines 
Frigidaire 
General Electric Irons 


General Electric Steam 


& Dry Iron 


General Electric 


Washers & lroners 


General Mills Home 


Appliances 


Hamilton Automatic 
Clothes Dryer 


Maytag Washers, 
lroners, Ranges & 


Freezers 


Necchi Sewing 


atelaallates; 


Philco Freezer 
nin! — 
eee ¥ ; 


& lroners 


GET ATTENTION AND SALES WITH DISPLAYS 


’ 


4] products as waxers and Sunbeam Coffeemaster 


1 this exciting article in the May 1um-cleaner ct ol for hard-to 


wroun 


CoMPANION! “Take a Short Cut to a Clean | s. For isy cash registers, use cou Sunbeam Mixmaster 
Hous Featured here at lectrical pl et plays and window promotions to tie in ‘ 
oer : rig Universal Coffeematic 
es that are at help in spring hous mel MPANION 
ning! Women \ pm iat } t ' \ } n ' id { s P } . 
— :' Universal Select-a- 
ind energy saving s ‘ ns for th i y (lis right) 


Range 


ee 
y - ™ Westinghouse “Frost- 
() \ | \ \ ty Free” Refrigerator 
/ _ — AW White Sewing Machines 


AVERAGE CIRCULATION: MORE THAN 4,000,000 


oe 9 Prey 


> 


E * a, 
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HERE’S PROOF THE KITCHEN BUSINESS 
IS THE BEST APPLIANCE BUSINESS 


“ 





KITCHEN Oo 


You get a higher mark-up than on any other type of appliance! 
Unit sales a lot bigger—average up to $1000.00 and more! 
There are no profit-eating trade-ins, no yearly model changes! 


Only a small investment puts you in business! No heavy inventory 
needed! 


Fast, effective sales training right in your own store! 


Big self-selling display (at right) requires only few feet of space! 
$60.00 background can be yours on special plan. 


Fast, easy financing makes fast, easy sales! 


Big color ads in top national magazines bring you “pre-sold” 


customers! 


Loco! newspaper ads and outdoor posters spotlight your store as 
American Kitchens headquarters! 


10 Give-away consumer premiums create extra traffic day in and day out! 


TT) Amazing new “Magic Magnet” Plan-A-Kit makes kitchen planning as 
easy os ] 2 3! 


...And American Dealers Cash in On 


BIG SPECIAL 
PROMOTIONS! 


You can’t lose when you sell Americar 
Kitchens 
that real/y backs up its dealers! Big ‘specials 
like May's sensational $7.50 Deluxe Step 


because here's one manufacturer 


Stool deal will bring new customers galore 
inte r store 


ce vou CAN SELL 


Ea 





AMERICAN CENTRAL BIVISON A =~ COMMERSVILLE, INDIANA 
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FIND OUT HOW YOU 

CAN GET THIS SELF - 
SELLING SPACE SAVER 
OISPLAY BACKGROUND! 





Here's the key to the biggest money-making proposition you've ever had 
offered you— this tested, sure-fire American Kitchens display! It's as com- 
pact as K-rations, but packs a real sales wallop! Takes only a few unita, 
only a few feet of space, only a few minutes to erect. Ask your distributor 
about his sensational plan which permits you to obtain (for a limited time 
only) this $60.00 value display background, just for qualifying as an All- 
American dealer. The American Kitchens business is the surest profit maker 
in the entire appliance field. And you can get into it for only a limited inveat- 
ment. Get the facts today —- phone, wire or write your distributor or mail 
coupon below direct to us! Now! 


AMERICAN CENTRAL DIVISION, Dept. EM-5 
AVCO Maenvtacturing Corporation, Connersville, indiane 


You bet I'm interested! If there 
i @ franchise available in my area 
rush me full details on how I can 
cash in on the big American 
Kitchens buying wave 


Iwould like information from 
my distributor on how I can get 
your easy-to-erect American 
Kitchens display background 
at no extra cost 


Name 
Address 


City 


County State 


—_a-= =n aw as a as as as a a= am ams os ap ass os am af 


PAGE 41 








LE World's FOREMOS T Radio Manufacturer 
Brings You the World's FOUR MOS’ T Popular Portables 


Dealers everywhere acclaim these 
the "SELLINGEST * sets in radio! 


he 


the sensational... 


New Zenith 
“Universal” 


with styling that stops them ... performance ¢ 


Customer's Choice — Coast-to-Coast! 


"Trans-Oceanic”’ Tip-Top Holiday* 


for remit $9995 | : C/I | oo 
...if you want PROF/7S — you want 
: ZENITH PORTABLES: ! 


eametw Reet’ €ORPORATIO N 


O1 DICKENS AVENUE . CHICAGO 39, the_Inots 
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$+444444 $444 


FESESPPES EEE EE DE SY 


HTH 


44 


HUUEULESSLILELALEELLE 


z= 
_—_ 
i 
_— 
ae 
_se 
—_— 
ee 
=P 
—+ 
e+ 
ee 
ae 
oe 
eo 
cee 
ee 
+e 
a 
eee 
_e 
pase 
cee 
oe 
te 
ee 
_ 
—+ 
ae 
_— 
se 
_—e 
ee 
Se amp af 
Same an 
ee 
_—— 
—_—s 
Semel 
= 
+ 
_—se 
Sambal 


4 
ghd aq, 


\S fg? “PROCTOR 


= 

H. rary! Hurry! Hurry! Time's getting short. 
Proctor's “Blue Moon” Promotion will soon be 
history. It's making history now. Dealers every- 
where report sensational sales of all products. 
How are you doing? 

If you haven't yet thrown your full weight be- 
hind this phenomenal promotion, do it now! 


Do it while you still have the tremendous sales 
force built up by Proctor national advertising! 


= JOIN THE CROWD ON THE ROAD 70 BIGGEST SALES IN APPLIANCE — 


get aboard the 





There are more ads coming in Life, McCall's, 
Good Housekeeping, Ladies Home Journal and 
American Weekly. 

Do it while you can still cash in on the great 
news-value of the Mary Proctor Hi-Lo Ironing 
Table and Pad and Cover Set! 


Do it while you still have the sure-fire sales 


appeal of bargain special prices on accepted 
Proctor quality appliances! 


Feature these 2 new ironing sensations! 


All Metal! oa Many Proitor 


HI-LO IRONING = 


Adjustable! 


TABLE 
$1225 


A Sales Wonder 
Coast to Coast! 


Moy Pasta CUSTOM-FIT 


AND COVER SET 


$395 


"Special 4 


Feature Proctor products in your store. Use 
Proctor point-of-sale promotional material. Ad- 
vertise, display, sell the Proctor “Blue Moon” 
Specials and profit, profit, profit! 


Proctor has a local promotional program including 
plans for direct mail, demonstration and tie-in news- 
paper advertising. Contact your Proctor District 
Manager for full details 


er ay 7h Sales ime 
PRICE SPECIALS 


@ PROCTOR STANDARD TOASTER 


$18.95 No finer toaster value on the market than 
© po > this quality toaster with the caclusive 
Proctor “Color Guard” that toasts to every 


$] 1395" taste. 


PROCTOR CUSTOM TOASTER ® 


AND TRAY SET 


You'll amaze your cus 


finest $ 


than price of toaster 


PAD 


Reg. $32.95 
now 


tomers by offering Proctor's 4 ~ 
22.50 toaster and this 9 395 


lovely tray set for little more 


— @ PROCTOR NEVER-UFT® IRON 


Sure-fire sales-making special on the fa- 


Reg. $14.95 mous iron that lifts itself, the feature that 


as made it a sales sensation coast-to-coast, 


PROCTOR CHAMPION IRON keg. $12.95 


Popular lightweight speed iron with exchui- 
sive Rayon Safety Signal. Now at a special 


low price to produce new, greater-than- 


ever volume 


“ed. Tex tact. 





’ Comes in 3 colors and white! 
Fits any standard board! 
A sell-out on first appearance! 


CTT RSS CRT ttt TT 
. aad , ot hth. tghe 


ay 


a Eee. 
™ 











World’s Largest Maker of 
Low-Temperature Cabinets Presents 


3 New 
FRIGIDAIRE 
food Freezers 


-in the sizes most 
people want most! 


Frigidaire is backing up these \ 


New Proof - 





The popular new 8.8 cu. ff. model has handy, sliding 
wire baskets that keep foods organized. Powered by the 
one-and-only Meter-Miser. Holds 308 pounds of food 


The spacious new 11.7 cu. ft. model has same acces 
sories as 8.8 cu. ft. model, plus removable dividers 
Powered by the Meter-Miser. Holds 409 pounds 


—S— a < : Z 


—_— 


The two-compartment 18 cu. ft. model is engineered 


heavy duty farms, if arge homes, in businesses 
Dividers and baske provided. Holds 630 pounds 


== You Cant Match A FRIGIDAIRE Franchise ! 
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AUTOMATIC ELECTRIC WATER HEATERS 


) 




















We sold 32 lronrite 















1A 
mt 4 
ss Tg Richard A. Lank, Treasurer of O. B. Lank & Sons, Harrisburg, 
Pennsylvania, tells how the lronrite selling strategy helped jump 
— . his firm's lronrite sales during a local business slump. This proven 
f plan can put you in the Ironrite sales money, too! 
= 
ew es, INDEED,” says Richard Lank. “We sold 32 $ 48 outside demonstrations and helped 
lronrite lroners in a 17-day promotion last fall. Fix\ us clinch 32 sales. Most important, 
\\ ef “re still cking “ust ers fre ’ 
= rankly we hie sitated on the promotion. lhree iw ¥ ye “ = p ti af customer on. ’ 
~ AP - the omotie ; 
lox al steel plants were clo ed down Retail business jes as pr = — “7 
was nil. But, we needo't have worried . . » hot — ‘4 “We're convinced that lronrite is our 
with a winner like lronrite! most valuable franchise. We don't have to split our i 
WW. pulled out all the stops Evervone profits and never have to worry about price cutting. 
on the floor qualified for the lronrite 5 X trade-ins, of discounts. 
Club by learning to iron a shirt. Our Home 
Service Advisor continued to demonstrate * * * * * 
in the store, and two Lronrite factory representatives 
carried the hall on home demonstrations Interested in those profits? Fine! Meet the distribu- 
tor who has still more information on how both ’ 
“During the 17 dave, the lronrit. representatives gave lronrite dealers and distributors can cash in... 
4 
4 
p 3 
| 5 
; ALITY FOR 26 YEARS 
! 
| f < 


A FULL-TIME Home Service Advisor at O. B 
Lank A Sons makes the Lronrite section the busiest 
smal one of the most profitable im the «tore. Trathe- 
Loppar onrtte ciaplayvs pave the way for sales 
Lreserate row sales plan book 

* loaded with profit-maku 


sales too! 





" 
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lroners in 17 days 


"This experience of O. B. Lank & Sons proves 


what can be done when distributor and dealer get 


in lronrite promotion, says Russell ¢ 


» Manag 


iwer for Biehl 's, Ine.. area Lron 


tor In our 35 vears of business, we've 


seen it pay off many, many times 


“The O. B. Lank & Sons promotion was started 
with a series of radio spot announcements, followed 
by Thass Ne Wspaper advertising ; Mr Strouse adds. 
This led into a well-organized demonstration plan. 
During the drive. this dealer had a minimum of 25 


lronrites out in consumer homes on a 30-day free trial. 


lronrile « 


/ 
y> «CIN ( 
) . , ON 


\ ) 
—/ 


IRONRITE INC. 


Exclusive manufacturers of ironers since 1921 


MT. CLEMENS, MICHIGAN 


ELECTRICAL MERCHANDISING—MAY, 


Ries 
\ THE / 


ee 
, 


’ 
“Biehl’s, Inc.. works hand-in-hand with all its 


dealers in working out produc tive sales campaigns, 


Intensive cov erage of mu 15> lronrite dealers Is 


maintained by a large sales organization, assisted by 


an able lronrite Home Service Advisor, Mra. 


Margaret Spitler 


“Biehl’s is glad to get together with 


any dealer on an lronrite promotion. We know that 


always 


lronrite sales bring clear, clean profits, with no deals 
and trade-ins that cut into a dealer's net. We suggest 
that you follow this advice from Hal Biddle, 


lronrite’s General Sales Manager .. .” 


—— 


Model 80. Open-model 
All the famous 
selling features 


lronrite 


pw lronrite 


FLOOR 


Hal Biddle 
IRONRITE 


I want “in” 


999 


“Demonstrations are the mainstay of volume lron- 
rite sales. Mrs. Spitler spends all her time training 
and teaching dealers’ personnel, plus assisting dealers 
in arranging store and outside group demonstration 
plans.” (You ean see how well these plans work by 
sending coupon below 


“Get your free copy of the all-new dealer book, 
‘Plans That Sell lronrites at a Profit.’ It's crammed 
with the best sales plans of our 28 years’ experience 
in selling lronrites. It works for big stores and «mall. 
Ask your Ironrite distributor. Or send me the coupon 


below. Do it today!” 


nt > 
a 


‘ 
\ 


\ 
J 
Model 85. Fast-<elling 
closed-top lronrite. 
White-ename! finich ue 


Model 88. Smart Iron- 
rite Cabinette that sells 


fine furniture. 


General Sales Manager 


INC. 


Mt. Clemens, Michigan 


on those Tronrite sales! Rush me my free copy of 


“Plans That Sell lromrites at a Profit.” 


NAME 
PIRM NAME 


STRERT & NUMBER 


1950 
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and your old 


ONLY cleaner 


Triple-Action Hoover at popular low price combines with 
great new Hoover AERO-DYNE Tank Cleaner in exciting 
new advertising to make 1950 a whale of a year for 
Hoover dealers! 

For 42 years, Hoover dealers hove profited from Hoover's prestige as 
the world’s favorite cleaner. And this year, Hoover business looks better 
than ever! 

For one thing, Hoover has just introduced two new cleaners the won 
derful new AERO-DYNE, outstanding cleaner in the tank cleaner field, 
and the new de luxe Triple-Action Mode! 62, the finest Hoover ever built! 

But Hoover—the standard of quality in the cleaner business—ALSO 
SETS THE PRICE STANDARD. And dealers have 


Model 115 the handiest cleaner in America—for “Only $49.95 and your 


a sure-fire winner in 


old cleaner! 
Mode! 115 is a real Triple-Action Hoover it beats, as it sweeps, as it 
cleans. Its big enough for tough cleaning jobs, sma! enough to store in 


pint-size space. And it's the easiest-handling cleaner ever built! 


Your customers read about Mode! 115 in LIFE, LOOK, and other leading 
national magazines in dramatic advertisements that tell how easy it is to 
own this fine Hoover with its low over-all price, extra-low down payment 


and eosy monthly terms 


With the new AERO-DYNE Tor Cleaner sha 


ng the Hoover advertising 
spotlight, the total number of Noover odvertising messages this year run 
to astronomical figures more than 64.094 see Hoover: 


advertisements dur ng the first x« months of | ashing mon 


the soles this advertising building for Hoover « 


You'll be happier with a Hoover! 





With Model One-Fifteen to lead the way, No wonder 
Hoover dealers shout “Hooray!” 


THE HOOVER COMPANY 
North Canton, Ohio; Hamilton, Ontario, Canada 
Perivale, England 
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TRADE IN YOUR 
OLD SLIDE RULE 





N vou ask an Easy representative. “What's the deal?’ you don’t 
HEN k an Easy r tat What's the deal?” 1 


need a slide rule to get the answer. You know it's a good deal! 


Here at Easy we think the way to build sales volume is to give the dealer 
enough margin to promote, demonstrate, sell, and make a profit on every 
model in the line! 


It's working too! The DeLuxe Model 30SS with Automatic Spin-rinse is 
going like a house afire. We spend a lot of money promoting it in the 
biggest magazines in America. But we don’t take this money out of the 
dealer's margin. You make more actual dollars on the 30SS than on any 
other conventional washing machine we know of! Even on Easy's low 
priced promotional models, the 505 Spindrier and 501 Wringer, you 
make full profit! 


So when you're planning profits for the months ahead, keep Easy in mind! 
It's your big profit line! Easy Washing Machine Corp., Syracuse 1, N.Y. 
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Every dey more women say — 
“It’s EASY for me!” 
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THOUSANDS OF DEALERS FROM 
COAST TO COAST ARE HITTING 
THE DORMEYER JACKPOT 


ey | | 
: More Values plus More Features Mean 7 | 


vi . 
More Sales and More Profits for YOU ee. 
ie re DORMEYER for Every 
' 4 DORMETYER'S FINEST DORMEYER'S RECORD BREAKER 
WITH AUTOMATIC MOTOR CONTROL FOR VOLUME SALES 





















’ i 
tn ¢ 
; “ lest ‘ . 
" Complete Food-Fixer Model 4200. Includes Complete Mealmaker Mode! 5000. Includes 
Electric Grinder at No Extra Cost. Grinder Electric Grinder at No Extra Cost. Grinder 
Mixer. $39.95.* Juicer, Mixer. $31.95.* 
DORMEYER'S MIXER DORMEYER'S MODEL FOR NEW AUTOMATIC 


FOR BUDGET-MINDED FAMILIES APARTMENTS AND SMALL HOMES ELECTRIC DEEP FRYER 





Low Cost, Eig Mixer Performance. Includes New “Dormey” Model 4900-D. Full Size New Fri-Well Model 5800 LARGER -serves 
Stand and All Purpose Bow! Complete for a Makes Every Pot and Pan a Mixing Bow six full portions. With Ex e Drain-Away 
xing tasks $19.95 Light, easy to store $14.95 Faucet. $ 5 


Dormeyer’s the Jackpot for More Features [gor 
Dormeyer’s line of guaranteed mixers is easier to sell because Dormeyer gives you / in On ~~ 


more features to sell. Dormeyer leads the field “hands down” with more of what your / =~ 


Ss 
ee ers want. Stock the whole Dormever Line ind make more sales to more / Pay ang J rind Motta, 


mers throughout the year 


THE DORMEYER LINE IS THE JACKPOT FOR MORE SALES, PROFITS FOR YOU Selling W, Peak 


Call your jobber today. Order out the complete Dormeyer Line. Stock all the guar Seks 

anteed Dormeyer Models. There's one for every purse and purpose = —~ 
DORMEYER IS BACKED BY THE GREATEST ADVERTISING AND PROMOTION PUSH IN HISTORY na ae 3 

Consistent 4-color ads in Lirge, Post, Berrer HOMES AND GARDENS. Network ra Sa 

dio advertising. Major market newspapers. TV Broadcasts. High-power promo Fd Bred 

tion. Display, advertise, promote, sell th: mplete Dormeyer Line. Hit the Dor UL: | = 

meyer Jackpot. Write for Free Advertising, Display, and Promotion Kit today i 





D ORMEYER The BUY-WORD in Appliances 


DORMEYER CORPORATION. 4300 NORTH KILPATRICK AVENUE, CHICAGO 41. ILLINOIS 
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~ Oskeup to 


the line you’ve long been daydreaming about 


we 





PTET URE mtaNIN! i 

















Tus is your dream line, Mr. 
Dealer, now brought to reality as 
the sweetest line of gas and electric 
ranges that you've ever seen. 


Think what you can do with a 
price advantage that is sensational. 
Consider the reaction of these breath- 
taking beauties on women when you 
point out quality construction features 
that they can see and feel. Imagine the 
response you'll receive when you demon- 
strate the convenience features that match 
the performance stories of the so-called 
big name ranges. In a phrase, never, never 
before has anyone in the appliance industry 
offered dealers, and their customers, so much 
for so little. 

If this is significant to you, you'll find 
a real business opportunity in the short, 
well-balanced Preway line—a product of 
Prentiss Wabers, a multi-million dollar 
company and America’s fastest-grow- 
ing manufacturer of oil-burning space 
heaters and household ranges of all 
types. Phone, wire or write today 
for full information. 
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“THE DOMESTIC LINE HAS 
GIVEN US HIGH PLUS PROFITS” 









Domenty. « 
“Ving Ma eae 

Main 4 py Se, Ine, 

* Ste., Cleveland 













Ate F hio 
“412 var 
, Pars 
There's real profit to be made from the sale of Mar Joe ory Rep. 
Domestic Sewmachines ... and such leadin,y 
urs 
55 ‘ 
merchants as The Murphy Electric Co. of — ith sale " 
ve . 
"ay bey Tt =e ow 
Kristol, Connecticut, are quick to verify this ’ uP ex, @ Mach. 
Peer tats ne “es 
’ =< . 
Tr 
fact. In addition to the substantial profit from OMe cticus nq 
4 s : 
2 bear , Str ut r, 
the sale of this famous line, Domestic Sewma "emery - A es 
2. P — wa 
re v* 
chimes he lp increase customer trafle wiving The new ‘ 
4S tome re “a a 
ow ‘ 
you new opportunitt« » to sell other merchan " Ma — 45 tome trare 
Ve brown, i hat nom 
¢ Mes tin 
dise. For complete details on how vou, too . fecis F t ete, ti 
“— 
“a the rome “S565 us ree 
can realize these “plus profits” see your Do rite ) ? ize the» 
ract " * ta 
ally ny, Give 
mestic Distributor or write today to Domestix ‘ - ’ 5ervire 1, lus 
t on 
‘ re 1s pres, » 8 van 
sew in whine Co. li Cleveland 1, Ohio eres 4 a Me rch, tise 


ec 





ler is the attractive and spactous 
salesroom of The Murphy Electric 
Co Bristol, Conon. The exterior 
view of their modern building is 
hown at the right. Mr. TH. Franei« 
Murphy head of the company, is 
chown in the inset with his son 
tl Francis Murphy Ir Ke ‘tire to 
read Mi Murphy « letter at the top 
of the page deseribin thre nut 
standin perlormanes delivered by 


the Dhomests Lime 





FIRST WITH THE FEATURES FOR MORE THAN 80 YEARS 


SOLD AND SERVICED BY MORE DEALERS THAN ANY OTHER MAKE OF SEWING MACHINE | 
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SPECIAL MIXER SPEED 
FOR PREPARED MIXES 


‘ 
4 


en scence woes HAMILTON BEACH gives you the 
TWO-WAY SELLING JOB F 3 2 2. | rr, 
waeermmess MOST PROFT] 


| on big Mother’s-Day, June-Bride mixer sales! 





MIXER “A” PAYS 36.12% PROFIT 


MIXER “B" PAYS 36.13% PROFIT 


MIXER “C” PAYS 36.13% PROFIT 


MIXER “D" PAYS 36.16% PROFIT 


HAMILTON BEACH MODEL ''G’ PAYS BEER PAE Bram d Se] 2B $3425 


RETAIL 
($44.90 Denver 


Easiest to SELL because it’s easiest to USE | ity rea Pe bem 
. +» AND IT PAYS YOU MORE! 


As you can see by the figures above profi! And it's easiest to se// because 
Hamilton Beach pays you a thumping ts easiest tO ase. Compare Hamilton 
38.18% prof as contrasted with other Beach for ease of wee with any and 
mixers. No, mixers “A b every other food mixer. Convince 
and "DD" are wot statistical standbys yourself. Then, demonstrate to your 
— those hand-picked examples that customers tts ene-hand portability 

are sometimes used to mislead. These tumplest speed contrel one-hand oper- 
mixers are leading brands. You re ation Anger-tip bowl control 

familiar with every one of them. S easiest yarcing, SO push this “easiest 
check your price sheets and prove to tor- use heme push bard’ In doing 
yourselt that Hamilton Beach pays so, you fe 1 with the idea that sparks 
you more. At $44.25, it's the biggest the current highly successful Hamilron 
value, the best buy tor your customers Keach advertising campaign. The 


At 38.18%, it brings you the most program shapes up like this 


$1775 RETAIL 
91,606,000 ADS in tHese 1] BIG MAGAZINES! 18.25 Dever and Wen) 


tectede: gift ber bracket. and 
strews fer wel! meuntioag 


New HAMILTON BEACH Mixette 


j 
A atest cew portable w help you cover 
another large seament of the miner market 

the $1 4 people Hangs on the wall of 


fusioa drawer lt + the owls '.speed mixer 


AD SERIES WINS | | , eg fon rp hg 
EXTRA HIGH RATING ¢ hetdet Homes will —regardiess of size! lo price, in per 
. formance m emer peckeging “se 


f gilt-lem wetare 
iH q 


ae 3 RETAIL STORE TIE-INS! 


—_ e Z 4 yours for the asking, Your 
t mplete newspaper ads in one, two, ead 

t » counter tolders, displeys, mathoa 

e acto ‘ te lis tree, Weine tor it 

yr ‘ + of Scowsll Mfg. Co. Racine, Wis 


' rlv ret i the 
be prop \ epaired Other 


B I Mix 





the machine seem t perfec 
aithough you might take a 

e wear on the brushes My wife 
¥ uses the machine constantly 


ar . hee surtener 4 th ing Hamilton Beach poin out that 
e and 1otor have been worl ere is a very active market for home 
MOTOR MGEes REPAIR ng a ta air eir respective notors in many areas Younkers De 


Now the lead-in cabls partment Store, Des Moines, recently 


Norn Sherrerd. Haddonfic N n the motor has developed a broker featured Hamilton Beach Home Mo 


ha ething of nductor due to too many years of tors in newspaper space with consid 
nation of a se’ r t n reversals I'm sending it to erable success 


ADVERTISEMENT ADVERTISEMENT 
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"WE ALL AGREE— 
“THE BEAUTIFUL NEW 
KALAMAZOO IS 
OUR FIRST CHOICE!” 





YES, MR. DEALER, THAT'S WHAT EVERYBODY'S 
SAYING... AND THAT’S WHY KALAMAZOO MEANS 
MORE SALES... AND MAXIMUM PROFITS...FOR YOU! 


When you see these beautiful modern ranges—you’ll agree with Mrs. 
American Housewife, “they're today’s outstanding values!” The sensa- 
tional new Kalamazoo Line is unsurpassed in streamlined styling— 
in up-to-the-minute cooking features—in “dollar-value” to customers. 
Priced to please today’s budget-minded customers these value-packed 
ranges mean SALES—SALES--AND MORE SALES—FOR YOU! 
Seven different models—ranging from deluxe luxury stoves to economy 
leaders— give you a perfect merchandise spread to meet every kitchen 
need and every pocketbook. So write today for information and specifica- 
tions—and you'll find out why Kalamazoo means profits for dealers. 


HEATING EQUIPMENT 


DEALERSHIPS AND DISTRIBUTORSHIPS ARE STL 
WRITE THE KALAMAZOO STOVE & FURNACE CO 
455 EAST MICHIGAN AVENUE + 


All-New Electrics featuring 
COMPLETELY AUTOMATIC MODELS 
WITH TWO GIANT OVENS 


Cleanly-styled to delight the modern housewife, 
Kalamazoo Electrics offer a host of practical, 
work-saving features that sell them#elves. Just 
ask any customer to compare these priced-right 
Kalamazoos with other makes—and. you'll ring 
up another sale for Kalamazoo. 

Four different models include a wide variety 
of selling features--automatic controls that 





pressure 
waist-high broilers—and just about every work- 
saving device that women have ever hoped for. 


i 


ADVERTISEL 
































WANT TO HELP? 
MAIL THIS 


The Advertising Council, inc. Dept. B 
25 West 45th St. New York 19. N.Y 


Please send me prices on opies of 
America , so thot each of wy employees may receive one 


inc 


THE ADVERTISING COUNCIL 
A Ae ore 


25 West 45th St. New York 19. N.Y 
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reputation over the years for manufactur 


ing 


From 


“Philco name breaks down soles resistence.” 
We have 
tion in the Houston area in the room air 
conditioner field and are glad to give Philco 
1 large measure of credit. Philco, asa name, 
as broken down sales resistance with its 






1 sold in excess of 300 (Philco Air Con 
iit ner) units in 1949 I had been 
nni louble last year’s business in 
fter seeing the new line, I have 
st 1000 units 
SAMUEL SHEARN astve Ph 
Air Cor —— 





PHILCO AIR CONDITIONING 


IS BIG BUSINESS! 


Read These Letters 
Experienced Dealers 


1950 Philce Air Conditioners are “going to 
sell like hot cakes, so don’t underestimate 
our needs this year. It’s big business from 
now on, and I'm expecting to double my 
last year’s volume 
Tueopors A. Rea, Pree 
M. & R. Appliance Co 
Brookiyn, N.Y 


achieved a predominant posi 


ty room Air Conditioners 


quail 





H. W. Senciatr, Acme Airco 
Houston, Texas 


For 1950, “a much greater morket.” “We 
have been PHILCO Air Conditioner deal 
For the most part we 
‘4g ton units 


ers since 1939 
have concentrated on the 
but are very glad that in the new 1950 
PHILCO line we will have larger units 
since we will be able to 
with more 


available also 
reach a much greater market 


profit and volume to us 


E. TANNER 
Tanner Electr 
} 


Reno. Oh homa 


MAIL COUPON FOR FULL DETAILS OF THE 


1950 PHILCO 


ELECTRICAL 


AIR CONDITIONING SALES PROGRAM 


MERCHANDISING— MAY 


1950 





i 
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You, too, Can Cash In 
on Hot Weather Profits 


an a for room air conditioners has skyrocketed! 
> » the overwhelming leader of the industry, is out 
with new lower prices, new styling and new features that 
will make 1950 the banner sales year in air conditioni 
history. Join the Philco dealers everywhere who are t ea 
ing the “dog days” of summer into months of big sla 


Mail coupon below for full details. 


























Now ... Every Philco Model 
has a Sealed Power System 


It’s “pac kaged merchandise” 
ically sealed in oil. Yes, as easy 
as an electric refrigerator! Don’t del 


ditioner business 


WRITE FOR NEW Low PRICES! 


PHILCO CORPORATION 
Sales Manager, Air Conditioners 
Tiogo & C Streets, Philadelphia 34, Pa 


Genti . 
entiemen: Please send me new, descriptive Philco Air 


ture together with dealer Prices ond special financin, > or 
‘ 


9G plans 
at —s 
STREET__ ene 
—— COUNTY __ . 
Cciry. a 
STATE 








- every unit now hermet- 
to sell, install and seTVice 


oe ay any longe " 
te extra profits that can be yours in the Phileo Air G bg 
on- 


. mon ee 
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LOFT HAND KITCHEN CONVENIENCE 
work space, you need o LEFT HAND Coolerotor refrigerator (hinged at left), The 
orrangement saves steps, gives better efficiency greater convenerce Coolerator 
dealers have left hand refrigerator: of no extra cost, immediote delivery 





With refrigerator to the left of your 














| RIGHT HAND KITCHEN CONVENIENCE — Here's the most efficient arrange 
i ment when the refrigerotor x ot the right of your work surface. The door is hinged 


on the right to swing open without obstructing your movements. Regordies of 


whether you hove a left or right hand kitchen, there is a Coolerator with o door 


thot will fit your floor plan exactly 


NEW KITCHEN CONVENIENCE 


Offered Homemakers by Left and Right Hand 


COOLERATOR REFRIGERATORS 


There's no extre cost for the step-saving con 
venience of a refrigerator which will exactly fit 
your kitchen plan when you choose the brilliant 
new Coolerator. You have the choice of either 
right or left hand models at the same price with 
immediate delivery from stock. And that's only 
one of the exclusive advantages you get with 
a Coolerator 


if you heve a small kitchen and need a big 
refrigerator, the space-saver Coolerator Queen 
ia the answer. It gives you nearly 10 cubic feet 
of food storage capacity, yet actually takes less 
space than a conventional 6 foot refrigerator 


20 sq. ft. of shelf area provides nearly twice 
the usable space in ordinary refrigerators of sim 
ilar exterior dimensions. All shelves are adjust 
able to give you the most convenient interor 


arrangement you ve ever seen 


4 kinds of cold, ranging from ‘way below freez 
ng in the 40 Ib. Freezer-Chest to moist cold in 
the giant Crisp-O-Lator, keep each type of food 
at its natural best 


See the Space-Thrifty Coolerator that's de 
agned to fit your kitchen plan. Compare its 
onvenience, capacity and new low price with 
sther refrigerators. See for yourself how it can 
serve you better and save you more. Check the 
new trade-in plan on your old refrigerator. See 
how easy it is to own America’s most usable 
and beautiful refrigerator 


<= The 9% cw. 1. Coolereter Queen incorporates every 
apace-aaving feature and step- saving convenience that 
can be built into a fine refrigerator. The sealed-in-steel 
cold-making mechaniem never requires oiling. De 
pendability backed by Coolerator's 5- Year Warranty 

















REVOLUTIONARY “MOTOR ON THE BACK” 
DESIGN GIVES YOU ACTUAL “TOP TO TOE” 
SAFELY REFRIGERATED STORAGE 


Che pictures above show why the new Coolerator 
holds more food and takes leas kitchen apace You'll 
note from sketch No. 1 that Coolerator has taken 
the motor out of the cabinet and put it on the back 
to free the whole interior for safe, low-cold food 
storage. Sketch No. 2 shows how up to ‘4 of the 
cabinet is required to house the motor in conven 
tional type refrigerators. Coolerator'’s ‘motor on 
the back’’ design is an exclusive feature which 
makes it possible to offer 9% cu. ft. capacity in a 
refrigerator that takes leas kitchen space than an 
ordinary 6 foot model 


THE COOLERATOR COMPANY 


Duluth 1, Minnesota 





Nearly 40° of America’s homemak srators open the w ay. Mos 
4 OUT OF EVERY 10 KITCHENS ion es ete Dit ieandienhe of a ‘eam winter: Sage drs 
NEED LEFT HAND REFRIGERATORS nancy le ody 


because the doors on their refrig know just what to do about it 
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CASH-IN ON THIS COO 


day just ness of their kitchen plan, but don't 


LERATOR SALES CLOSING EXCLUSIVE 


By starting every presentation with prospect. In 4 out of 10 cases it’s the 
a clear and careful explanation of exclusive advantage that can easily 
how Coolerator refrigerators are de- close the sale for you. And that’s 
signed to exactly fit any floor plan. only one of the exclusive advan- 


Choice of left or right hand doors for tages you can offer when you sell 


immediate delivery —at 
cost — will arouse interest 


MAY 


extra Coolerator. Call your Cooleratordis- 


in every tributor for complete information 
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PE BREN a Rete! 


f 
a asrioncnnanse nactnmiomnnaie 





eel 


1. DO | WANT TO WORK for thet concern, wonders Date Truckenmiller, portraying the would-be salesman whe responds te « classified advertisement. 


The Job Must Be Right for the Right Man 


. DO | WANT TO HIRE this man, is the important Se THESE ARE YOUR FUTURE—it is © sen of polished 
dealer mokes. Gorden Dawsen, right, wood, chrome and enamel to Dele now as he joins 
the Appliance staff, Ahead is « long read of 


a we chaialetl DAMOPLE PEALE LALOR SS COLELLO 


A SALESMAN IS M 


A Photostery By HOWARD J, EMERSON 


in occasional volume im the electrical apphance in In this five page Photostory, ELECTRICAL 
; that “dealers MERCHANDISING shows part of the training 
and yuidance given to Dale Truckenmiller 
by Gordon Dawson, manager of the Home 
activities, takes \ppliance Lo 

And there is 


hire and train his steady selection and training of new 


ny dealers through men and women, and the experienced man 
are building the agement of their selling , one of several San Diego re- 
tail firms doing an outstanding job of build- 


ing effective applance sales organizations. 


sales forces that knowledge, time and muney 
ndation of profit no short cut 
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A SALESMAN IS MADE (connnves 


Fe ; . 


IN SALES TECHNIQUES. Ostensibly waiting for a prospect, Dole in rear i: 
purposely sticking close to see and watch sales technique of an older and more 


experienced staff salesman who demonstrates a Speed Queen washer 


5 IN THE PRODUCT 


THE STORE 


IN LOCAL MARKETS, os he is introduced to the store's weekly staff meetings 
He learns thot the staff sells as a group, that specific area of San Dieg 
s a a f that there cre store compaigns, manufacturer pecials, etc 


protitabie 


mm & 
# IN CUSTOMER STUDY, when D n trick fror pokane, Wash IN CANVASSING, in preporot 
leaier 1 send earn nt ton inst ‘ erve t maker Manager 


watch the ‘ ; Soy , > Ont thre ’ ’ thy re are mer } rs and give esmor honce ft me ir ond present st 
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THE INDUSTRY TRAINS HIM. 


10 IN FUNDAMENTALS of selling. Through Sen Diego Bureau of Radio & which begin with above in ‘ABC's.’ Conducting is Dan Turner, with Bureau sec 
Elect Appliance Dale ha honce ot @ variety of free training courses retary Chamberlain right rear 


11 IN HIS HOME. Dole id es training teria 1 IN SPECIALTY SELLING os Dole takes one of many odvanced courses open to all San Diego soles 
mpany if rer, the men This is Bureau's course in television selling, ot which 70 solesmen meet each week to hear 


van Louritzen and Turner on TV selling technique 
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A-SALESMAN IS MADE |. 


THE DISTRIBUTOR TRAINS HIM... 


1M BRAND SELLING, when regular visits of distributor's salesmen like these IN NEW PRODUCTS when Dole is introduced to regional manufacturers 


from WESCO bring the on-duty staff together for briefin atest sales meetings like above when Bendix Dialamotic washer wos introduced tx Son 
hriques or brand features su ss the temperature control ve . Dawson sees that Dole meets distributor Meyberg’s rep, Bill Durning 
yw if 


HE BEGINS SELLING—tirst with Housewares . .. 


ME MAKES A PITCH. Hesitont on ’ . ‘ \ loor, gets pros 1 HE LEARNS THE TRICKS os the lost sole reviewed with manager Dawson 
pect for mixe wrcernt tes ’ wuicer wer ; ; nterest ond s Dale how t keep prosp: ‘ferest with more unique, competitive 


A tew * these t nd e . . te ; cr eoture product mad keep hem Y ,ettir ; uraged m tirst attempt 
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HE TAKES A PROSPECT. Given chonce at 1 HE ASKS FOR HELP. Experience is not yet 1 HE GETS RESULTS. Although he called for 

major appliances, Dale gets a refrigerator pros enough to hondie the infinite variety of pros expert help, Dale hos developed the prospect 

uses all he has learned to give straightforward pect’s questions. At such ao point he has been told into a customer, using all he has learned on judging 
Jernonstr f Westinghouse feotures to call for help; he does, and manager Dawson brings trade-ins, approach to term selling, support of good 
nterest > her t brond experienced onswers service department 


... AND WORKS UP TO MAJORS 





FINALLY 
A SALESMAN 
IS MADE 


END OF THE ROAD for the training 

2 f Dale would be indicated os he 
ms from Dawson on his 

mtract, but Dowson will keep 

moer wir gu Je his progress, de 


technique, encourage more training 








PROMOTION ELEMENTS INCLUDED... a 






A CSTRISUTOR CONCEPTION. James Agnew (right) of Equipment Distrib UTILITY ASSISTANCE. Mr. McMonn of utility delivered home laundry survey 
. " oe “— i Tis < 4 

utors conceived the idea, helped + Alvin Zise econd left) and Ber forms to high school principal Walter Bowmon for distribution to pup 

nard McMa: (left) of utility sell Mayor John Parker on value to town Utility als ffered free dryer wiring, ron ads, arranged window displa 


The Whole Town's 
TALKING 


Unique Taunton, Mass., campaign to provide 








| school with new home laundry enlisted aid of 
: 2 <; - - 4 

5 s “= 

C DEALER PARTICIPATION. Four loco! Whirlpool dealers ogreed ¢ 


right John Martyniak Ip} t y the ec! aut rit N ¢ g en t the . t < 
McMann, Caroll Oliver, utility manager; Robert Baron, J. Rudolph, Frank Roche t i tt ’ Rut few of the , ‘ ta 


town officials, utility, dealers and school kids 





from each sale toward this schox laundry Left ¢ 


pre po openness 





\ ¥ 
; 
\ 
hi 
\ 
‘4 

D NEW SCHOOL LAUNDRY » t presented to sc t start of con x dt Ar 

porn t wouse Pu nterest ? mer oO } ‘ w ’ bye a ‘ 

Atter presentoatior Agnew ¢*x 
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LIME CAMPAION WORKED UME THIS.) 0] 





a 


handed a home foundry survey f y AT HOME, Joon showed form to her FURTHER PRESSURE wos brought by 
sisc: explained thot school mother. Mrs. Callahan hod already advertisements and news story which 


dealer sale received mayor's message from utility described giving of laundry to school 


4 CUMULATIVE EFFECT er 





5 CONVINCE by deo F ph's ‘ 8 HOME INSTRUCTION ofter delivery was easy, becouse doughter Joon hod already used the equip 


ment in the new scho sundry, was able to show her mother how it worked 
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ANTENNA on 72-foot mountain-top AMPLIFIER BOXES hold Horter's MOUNTAIN-RINGED VALLEY is reason for poor Franklin reception. Second 
tower picks up TV signols from Pitts secret equipment for boosting weak tower on other side of valley is available if main tower foils. The wire service 
burgh, 65 miles from Franklin signals, ore spotted along the route eliminotes the need for any antenna installation on individual sets 


TV WIRE SERVICE OPENS 


Television signals wont bend—but a Franklin, Pa., dealer and his partner 





are wiring reception into homes ringed by signal-stopping mountains 


Te Bring Down a Picture 
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HOMES AND CLUBS ore served by 300-ohm wire ONE EXPENSIVE EFFORT to oet reception in Franklin SIMPLE WIRE is strung, like telephone lines, to out 
trung from building to building and tree to tree was this $1500 “‘white elephaont’’ antenna tower atop lets in Moose Club building. Distribution box on roof 
avoiding use of utility or privete poles the Moose Club. Other aids aiso foiled serves four outlets inside 


NEW MARKET IN ISOLATED AREAS 


By WALTER RUDOLPH 












L180 AP TR RSIS BES 





Biggest Headache 








4 } rr 
The Humen Angle 3 H ‘ "s po 
W to pay for the mam 
\ t mutiay :. = ‘ et 
bher re " muri t fair-sized 
mund Franklin—W arren 
rv, Ridgway, lohnsonburg, Brad 
\ ng the wire ford, Brookville, Clearfield, St. Mary’s, 
wie Titusville, Oil City and other moun 
wk on a se it gratis! tain cities—from which expressions of 
And thing ke t What’? You terest im the operation have come OTHER RETAILERS, like Golbraith’s, rent the TV wire service from Haren Corp 
unt to give eighb TV wire (Continued on page 100) Harter talks over the service with A. F. Galbraith, an enthusiastic user 
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WEATHERMINDED WOMEN RESPOND TO DRYER PROMOTION 


lagued by rain, 





BELCO's postcard invitation t top peIng a SKY watcher 
BELCOt?t iry it ¢ aut at way.” How 
tcard prom ms worked on the ither-embattled 


is shown 


1,000 LITTLE CARDS 
Appliance es hove 
after + : 


INVITATION Alt ugr timed ft rive Turing f ry t we 


WEATHEH 





WEATHERMINDED 


A - 
iM 
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r a prolonged spell of rainy or damp weather that gives Mrs. Prospect drying problems, is enough to recall to her the invitation, 


end her problem with this free trio tf o new elect inver 


PRECIPITATION, o quick summer shower 


wi r jive 


Every cloud has a silver lining for Jim Collins of BELCO 


Appliances, Belmont, Calif., since he mailed 1,000 
penny postcards at the beginning of the rainy season 
and sold 10 dryers the first week 


14 weeks later, an aver 
x women a week were bring 
hes to BELCO, mentioning the ilts of the 
reports a varicty 


tation. During this pe 
I iddition to the 10 


how that he 


ale a week to id the first week, he sold for 
ver-$200 ap 


clothe washers to wore 
three women miinued on next page) 
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PRESENTATION. Toking the clothes from Mrs. Prospect is symbolic of her giv- 
ing up the problems of clothes drying Applionce moanoger Jim Collins tries to 


meet c pect at her car, estot h friendly relations as soon as pos e 


i natty Weather Sells Dryers 
continued) 


to 


INSPIRATION 


’ 








DRAMATIZATION of the many features of automatic clothes drying tho rs mnt you glad wu tr says Collins 
Prospect neve witic poted softness of clothes, above x j ’ many ‘ pf uzes § } bo 4 iry , a day But before 
, 


wtiches need not be ironed re wr 
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DEMONSTRATION starts with emphasis on ease of loading, freedom from drudgery QUALIFICATION, if day is clear, Collins suggests that Mrs. Prospect go shopping 


thes BELCO hor oth Bendix and Frigidaire, picked Bendix to emphasize automatic feature and freedom from worry If doy is wet, he uses 


* + 
4 ) 


here be ; ex wned Bendix wosher, expressed no brand preference time to show literature on quolities of product 


lO 


DURATION. A home cal! serves to show Mrs. Prospect that freedorn from drying REALIZATION of all thot cutomatic drying offers, comes with the sole that 
. 9 at her arm's reach, counteracts ideo of using makes her Mrs. Customer. Her neighborhood talk, plus Collins follow-up, will 
Lounderettes, and is timed to get Collins story to Mr. Prospect produce more soles that storted with a penny postcard and the weother 


“ € m be a permonent thir 
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TRADE-INS on the HOOF 


Cows, horses and mules are legal tender at Anniston Electric, Alabama, a firm which draws 
$200,000 in sales a year from area farmers by its low-cost rental and “Let's Trade” policies 





By A. B. WINDHAM TY 






Let's trav 


Pe orcs a 
ar LIAN 5 
ANNISTON ELecr, 


TRi 






SIGNS like tt me on the Annistor 


proving thot the firm really mean ’ T ye nu serve to ’ - K H te 
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HOUSEWIVES get their share of attention, tox Store manager Wyatt Mickles (left) draws o big delegation for a washing machine demonstrotior Thes« 


rent the rat mce they w 


wormen cor 
t and put the rento!l toword the purchase price Six out of ten rentals result in sales for Anniston Electric 





1 “W " if QO 
, 1 the pt ase yw ¢ Dp 
k is t I efits of t to bot 
i the 1 i that t : 
- 
i t pays to \ ! i ¥ 
4 : 
el eople w lave ed } 
’ ’ t t r ) 
i - 
f the i ; 
: ‘ 
ke i 
a) ixe f 
4 ‘ 
’ 
i i 
: 
: 


Service Department Helps 





, \A 
Sell Six of Every Ten Rentals : eh a : 
' t 
t : t cj t 
} } e | le v 
I ‘ } ist eT 
‘ titut 1 ur i} 
A oO ts t 1 with « et 
Va I exa le, t worn t ffer for resale are sent ¢ 
$5 to $ r month. Vacuum <« n- ft Y. M. C. A., and other such as 
t ente t places needing such equipment 
t pany guarantees service of 
ance it sells and maintain TRAFFIC is nearly always heavy ot Anniston, far ? 
e crew of 10 men to back up ft! need cash to moke their sin os th The ree dew me je datas women 


nt End mule for on electric range has been a good customer ever since 
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DEMONS 
Or ELSE 


By ROBERT W. ARMSTRONG 


Sales of Summit Sewing Service, 
N. J., jumped 30 percent in 1949 
over 1948—because of five days 
in which Charles Furrer learned 
| | how to demonstrate. The lesson 
saved him from price-cutting and 


overcame the advantages of en- 






trenched competition 








DEMONSTRATION-HAPPY Chortle Furrer sews up G bonnets by the dozer use every ne f 14 


y0es through his routine at the drop 


Furrer Keeps Customers With... 


POST-SALE DEMONSTRATIONS. Mrs. Furrer visits home of every custome COMPLETE SERVICE. Even o small operation like Summit Sewing requires the 
’ noke thorough demonstrations t ec f mochines. use ’ tt hinent ¢ time of one mon in the service deportment The mpany als joes wor 
; ‘ thonk wncividu nstructior nore voly et sstomers thor e fy reporr work for other deoiers, builds traffic with its service department 
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PROSPECTS ore lured into Summit Sewing by a small but ON THE WAY OUT she stopped for a second THE COMPLETE ROUTINE is designed to leave customers 
‘ ewing accessories department. This young to admire stitching thot Furrer had left on o amazed at ease and speed with which work can be done 
to buy a shirt collar, was surprised ot machine Instantly he wos ot her elbow ask Furrer mokes a particular powt of using all ottochments 

ce about sewing it on ing if she would like to see how it was done and demonstrotes mochine’s nu-lock feoture 


4 





PRICE aiwoys brought up by the prospect, never by Furrer. He sells pros FINALLY SATISFIED thot portable hod same features os other models, she 
pects or rnodel, finds they hove hard time selling themselves down to less bought it becouse of her budget limitations, But Furrer knows she wos really 


expensiy Nes > ible s one pointed t sold on console and some day she'll be back to trade in the portable 


pieces of IV in 
three ironet a tew 
et up to handle 
frankly, didn't really 
to build 


eTIOUn 
‘ arul 
constant These 


me revenue; 


sroducing about 


rer hadn't 


taker 
i giving a 
mstration to every 
And every person who 
) get a complete demonstra- 
nes or cleaners, or both, 
Furrer gives a demonstration to everyone 
ie ak eee eee ee who will spare him the least fraction of a minute, 
and every customer is asked, skillfully and 
the possibilities of demonstri courteously, to spare that time. The big difference 
wg resulted in important changes is in the demonstration itself. In the pre-fair days 
Starting off the vear,” he (Continued on next page) : 
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Demonstration Routine Works for Cleaners, Too 


ANEMIA, senta eteyp 


FRIENDLY FURRER explained wi % wrong with MARKET PLACE is conveniently located near door 
} ron, promised to repair kly With iror wd Furrer had no trouble steering prospect over 
settled, he promptly > customer literature her way out He showed her how easy cleaner is t 


sked her ft wotch o brief demonstration empty, how simply paper filters can be reploced 


DEMONSTRATE . . . (Continued 


Lessons For Sele 


MOT CONTENT with merely ratin Y hine and ONE VISIT, ONE SALE Not alwavs does Furrer 


te r te te 


’ ’ , * with 


MAY 1950—ELECTRICAL MERCHANDISING 











How Much ; 


Should You Allow | ==. 22.— 
For The Old Box? 


Aa ME RA IU OE ER 














Rich’s of Atlanta saved itself some painful mistakes, the 
time of expert estimators and customer dissatisfaction 
with a refrigerator trade-in plan which includes a simpli- 
tied appraisal sheet that makes any salesman an expert 


at figuring allowances for new boxes 


7 
5 
qd 
j 
t 
5 
‘ 
: 
: 
iy 
: 
i 
$ 
5 


a final allowance figure t& 
whet We get much oo- 
from prospects who under- 
fairness of the system,” Kise 
nasmuch as it shows the re 
at rockbottom cost, easily under 

by any housewife.” 
The net trade-in value is entered on 
ee ee re ' V ‘ ting eck 1 t : ron . mate I bottom if the sheet together with 
‘ L rh t t cepted” or “not accepted” and the 
veet thus forms a permanent record 
of the transaction. Transferred physi- 
cally to the reconditioning shop along 
with the refrigerator itself, ii likewise 
forms a work sheet by which mechan- 
s are guided in replacing parts or 

ightly are refinishing 

leterrent of trade-in 


Sin Aalineiell No More Bad Guesses 


5S for hinge Since periecting the appraisal form, 

defrost tray Kise has found that it eliminates alto- 

gether the headaches and bad guesses 

) enters these on a col it the past. In hundreds of trade-in 
ht, explaining each step deals, there have been no “losers” and 
The amount is then the store is protected because the sheet 
rom the key price in sutomatically prevents over-large al- 

column, and then (Continued on page 166) 
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DEALERS ARE GETTING THE RANGE. 


Nashville Electric Service, which is largely responsible for 


..- Consumer Education . . . City-Wide Promotions 














OPERATING COST DATA, prominently featured by the range disploys ot Nast “APPLIANCE DAYS” was on intensive two-week promotion. W. D - 
: ville Elect ety € re tent toctor nm pre ‘ ng nge prospect ett zhe promotion moar ger * NE howed dealer how t cash 
i 
‘ 
: 1 eit \ D. Ha ’ Mr. Hall first tact \ nthly costs re if 

. . , t t t \ \ N | I ex pie t t 
‘ 
. 


Exhibits Stress Costs 
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IN NASHVILLE secuse stout help fom the loa tity 


range sales 15 percent above the national average, includes . . . 


. . - Opportunity for Tie-Ins . .. Cooking Schools 
na ce . — 








TIE-INS by local dealers with NES-sponsored electric shows and local events, such A 50 PERCENT JUMP in range sales followed this five-day cooking school stoged 
as tt we sffed display, help make consumers conscious of range values by NES in connection with a “TVA Jubilee Five monufacturers participated 


..- Demonstrations 


Leaflet Tells Message 


DEALERS’ PROSPECTS con get complete demonstrations ot utility by its econo- 
mists. Free-lonce prospects ore referred to dealers who sell brand of their choice 
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CARL PATRICK ond Robert k knew if nivonce that ¥49 tsi wasn t 


hely ¢ meature mt 744 urvle they hid something ; jt ’ Y they 


» = ee oat 


NET RESULT of the firm's cost-cutting, volurne boosting steps was thot the 
tot , f 949 exceeded $750 ) re rd ‘ 948 mac ner 












Because Patrick & Silk, Inc., Newport News, Va., cut 





Asatte ite CENEE ees tack wen the Watatlatien of é Gaia dabermanh wit their 1949 costs in advance and allocated more money 
$ wort? tf wmventory wi my Pw ‘ red wort? f ‘ eve 


where it would count the most, sales for the year 
actually topped the 1948 record of $750,000 


M 





\ 
at 
i lvert 
\] 
$750,000 Volume 
w ” 
. " 4 ~ ’ rary < at eretot 
A REORGANIZED SERVICE department now | profit of $7 anal king ¢ , nos ey eae ccc 
ervice shops ore in o seporate building, employ six mechonics ond tour helpers t t i ast Sill 7. were assigning ot 
who moke 40 colls o doy, chorge $3 an hour for out-of-w nty work t , e'per to each 
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PATRICK & SILK REDUCED THEIR COSTS AND INCREASED THEIR VOLUME BY: 


Discounting all bills immediately. 
Assigning one mechanic and one helper to each service truck in place of two 
mechanics. 


Making each delivery trip with a full load. 
Buying in carload lots exclusively. 


Setting up a sales bogey for every appliance line handled; assigning o defi- 
nite sum of money for sales promotion to each. 


Reorganizing the service department. 


Restricting trade-in allowances to seven percent and charging one-third of 
the allowance to the salesman’s commission. 


Eliminating all “special” discounts. All customers poy list. 
Planning advertising efforts to coincide with best selling seasons. 


Establishing a 12-man outside sales force, putting no ceiling on their 
earnings. 


Installing a $10,000 inventory of parts which returns a monthly gross of $1100 
in sales. 


Increasing its advertising appropriation. 


22 NAT Nh PRAIA 7 PO 


part of time in 20 x 100 ft. store, get 


me mm ms as for outside soles 





WITH REDUCED COSTS 


tw Patrick and Silk naturally hg port New Hampton, Norfolk, and | wher of the firm, after paying 


| 
rhead by discount ured a smaller return per dollar of vol surrounding cities. Each receives a th lesman these large commissions 
I We assumed that selling cost seven percent commission on sales up nonth after month for more than a 
uld be higher inasmuch as more » $3,000, eight percent on sales over ar, v wort-sighted enough to call 
1andise would be sold by outside $3,000, and nine percent where their the salesman in, and discharge 
men,” Silk indicated Likewise, gross runs over $5,000 per month riving th ason the fact that he 
realized th ! wuld take more hm s “rotated” on floor duty 
! bring in erag ing lay per week, and in 
I ome averages between lropped sharply a 
day on the sales floor in responsible for th 
iat no Ise in order to give cach man the longer on the payroll i 
es stand I mut return, the store does not : 
Also, Silk 1 between gross volume Reergenize Service 
‘attainment nade on the sales floor, or outside. “I Next, Silk completely reorganized 
ruthlessly doing perate on the theory that every time t rvi department The firm, 
hich did not meas h ilesman makes a dollar for hin ranch ie with Frigidaire 
predetermined self, | making dollar for n fu yuait complete warran 


i the excevtion 
Working Out the Pilon 


. , 
the f ust in hand, Patrick 


about building wp the appliance re 


act mmplishing it ; . to Tipe nsate commissioned 
’ but salesn properly is a serious mistake ‘ 

go o1 car ccor g to the Voerginia dealer AY ng t ivenien¢ pecialized 
provided the basic sav i! example of this was the di A t t do not intrude on each 
ver the plan Next, ex- charge ia top-notk h piano saleamas ther ter? ry ivy way In addi- 
strenuous competition, by a music firm in another city,” he tion to 1 t ning warranties, the 

an outside sales organiza pointed out. “The 
ng of 12 highly-paid spe aged only moder 
nee salesmen red an expert salesman, wi sold pair washing machine upkeep et 


iano firm had aver Patrick & Silk organization selle “sery 


' 
} 
ate success until it ice advertising for refrigeration re 
, 


lesmen have no specific tert many | os . Nissions were with the result that income from the 
mit work throughout all of New ri cess of $1500 per month (Continued on page 170) 
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All appliances in this new 
wall display of St. Lowis’ 
Appliance Arcade are ready 


to operate—cost: $80 





i 
= 
Windew Displays Net Enough 
: 
7 t i i 
" 
trafhe applia t 
; ‘ " | 
y I ‘ t 
; ; cf a : arse THREE WEEKS wos all it took for this $80 display bin to pay for itself, says Van Vancil (right f the Appliance Arcade t 
i ‘ ; lias | © the Each item is set back in its wn box makes t easy for prospect ft focu izttention m just me applionce at a time 
: ADT mee ) th 
4 ‘ ’ ‘ nverence uitiets yo? recor , ft xes perm t @e0o%y fermonstratrion 
a ar ’ tax ‘ te 
r , 
’ 
\ when \ 


TES “Live” Display Fixture 


LEXI FRIGIDAIRE - Magic Kef 


ACL SARE rome 


‘ nee wee eee eee 1 ae 


; 








ally 


$80 for Drame 





Va 
’ 
x 
‘ " 
’ 
} SN ‘ \ . ‘ ag he . 
Ne es Se ee 
r Sun ‘ 
amor uge iN TRAFFIC ITEMS get prominent disploy in window * Vancil’s store in multi-million dollar Hampton Village But this alone 
, mucd ® a tf enough dV vor w? put Major empnasis m telephone solicitotior finds it hoard work but worthwhile 
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ae 


ERTLAN 











The MERTLAND Automatic Electric Water Heater Line 
is COMPLETE . . . a size and style for every 


Full details sent on request. 


You can make more money 


with Mertlondl demand. Round models 10 to 100 gallons, 35 and 


i — 45 gallon table tops. Every model built as 
Lie <n 

-_- -4 you and your customers want it. 
4 

i 


- 
—_ 


| SMERTLAND: \ 
—— \ 


MAGNESIUM 
ANODIC 
ROO 


re HEDGES 1: 


HEDGES MANUFA 








ae A TENNESSEE @ WATER HEATER SPECIALISTS 
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REPUBLIC’S 





wit 
~} 
a 
e 
2 
ire 
ot 
A MEMBER of the Electrohouse Users’ Club inspects the table of gifts av 
t club members ; Joe K Norr manage ¢ tier explair sOw « 
win ne f the gift ¥ suggesting the name ‘ € prospect for 
appliance There nit to the number of name he may submit 


Users’ Club f 
Puts Users to Use 


FOOD STORAGE 


FOR Gifts for prospects is a mutually profitable idea, i 
LOCKERS according to Electrohouse, Inc., of Meridian, Miss. 
: F 
HOME FREEZERS 
) REFRIGERATORS ¢ he ea of “using the user” ha | gift ‘ by Ek 
” R " 
STORE AND PRESERVE FOODS LIKE... - . 
FRUITS - VEGETABLES - JUICES - ICE CREAM 

Republic's Freezette Containers are designed to store food 

for a long time and at freezing temperatures without 

becoming brittle or breaking. These containers will always wot t ts regu 


Plenty of Repeoters 
remain flexible. Their covers are liquid and air tight— 


Perfect seals to hold out odors and prevent spill- 





ing when stacked ina freezer to save space a ; , eae ae 
NON-TOXIC — TASTELESS — ODORLESS 
. F t 
hd 


“e fen om an oft we box Eosy to te fosy to heondle 
o 
ry . 


. 
. 
Huy, 


No Nudging 
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No Refrigerator or Freezer is 





up-to-date until it is equipped 
with REPUBLIC’S 













SO! DEFROSTING THE REFRIGERATOR SERVICE 
MAN AGAIN, EH?” 







new Ice-Cube Tray 


“How to Have Comfort 
From Moving Air’ 






Torrington booklet is a handy guide 


for all types of air-moving equipment 








; A Quick 
Freezing Tray 


A Full 
TWO POUND Capacity 


Sot sheila 


A mere twist of the pan and the new polyethylene grid 


NO SALA LLL DALE PEA A 




















with cubes are free—ready for use. Just pluck one, two 
or any number of whole cubes from the grid for 
immediate use — without handling wet half melted cubes 


No magic touch required to free cubes-—no hot water 





necessary —no shattered cubes—no waste 





inexpensive @ Senitery © Convenient © Profitable 


e 
FAST FREEZING 





. sting ‘ 
alla 


ators. air purifiers. attic fans, auto ANY OLD THING WILL DO, | GUESS—iT'S TO 







pirate SP BE A GIFT FOR AN ELDERLY AUNT WHO [5 
ating systems, central heating sys- TOME-DEAF.” 
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yy tt 


* 
4 


Tie In with ' 
M.'s ‘ 
beautiful... 
powertul... 


fast-selling 
national ads 


like this in 


& SATURDAY EVENING 


) POST 


- LADIES’ HOME 


g JOURMAL =| 
@ BETTER HOMES\: = 
and GARDENS \- 


EI A 
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THE 
‘KeM- POP-UP 
TOASTER 


—World’s Finest 


The one toaster with every fea- 
ture your customers are looking 
for! Beautifully designed, com- 
pactly styled — plus dependable 
BM. quality! 


@ Exclusive “Magic Button” control 


ee 


@ Pops toast up or keeps it warm 

@ Perfect toast in 50 seconds — 
no pre-heating 

@ Completely automatic 


@ Removable crumb tray makes 
cleaning easy 


eh ett LNB AE AGERE AAD: 


Fastest sales you'll ever make 

when your customers see this 
HM~ beauty! Display it and 
other “KM~ appliances, feature 
them, then watch your profits 
roll in! 


Tha me nA Na 


RETAIL 


Order direct from KM. 427 
We will deliver through your nearest distributor. “ 
...and watch for the 
ravers tthe “Knap (Mi) Monarch 


Silver Anniversary Specials , ee 
y TEM. Appliances Also Manufactured in Coneda 
all through 1950 World-Wide Distributers Exclusive Distributors in Canada 
Philco International Corp., 50 Broadway, New York Crown Electrical, Brantford, Onterio 


BM Corn Popper 





| MM Voperizer 


eM Two -Ten 
Coffee Moker 


yl 


| MM Therm -A- Merc Clectrie Bienket “ 
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RADIO 


FARR sevrce 


MORT FARR 


SPOTLIGHT ELECTRIC HOUSEWARES: Show o few ele: ssewores at a tim RADIO REPAIR CUSTOMERS of Mort Farr, Upper Dorby, Pa 
wd spotlight them the merchandising p y t : ' i table model radios returned in a handy handle ywrton which mak 


wplionces for the E. B "Ve bock home oa cinch The cartons cost about 6¢ each 


feels thot moss display destroys t PP nd luster ( *% and ncrea { customer satistoctior as the young lady 


hac ure their feature ned as the set trave 


Plan Spreads Out  ."))"». 2" "Layaway Plan Sells Housewares 


! t I t ‘ \l. 


va 


Oil Burner Service will be sswsait ice serv. T@ Major Appliance Buyers 


ONS TT AY 


=> 
= 





MIRROR DOUBLES DISPLAY: When hx t} town st enve Herb Names DEMONSTRATOR SELLS MIXERS TO CHURCHES: 
} fu ength display windgow rg ' ther ve tine ce t the md f ’ ’ Y T jive noximum number of women o chonce ft 
ee the entire store 2 Wisconsin Gecier temporarily puts one 

« nd m church kitchen 
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Chicage 
960,250 
READERS 


St. Louis 


287,010 


— Ty 
READERS 


Portland 
140,340 
Indianapolis READERS Baltimore 
106,360 250,300 
READERS READERS 


Spokane Harrisburg Birmingham 
42,990 42,260 83,120 
READERS READERS 


READERS 


A TALE OF LIFE IN TEN CITIES 


See how appaance distributors use LIFE’s local 
UIUDACE ity COM CRIES mn 





10 SUCCESS STORIES E. 


H. E. Delp, Sales Manager of Associated 
Distributors, has this to say: 


Litt 
1 the 


Alex J. Barberis, Sales Promotion Manager 
of Harper-Meggee, Inc., says: 


L. G. Albert, Manager of Harper-Meggee, Inc. 
in Spokane, tells us: 


Litt M 


In Spokane, Maxwell's Appliances spotlights Osterett! * 


Rank Lashmet, Advertising Manager of the 
RCA Victor Distributing Corp., writes: 


sh 





DISTRIBUTORS REPORT [B[Jj ADS ADD 
SELLING POWER TO SALES PROMOTION 





> Gan. Cavalier, Sales Promotion Manager 
; of the D&H Distributing Co., writes a note: 


LIFt tstand We 


Many ! ur dealers reported an immediate 


increas 


e LIFE windows were in 
k, LIE advertising roduces new buyers to nationally 
viural that LIFE’s point-of-sale 


istormers into our dealers’ stores 


ew taces and 


In Baltimore, promotion plan receives finishing touches! ® \ 


ee 


Robert P. McDavid Ill, Vice-President of 
R. P. McDavid & Co., has this to say: 


advertised 


RCA Victor dealers participated in the 
{ LIFE 


rreat number of 


in-LIFE promotion during the past three weeks, with the us 
naterial in window displays 
“Our dealers have found the LIFE material very effective i 


lor and attraction to their displays We ippreciate having the opportunity 


adding 


use this promotional idea and the co-operation we have received 


7 In Birmingham, Rhodes-Carroll features RCA Victor 45." 


Morris Schwab, Advertising Manager of the 
D&H Distributing Company, sends this in: 


n the part of the consun 
to them by national advertisin 


fir al sale that has been started through 


Williom L. Whitehead, Advertising Manager of the 
Interstate Supply Company, said in his letter: 


We entered the LIFE promotion because it is good business to tie in at 
point of sale with the national magazine that reaches the greatest number 
of readers, the greatest number of families who have the money to buy a 


family product — an RCA Victor radio or television set 


“People buy the products they know, and they know them best in LIFE!” 


a In St. Louis, Walco Radio & Appliance Co. gets set for RCA Victor TV Sales! 





Page 4 


<- 
' | . D. A. Solseth, Advertising and Sales Promotion 


\ 


~o 
Ihe LI 


~~ 


-s 


i 
‘pia 


1 


In Seattle, Stuart Carter 


reviews featured products! 


1 Liki promot 


F Irving Nodrich, Vice-President and General Sales Manager 


Manager of Harper-Meggee, Inc., writes: ~ of Bickford Brothers’, took his pen in hand: 


When | heard 


ducts with LIFE. we ediatel 


es took th 


— 


Bickford Brothers’ pulled in the crowds! 


Plan your promotions around these LIFE-advertised products! 


MAJOR APPLIANCES 


SMALLER APPLIANCES 
AND HOUSEWARES 


\ 


Check this list now and get ready to go! 


v 


I’ K 
I 
M 


Ma c-E ft 
Ml he 4 


JEWELRY, CLOCKS AND WATCHES 
ul ( 


HOME FURNISHINGS 


SILVERWARE 


RADIOS, TV, RECORDS AND 


INSTRUMENTS 


CAMERAS AND OPTICAL GOODS © 


Ml k 


M 


A 


SMOKING ACCESSORIES 
K \ 7 


\ 


SPORTING 


\\ \ t 


GooDs 


ADVERTISED IN 


LIFE, 9 Rockefeller Plaza, New York 20 N.Y 





Idea Digest 
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f the layaway plas 
is not unusual for 
be purchased 
> purchase of the 


} 


1rougt Mmyaway 


TRAVELING KITCHEN: Pocked int: 


cher, on Gutomatic washer, range 


this converted school bus body are a frozen food 
double bow! sink, refrigerator, rooster, air con 
jitioner nd a variety of small appliances It gets rural sales for Randall Brothers, 
Mesa, Ariz., and increased the firm's washer sales over 300 percent in two months 


Simplified Want Slips 
Guide Store's Buyers 


ize, color and the price of the item 
requested, Special boxes are provided 
showing whether the salesperson of 
fered a substitution, a special order 
wr whether the sale was lost. There 
: three sections to the form so that 
used to describe three items 

! a single customer or 
for by different 

The printed form has a 


arbon back” which re- 


isked 


“Winter's End" Promotion 
Builds Blanket Volume 


et c 


ig handicapped 

re suggested to passersby 
buying their bl 

» that they would 

sleeping 


returnes 
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ELECTRIC Table Top 


WATER HEATERS 
rely PROFITS! 


“T pre-sell myself .. you close 
the deal . . that's profit num- 
ber one! 


“After I'm sold, I even help 
i teieeneaee, 


you with installation, All 
your men have to do is make 
two simple pipe connections 
. and these with elbows and 
unions I carry with me. Y ow 
Save Installation Costs — 
that's profit number two! 
“And in addition w these 
profits . . you profit a third 
time . . because the profit 
margin on Wagoner products 
is larger than on any sim- 
ilar item 


“MAIL COUPON TODAY for 1950 
Wagoner Booklet showing 40 products 
.. Wagoner Water Heaters and Ranges 
It gives complete details! 

y™ 


re 
| | 
i } 
| by 
MR. W. G. WAGONER, President 


America & Southern Corp., Nashville 10, Tennessee 

Please send me booklet E55 which describes the complete tine of 
Wagoner Products—free of charge ond withevt obligetion, of courte 
NAME 

STORE NAME 


ADDRESS 


city 
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45j—The automatic record 
chonger aftechment thet's selling 
faster then anything you've 
ever handled. Plays through the 
speaker of any radio, phonograph 
or television set. Beautiful, com- 
poct cabinet. Quick woy to bigger 
record business. 











ONLY RCA VICTOR 
HAS THE “GOLDEN THROAT” 
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Meré é Basi ; of many F A Victor 


‘ 
7 trun +? rea wurinag thea er oti na ; ' 


You can offer your customers RCA Victor's “45” system in 
a wide variety of instruments . . . from an automatic record 
changer attachment to a magnificent console housing tele- 

vision, AM-FM, short-wave radio, 33’s—78 rpm changer, 

and the “45” changer. That's why your profit opportunities 

are so much greater with “45"! 


AS 5 — Victrola radio-phonograph com- 
bination. Avtomotic 334—78 rpm 
record changer in one drawer 45” 
changer in another to preserve “45” 
sales advantages. Powerful AM radio, 


too. All in a smart, distinctive cabinet 


4 SEY — The Victrola 

Phonogroph with un- 
precedented, quick turn- 
over. Automatic record changer 
complete with built-in specker and 
amplifier not an @ttachment, 
Up to 50 minutes of life-like enter- 





tainment at touch of button 


Plus the Anniversary Album! 


ii 
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Nothing compares with “45"—— 
rave the stars who make the records. 


consider ‘45’ remarkably faithful reproduc- 


TOR “45” 


and here’s your 


20 GREAT SELECTIONS 


eh GR 6 dee 2 6 & 4618 , Perry Come 
a Lord's Prayer ‘ Perry Come 
MAESTRO TOSCANINI SAYS: — Techoikovsky Piano Concerto . Freddy Martin 


Racing With The Moon 


FIRST ANNIVERSARY OFFER! 


In just one short year, the RCA Victor "45" has skyrocketed to 
the fastest selling system of recorded music. Celebrate this 
startling climb with your FIRST ANNIVERSARY OFFER. 


Just look at this Sales-Catching Deal: 


Veughn Monroe 


















































- 
: 
tion of recorded music. | was impressed es > a _ P poh ee a 
with the speed end smouthness of the outo- in the Mood Gienn Milter 5 
matic record changer.” Little Brown Jug Glenn Milter : 
The Waltz You Soved For Me Weyne King 5 
Twilight Time . ; Three Suns i 
Im Getting Sentimental . Temmy Dorsey 
Moonlight Serenade . . Tex Beneke 
The World ts Waiting For The Sunrise Semmy Keye : 
Down Among The Sheltering Poims Semmy Kaye { 
Cool Water : Sens of the Pioneers } 
Chant of The Wanderer Sens of the Pioneers : 
Fiddle Faddle Boston Pops Orchestra : 
Chicken Ree! . : 












Boston Pops Orchestra 
Donkey Serenade... . 


MARIQO LANZA SAYS: 
“Like on actual pe:formance! 


PlUS we 45ey PHONOGRAPH 
i could hardly believe my eors!" 


All this for the low price of the phonograph alone! That's a 
savings of $7.52 for your customers! Add it up and you get 
PROFITS. Here's a red hot deal that can't miss. 


Here’s your Ad Campaign—Your ¢iistributor has plenty of 
newspaper mats. These ads are designed for you ... designed to 
generate sales for you! Start ‘em running in your newspapers now. 


And here's National Support for your own store! 

Ad #1—May issue of CORONET; Ad #2—May 29 in LIFE; Ad #3-—June 3 in SAT. 
EVE. POST; Ad #4—June 6 in LOOK; Ad #5—June 19 in LIFE; Ad #6—June 
24 im SAT. EVE. POST; Ad #7—Juty issue of EBOMY; Ad #8—July 4 in LOOK. 
These are all big, hard-working ads! Readers are sold and sent 
to you to hear and buy. And that’s not all! Your distributor has 
displays and colorful window streamers waiting to highlight the 
First Anniversary Offer in your store —catch shoppers and sell ‘em. 









EDDY ARNOLD SAYS: “Even 
the price is music to your ears! RCA 
Victor "45° sounds better, plays easier, 
costs less!” 





















So don't delay! Call your distributor now! The First Anniversary 
Offer in your store means big-dollar profits for you! 


ROA /icr0r 68) Ay 


DIVISION OF RADIO CORPORATION OF 








ONLY RCA VICTOR MAKES THE VICTROLA “Victrola” —T. M. Reg. U. §. Pot. OF 


{MERICA 
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Making Roaster Hi 
No. 90 





This roaster which was designed 


J — 
| gh | 
retailers in boostimg sales to an all $ Qs 
time high during National Electric 


and produced to aid distributors and 
RETAIL 
. aa 


Housewares Week may still be avail 
able in your territory. Distribution has 
been handled on an allocation basis 


We suggest that you check your supplier at once 


BUY THE QUANTITY THAT YOU WILL NEED 
WHILE THEY ARE AVAILABLE ! 


More people are thinking about electric housewares today than 
ever before in the history of the industry. Electric Housewares 
Week brought into the market a merchandising force of truly 
atomic power and scope. This compelling force will continue to 
manifest itself in retail display rooms in exact ratio to the output 


of effort put out by the individual retailer 


€VERHOT 


ELECTRIC HOUSEWARES 






e Roaster-Oven 
+ DT _368 (SPECIAL) 


Everho 
Model 


el ecasion butl 


pa ity 


.2 gual ‘ 
@tuu i’ if basting cover 
1) shed sluminum see 
eu langer tip cove 
nit ve : 
rdesigo, mp 
st , 
@ lau \ Evert e exclusive 
, 1 ‘ 
a , " 
) lass dish s luded 
( ene 
° | . P ire Guide 
ratios Time- bem 
@ Rolle 
} ‘ i 
im ct irol pane’ 
| we 
» enamel Cooking 
@ Porcelain 
ind raset pal 
sualaty thet ost 


@ Highest 4 





et THE SWARTZBAUGH MFG. COMPANY 


Manvtacturers of Cooking Equipment since 1884 


TOLEDO 6, OHIO 
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GUESTS at Kansas City cook ng school who won prizes line up on stage Twenty 


dealers cooperated with Hotpoint distributor tc tage event city avcditoriurr 


Hotpoint Cooking Schools 
Get Record Crowds, Sales 


\) re t " ila pr Be, na u it theater cook v 
t ’ l ently throughout itured Marguerette Reinhart 
try by Hotpoint dealers with Hotpoint home economist. The G 
the operation f local elect ‘ i tributor reported order 6 
pat and dl butors was a “Mag ‘ . vere being 
Ke pr nf 1 the e ot 2 
Kansas City M eals ix ’ vem ’ it alm 
" king school é ur il town watched a [ 
t t i Fach deale p > Sa snow D 
share of the activity An eight iles results for Dis Hardware 
weeks’ advertising campaigt t! eight electr range two 52-gallon 
Kansas City Star tted 10,000 1 " aut 
ft copy | ted v Ww K-Sa i | 
ipplian ind the tree A{ 
st? } ; aft 
: Epidemic 
\ { i ' 
H t t 
ly ” i +m 
, ‘ 
S i 
ell Freezers in 
7 . 
Low-Income Districts 
5 | ¢ i 
: t 
Vl 
| , 
| 
t ‘ 
ft f 5 t Se 
rw 7 il 
i 
allat a 2 
ng platforms in base 
" Ox . § ag t eds and garages 
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The Name thal buill an udushy 
BUILDS CALATER FRUITS FOR TU 


NOW! increase Your Volume with FOUR 
Deepfreeze Famous Name Appliances .. . 

Home Freezers, Refrigerators, Electric Ranges ' 
and Electric Water Heaters! 


Increase your volume sales with these Deepfreeze they see the woman 

famous name appliances. The wide consumer wanted features of our 

acceptance of the great name, Deepfreeze, assures four home appliances 

quick, easy turn-over. Deepfreeze stands for Take advantage of the 

only the best! And your customers will be re year's greatest appliance selling opportunity! 
assured of Deepfreeze high standards when Ask your Deepfreeze Distributor for details today! 


SELL THE ONLY REFRIGERATOR LINE 


WITH THE EXCLUSIVE Deepfreeze 
mm FREEZER COMPARTMENT! 


MODEL F-11 

Net Storoge Capocit 
11.3 Cu. Fe 

Overall Height 65%" 

erall Width 334" 

Overall Depth 25%, 


$27995 


‘e) 


MODEL F-9 d MODEL F-7 


Net Ste 29 pacity 


fo BY Tae Nie. in A 
c ve Depth 7 } eroll Depth 2 ‘ 
Deeptreeze— pe ae 


REFRIGERATORS 
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y 7 
lO BLY WWE NAV -Deentreeze 
HOME FREEZERS « REFRIGERATORS + ELECTRIC RANGES « ELECTRIC WATER HEATERS 


The Industry's FIRST and FINEST Volume Range Business STARTS HERE- 
Home Freezer—FIRST IN SALES! WHERE WORK ENDS... Automatically! 


Larger Capacities . . . Lower Prices! 4 All-New Models . . . New Features! 





$15995 


$22995 





Another STEADY PROFIT MAKER SEE WHAT THE FRANCHISE 
— Deepireeze Electric Water Heaters % WITH A FUTURE DOES 
14 Models with the “Black Heat” Feature! ae - " FOR YOU TODAY! 


Sell your customers with Deepfreeze Block Heat 


04 

the dependable feature that evoids formotior 
of rust or scale, assuring o co*sfont supply Ce Ou 
ct nesium pre 


ean, pure hot water. Speciq! mx 
tector ro retords corroson and an ff 
EL org tebe Vstributbr IGHT NOW: 
Difter your customers lostin tisfoction th 
O-yeor libe protedt 5 ’ ' 
es ‘ « pe 
- 


Your Deepfreeze franchise gives you a head start for 
greater appliance profits. Have your Deepfreeze 
Distributor explain it in detail... find out what 
Deepfreeze will do right now to help you sell' Check 
the national advertising program and many other 
practical Deepfreeze selling helps with him. You 
can share in the great new Deepfreeze profits from 
the very start! Don’t delay —see your Distributor 
today -—or write direct for details about America’s 
greatest home appliance franchise. Deepfreeze 
Appliance Division, Motor Products Corporation, 
North Chicago, Illinois 


| 
| 
| 
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| TV Wire Service 
| Opens New Market 


CONTINUED FROM PAGE 67 cecum 





But can we go in there and 


set up 
1 system, and then maintain i from 
Franklin?” asks Harter We're re 


uctant to try it, especially since we 


ym’t know how the local laws treat 
uch a possibility of wire-stringing 
“We have thought of drawing up a 
ymplete plan that we can sell to local 
dealers anywhere who are cager to get 
such a system im operation; or of act 
ng as nsultants on the problem of 
getting receptior those areas. for & 
‘ umd adv } or iintena c. 
How a u actual ption / Is —a 
good p of ab a the time 
We saw a " 1 program, 
s yper Mat c the Moose 
ib, on aa D nt M field with 19 
1 tebe k was good t 
x y amp day 























| W ha a tur 
1iny days 
l tte 
“as mi = bind 
1 r\ e d 
va 4 ifto vy the lo i 
P 
lub ai soi ted 51 50k 1 
How to find the smartest merchants in town... amt Yo anything, 
Harter, “1 vas 
There are merchants in every town who __ prospects to your store. Nine out of ten it nceivabl : 
stand out. You'll find imagination in shoppers use those ‘yellow pages’ for ve could carry two channel u 
rV rental wire e canclud 
their window displays...showmanship buying information. YOUR name, address, 
: : ‘ Just Fill Out the Form 
in their sales promotion ... persuasive- telephone number and sales message in HW r\ 
ness in their advertising. You'll also find this popular buying guide will work for 1 “¢ en 
they know the value of being represented you at all hours, every day. furnish by w ’ e at 
in the ‘yellow pages’ of the telephone . an is ape Ye doy ' 
Get full particulars _—~ rograms and a 
directory. today about this impor- g 
It’s smart business to advertise in the _tant potential source of t 
‘yellow pages’. It’s an ideal way to guide sales. z . 
\ me j 
FOR OVER 50 Ye4 ‘ ntal the 
“NE gicas BUYING eulbe ‘s ! ona 
4 i re to me 
c i ciliate “ at 
For Further Information, Call Your Local Telephone Business Office. giving wt ich 
tee h) i 1 rmontn 
ty) 1 1950.” 
End 
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Nhe brass ls Greener 
dn durled! 


‘ y } 


(£y -_~ 


Hamilton Dealers Are Backed By Strong 
National Advertising That Reaches 
63,000,000 People, Plus Sales 
Promotion and Dealer Helps! 


The current great “Badge Of A Drudge’ pro- 
motion is making record sales! Ads in America's 
greatest national magazines are backed by hard 
selling sales promotion materials available to 
you! Join this promotion today! 





YES! The Grass Is Greener 
in the Hamilton Dryer Field...Here’s Why... 


Anyone who has picked up a heavy basket of wet clothes knows there is 
un unlimited market for the Hamilton Automatic Clothes Dryer! 


And This Market Is Virtually Untouched! 


There are enough Hamilton Dryers in use to prove the product and to 
demonstrate the great demand for the product! But... the automatic 
clothes dryer is a new product and the market has only been scratched! 


ECR TEC PRON phe NS SES en E 


Sout 





“USE APPEALS” WOMEN CAN'T RESIST! 


V Dries clothes fast as they can be washed 

V Dries clothes indoors where they are washed 

V No more carrying heavy baskets of wet clothes 
V No more nuisance of clothespins and clotheslines 
V Dries clothes fluffy, fresh and sweet 


V Dries clothes ready to iron or put awey 


For details about the profitable Hamilton Franchise 
and the salesmaking “clothespin” promotion, see 
your Distributor or write direct 


V Dries clothes in minutes instead of hours 
V Puts an end to the “weather” problems of outdoor drying 


V Exclusive SUN-E-DAY ultra-violet lamp kills air-borne bacteria NAMNTON MANUEACTORNG CO. TWO Rivens, WiconeN 


in Ceneda the Hamilton Dryer in bnown os the Coffield Hamiton Avtomatic 
Clothes Dryer, end is distributed by Coffield Washer Co, Hamilton, Ontario 


<— <—e eeeee coe Gee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee oe ee 
ee i By par 3b 


} 
/ 


; ag F vn if . f . p Aulomatiec 
ompletely omatic 
Clothes Dryer CLOTHES DRYER 
GAS and ELECTRIC MODEIS 
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“Live” Display 
Fixture 





MARTHA WASHINGTON’ 


Quality Gas Ranges at Competitive Prices 0602s ye 





oe CONTINUED FROM PAGE 62 meee 


Gceep, wh me < Mg 4 the 

store Fr n the mie 

PUTTIN @ Dealers everywhere are calling for nitian hin Cn ' walk 
g toward x ed 


; better values im gas ranges. Martha Pfc Legler a heradl-doncggp 
“=. re: _ Washington now answers their needs sal Gaslt tn eaneet get ess 


~) ~~ with a NEW line including five basic tame te Re agpee ‘ it wa 


7 












i : : models of modernly designed and su- at. ee Jods 
ie ¢ for ' t - it the 
perbly built units. Ask your Washington ih Igy wares { 
_ Distributor for details or write. wa 
; . i —_ : _ te 
’ 4 : ' ves * S we 
* a . . 7 lua! 
; hat 
G \ 
: ted by 
; MARTHA WASHINGTON Power Provided for Browsers 
Ovivae Gos Range e 48 , 
Medel 67-1. Oven light end Giess all a well back 
; VNVdNN TT in Oven Door, Aise eveitable with sled fluore 
. | i ve leve 
: \ e Ser 
. : € ett plug | ylaye 
Along tl level are " ixer 
: , automa pop-u iste roasters, 
The units illustrated are only two of the mall radios, phonographs, small tele- 
" \ IT sets and ner opular aj pi 
inces 
complete line of Martha Washington When Vancil has a g 
pers 1 the store Aiwa p ou 
Ranges available for natural, manufactured teat af o ’ nen 
them to Drowse white waiting rs 
e. The store visitor is pleased and 
and bottled gas. Phone your Washington urprised to find that each appliance 
snaps into life at the turn of a switct 
This browsing has led to a lot of im 
Distributor or wire us for complete cola daien. Wedel tallied 
T teal elf at 
AIET>. ‘ x . \ 
Ky, ) k Va rid + 
° ¢ ‘ v , : lized 
id “I - se een 
¢ A le manner that the ‘ , s neve 
MARTHA WASHINGTON % ) p i ? Ye : si nie atm tieen™ 
Averiment Gon Ronge No. 841 merica’s Gauorile Eo & ) 
‘The GRAY AND DUDLEY c 


; 
| er 





GRAY & DUDLEY CO., DEPT. E. the ment desk, cus 
NASHVILLE 3, TENN. = “pd re emcourages t erate any 
Please sond literature and prices on the following: 


V ng 
Martha Washington Gas Ranges I! appliance sales wa go int 
Martha Washington Coal Ranges telephone solicitation. “7 ard 
Martha Washington Electric Ranges work,” 1. “4 only 


Martha Washington Electric Water Heaters aenetiiel nes al id 
NAME sale t st all : é thout ac 
ADDRESS oa ) . 

cITY ZONE STATE The t tephor 7 tation program 





n M ver is 
et ee ~~ Sa ie = i ee 2 ee ? ta ~ 7 sold 
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Calibeck 


WE'RE HAVING TROUBLE WITH THE JOB8—NO 


~OND 


KAY LL YELL THE BOSS AND WE'LL GET 


OMEONE WHO CAN 


ELECTRICAL 


MERCHANDISING 


E 
with WAS 


WASHINGTON FRUGAL. Gos Burning Fleer Furnace 


HINGTON FRUGAL 


fully finished in durable 
porcelain enemel. 


Three sizes: 35,000, 50,000 end 70,000 8.7.0. AG.A, 
epproved for Neturel, Manufactured and Bonled Gas. 


| 
) 
| 
| 


| 


GRAY & DUDLEY CO., DEPT. E. 
NASHVILLE 3, TENN. 


Please send 
Washington 
Washington 
Washington 
Washington 
Washington 
NAME 
ADDRESS 


CITY 


literature and prices on the following: 
Frugal Gas Heaters—Unvented 

Frugal Gas Heaters—Vented 

Frugal Vented Radiant Heaters 

Frugal Gas Floor Furnaces 

Frugal Oil Heaters 


ZONE STATE 





MAY, 
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Xe MAGNETIC CAN OPENER 
fa Here's the bwing A Wey 
VL? that ‘its lids magnetico! 
ly Syncre gear drive pre 
vents the leocked.on con 
from stiching oF shipping 
Opens damaged of odd 
shaped cans easily Op 
eretes in 5 lected posi 
tienes Overanteed S years 

in Cadmium finish 
Revell, $3.90 \ 














G ‘C8 CRUSHER. A Chromium unit, with either red 
rs . oF white trim All parts ore of stainioss ste! o 
aluminum Crushes leo in three sites: coarse 
medium of fine, Multi cube copacity continveus 

feed. Like oll other Swing A-Wey units, fits 
venderd Spesition well bracket Setell $7.95 


\e KNIFE SHARPENER. Recommended by the mokers 

a) of the finest cutlery This rotary type knife sharp 
ener is bind te knives Mos exciusive blode guide 
that helds knife in proper position. Hones both 
sides of blede at the some time Has reversible 
wheels Codmium Amish. Retail $2.96 


“* CAN AND JAR OPENER This combinction unit 
yo, opens anything in cans bottles 











‘ Stendard con opener with all ” 
A Wey feetures~pive @ jer epener with self 
adjusting footing jaws thet epen cops from M% 
to lide of 4°. In Codmium finish. Retell $3.96 


le ‘ CABINET MODEL Gleaming 

She white molded cabinet encloses | J 
vv @ genvine Swing A Wey Can 

Opener with all nationally @ 


famous exclusive features This 











blend with medern kitchen 
styling The can opener ewings 
out of sight when it le out of 
vee Here so fast selling beauty 

another high card in the Plus 
profit game. Betoil $7.95 


new model is designed te & 














| S This is your new PLUS profit line — non-electric 


im operation, but “Electric” in demand. Alreody 
) many electrical appliance dealers have turned 
8 to Swing A Way kitchen proved appliances for 
BIG extra profits. Swing- A Way leads the pack! 
* Aad Swing A Way leads mpuise dollars to your 
store if you let it. It's Dealer's Choice play 


Ol the Swing A Wey cords ond win every time! 


















FoR MORE 
i , PHONE OR WIRE 
INFORMATION 

















SEABODY BROTHERS 
= 
LIANCES 











‘ort + 
fori 


SURE | SYMPATHIZE WITH HIM, BUT WHY CAN'T HWE SELL PENCILS INSTEAD 


















Teaching Sales Staffs 
To Sell Electric Irons 


Demonstrate extra services and features to 
make sales in higher price brackets, say experts 


toda iV Arthu Malone t I “A t i 
ware ud f the J. L. Hud iM) wat 
partir ‘ Det t ¢ fact 
p as P , Extremes of Heat 
; i x wu A‘ ” 
leve ‘ t hk n t 
x ed Iw 
\ ist Approa ir the 
4 nx » W ’ tall 
i ve t < Or and ‘ 
ex whic gh t 
Replies Are Inadequate oF : -- 
‘ With ¢ kind 
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SWING-A-WAY MANUFACTURING CO. - 4100 BECK AVE. ST. LOUIS 16, MO. 
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MURRAY 


means NEW BUSINESS, NEW PROFITS for you! 


NEU RRA Y 













Matched Steel Cabinets and Cabinet Sinks ' 


Ulera-Modern cabinets of most any size and 
shape to suit every need! Special-quality welded 
steel throughout coated with durable hi-baked 
enamel. Plenty of handy drawer and cupboard 
space .. . adjustable shelves . . . nickel plated, 
semi-concealed hinges . . . recesses that assure 
comfortable toe and knee space; provision for 
fluorescent lighting under all wall cabinet units. 
Silent, brass-runner drawers; sound-deadened 
doors! There are 4 Murray cabinet sinks: the 
big 66”, the deluxe and standard 54” models, 
the compact 42” — lustrous porcelain-on-steel, 
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Model CA-54 Model CA-51 


MW RRAYWY 









Woll and Base 
Cabinets 








Streamlined Gas Ranges! 


Three wonderful 40” models, plus a deluxe 346" —~ 
and compact 20” range complete this fast-sell- > 
ing Murray line. And here are some reasons | 
why they sell! “Waterfall” front, no seam at | 
front-top of range. Extra-large ovens, smokeless : 
broiler pan and grid. Lux Minitminder, Robert. ~ 
shaw thermostat. Built-in lighting. Hi-Lo gas- | 

: 

: 

; 


















cocks usable with any type gas. Burner bowls 
stamped right into range top—no seams! Choice 
of grouped or separated burners. Plenty of stor- 
age. Fiberglas insulation. Durable chrome ap- 
pointments. Unit welded frames. Gleaming 
porcelain-on-steel! 


















Model GA-42 Mode! GA-40 


Model GA-30 


Model GA-20 







Model GA-44 





High-Speed Electric Ranges! 


From completely automatic 40” ranges to fea- 
ture-full 20° size, ideal for small homes or apart- 
ments! Robertshaw automatic pre-heat oven 
thermostat, automatic oven timer clock, Lux in 
terval timer. Fast, efficient Monotube 7-heat 
cooking units. Six Quart Deep-Well Cooker 
with Monotube unit, that can be raised two be- 
come fourth surface unit! Convenient appliance 
receptacle. Storage drawers galore. Warming 
drawers. Extra-large ovens. Oven, broiler and 
range fully porcelain coated. Unit welded 
frames. Many more features that will sell and sell! 
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Model EA-72 Model EA-70 Model EA-60 Model EA-50 











IF YOU ARE A WHOLESALER, 
hindly write on your letterhead. 
IF YOU ARE AN APPLIANCE DEALER, 
kindly forward coupon. 





Model EA-74 








HIS beautiful new line is BIG NEWS 








ELECTRICAL 


to every wholesaler and dealer. Here’s 
a timely opportunity to build new busi- 
ness, new profits with a line publicized 
from coast to coast! Sell complete, really 
new steel kitchens .. . electric ranges and 


MURRAY 


1950 
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gas ranges ... by Murray — for over 10 
years makers of quality Home Appliances. 
This entire, new high quality line is engi- 
neered and manufactured in one of the 
world’s most modern appliance plants! 
Get details today! 
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Tie-In with THOR’s 
Continuing Advertising 
Campaign...the Biggest 

Tim isl@) Malt ti-la a: 


Appearing month after month in 
LIFE 
BETTER HOMES and GARDENS 
McCALL’S , 
elelelem [elthy i ¢iid isle 
PARENTS’ 


and more than 


142 leading newspapers! 


There’s a Better Way to Profit 


... the 1950 THOR Way! 


Suds to 
spin-dry 
ina 
single 
porcelain 
tub! 


r Skip the 
e entirely ! 


the nator Deep Rinse 
Thor offers yo" hing” ction Or you 


Ag" 

Yes, 

ra works by 
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© value is the 


“wel 
thorough e. ner -Washer 


lows Ther Contin 
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with Agitetor Action that — we 
. 1 
pees in COLD weoter e big 
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" oe ~" — m i jeter necessary 
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ea ip the rinse entively 
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the flip 7 ‘ . —_ 
a You decide 


yous Overflow The great 195 


ficient wone great 1950 Thor Spin 


in use the 
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es 


the New 1950 


See — 
Sad batt THOR-Way DEMONSTRATION | 


' of Bers 
7) relox efter Wash 
it all while yo | ashing ot Your Deole, 
Sie 


ee 
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Theor ADVERTISING 
Shor MERCHANDISING 
Lhor PROMOTIONS 
Shor SELECTIVE DEALER FRANCHISE PLAN! 


100% dealer backing —that’s the 1950 Thor plan. 
The biggest advertising campaign in Thor history — leads in 
power in national magazines and newspapers. Bigger-than- 
ever promotions — put new punch into your Thor selling plans. 
New, stronger merchandising aids —convince customers at 
your point-of-sale. All these are just part of the profit pack- [ 
age you get with Thor’s Selective Dealer Franchise . . . the 
best deal, the greatest money-making deal in the washer field. 


ASK THE THOR DISTRIBUTOR IN YOUR 
COMMUNITY ABOUT PROFIT DETAILS OF 
THOR’S NEW DEALER FRANCHISE PLAN 


THOR CORPORATION 


Chicago 50, Illinois 


Thor-Canadian Company, Ltd., Toronto, Canada 
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' 
yor A The stat sd the if 
Let “By” and “Kay” Help You Sell! << °*""""" 
3 tures 
oe like Sride 


“By” and “Kay” Factor og Sek ica 


are ready te go to work for you! that the 1,00 


FIBERGLAS 


PAGE 









"By's” base has 
@ Special 
adhesive that 
sticks to any 


dry surface. 


108 


These 5-inch sales-minded characters 
are telling 33,000,000 readers of LIre 
and BETTER HOMES & GARDENS what 
both men and women should look for 
in buying appliances 


Now, “By” and “Kay” are ready to 
stick to the sides or tops of appliances 
in your store—to remind buyers how 
to buy, and sellers how to sell —with 


Fiberglas* Insulation 

To get your supply of these sales 
aids, see your distributor or manufac- 
turer's representative 


OWENS.CORNING FIBERGLAS CORPORATION 


Dept. 104E. Toledo |, Ohic 


NS IRNINE 


FIBERGLAS 





IS IN YOUR LIFE. 









Teaching Sales Staffs 
To Sell Electric Lrons 
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neat to iron imen 


snd 350 to 400 for silk 


r 1,100 watt iron per- j 
1 to go ahead at top speed, 


without danger of burning, the next 


Let Them Hold it 


x t Au 
‘ en i re 
r ve 1 yt 
goo i to 
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rtable. Tell 
‘ and to 
nla he orand 
i 
tt the } fit 
It I ‘ th 
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“Kay's” base has 
a special 
adhesive that 


sticks to any 
dry surface. 








FOR GOOD! 





LIKE GEORGE OR ME TO FIX YOU 


AN ICE BAG. MR SCHULTZ? 
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Here’s how you can 


meet and beat all competition 


The @ Leader Line for 50 


@ LAU “niteair” fan fer every 
home for every purpose 


NEW 1950 “Niteeir” NA.20-W 
Window Fon with steel eapond 
ors. Powerful exhaust... deep 
20° blodes fits windows 
vp to 39° wide. Mas variable 
speed switch, 1.12 HP. motor 

light weight; jwst 30 Ibs. 


NEW 1950 “Niteoir” NA-20-P, 
completely redesigned, im 
proved Porteble fon with 20° 
biodes. All new “finger-proof” 
gvords, Chrome handle. Silent, 
powerful | 12 1.7. moter, veri 
able speed switch See it 


“Niteair” Window Fan SS Bice 


HP. motor, varicble speed 
switch. It's an amazing valve 


NA-20-PWw 


$ _—_—_— 
3 } NEW 1950 “Niteair” 24” and 
30° Window Fans. Each size 


has choice of Hi-Speed or 2- 
a Speed motor. Compact, power 
A be ful enough to cool many rooms 
can be installed in windows 
up to 40° wide. A profit-maker! 

NA-24-W 30-W 


NEW 1950 “Niteoir™ Filter 
Breez . . . @ compact unit for 
spot cooling. No installation 
problem. Drows in cool air and 
filters it, Great for hay-fever 
retiet—equipped with 1” thick 
filter. Quwiet, vibration free, 
variable speed control, con be 
PUTER -BREEZ vied in ony desired position. 


Lau helps you seo your jebber or 


[ 
sell more write today for full details 


Your COMPLETE Soles Portfolio . . . 

to help make this your biggest Fon L A U 6 Lo ty gr R ¢€ o M PA NY 
Selling Season in history! Ads, rodio, 

television, displays, direct-mail, post- 

ers, cor cords, publicity, demonstration 


techniques . . . oll included. Ask your Dayton 7, Ohie 
jobber about it! You will like it! 


Get this sales portfolio FREE 
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(ominiou AppLiIANCES 


Here are gifts worthy of “all out” promotion! The 
season ia here—in fact, every month is opportunity 
month in the bridal market when promoting these out- 


standing appliances! 


PEE AR ne ee AON Cn I NER BE 


The “Grid--Matic” (above left)——-Breath taking, 
modern styling ... every day utility. Makes a huge, 
tempting waffle that will serve four people at one 
sitting—uniform, constant heat, thermostatically 
controlled, produces highly pleasing, uniformly 
good results, Or, quickly turn the same grids (no 
extra set of grids to buy or store) and you have a 
spacious grilling or cooking surface that becomes 
invaluable. It’s so handy, so dependable and has so 





many uses. No wonder the “Grid-O-Matic” is win- 


ning praise everywhere! 


The “Pop-O-Matic” Toaster (above right) ——Com- 
pletely automatic—another member of the Domin- 
ion line of “Family Favorites” which has also won 
immediate acceptance. Superb styling, mirror-like 

hromium finish, unfailing delivery of appetizing 
toast, shaded to taste, combine to provide a toaster 


that would delight any bride. 


Makers c! a full line of table appliances — available through 


reputable distributors across the nation 


DOMINION ELECTRIC CORPORATION 


MANSFIELD, OHIO 











PAGE 110 MAY, 1950—ELECTRICAL 


Teaching Sales Staffs 
To Sell Electric Irons 
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li 


average person remembers only 
percent of what he is told, 50 percent 
of what he sees but 90 percent of what 
he does 


Steom fron Demo 


Mr. Johnson takes the stear ron 
as a subject for | 


cannot be lemonstrate 


1is presentation. This 
‘ + 


"vy merely 


showing a < 
iron sh 

on an ironing 
customer 
mosphere 


normally ised 





to have pieces 





rics in order that the actual ironing 
operation may | lemonstrated The 
pieces i Tab? vuld be dry and 
should be handed to the prospect before 
being ironed in order to prove that they 


i that they 
ire too dry to be ironed with the regu- 
1 


without first being sprinkled 





Ihe actual demonstration with a steam 
rol in be very convincing when 

ywwing the prospect how beautiful 
the fabric looks after ironing 


‘The salesman should actually tur: 
' 
k 


the b, first changing the iron to a 
tear ron and then to a dry iron,” 
ays Mr. Johnson. “The iron should 


be held up so the customer may actu- 


ally see the steam escaping from the 
botte When discussing the automatic 
hutoff and the automatic turn-on, the 
iron should be set to rest on its heel 
showing how the steam automatically 
turns off, and then returned to regular 


roning position to show how the 
teaming can be resumed 
“When discussing the lightweight 
eatures the salesman should hand the 
n to the customer to prove this 
point. In describing the grip, the sales- 
man should demonstrate how tight 
gripping of the handle of an uncom- 
ortable iron actually strains the cords 
and muscles in the hand and forearm.” 
For coaching salesmen, Mr. John- 
presents a breakdown of his 
analysis of each iron to salesmen to 
show how the product can be analyzed 
against competition for sales purposes 


End 
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WHO AM | TO ASK QUESTIONS—A SALE’S 
A SALE.” 
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GE GREAT NEW 


MODEL 1277 
with big 12! a" block tube 


You COR pul your confalence cre — 


GENERAL 
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TV VALUE! 


199" 


Sell TV’* finer picture 
at G.E}’ lowest price! 


a ORDINARY TV 
Limited range of picture tones 


@& G-E MODEL 1217 
Wider range of picture tones 


M™ one of the fastest selling television receivers 
General Electric has ever produced—~—G-E Black- 
Daylight Model 12T7. Moving out of stores almost 
before it’s uncrated, this solid value is selling faster 
than we can make it, for one simple reason. 12T7 gives 
you the industry's strongest selling point: 4 fixer TV 
picture, greater eye comfort .. . at our lowest price in 
history for 1244" TV! Side-by-side tests prove to cus- 
tomers that 12T7 gives blacker blacks, sharper con- 
trast than ordinary television. Plus freedom from 
annoying glare and reflection. Built-in antenna, 
Modern cabinet veneered in hand-rubbed, genuine 
mahogany. Jump on the 12T7 success train—call your 
G-E distributor, or write General Electric Company, 
Electronics Park, Syracuse, New York~now! 


* Plas tax, installation and picture tube protection pian. 


ELECTRIC 






















NEW 1950 
INTERNATIONAL HARVESTER 


, Refrigerators 


New convenience . .. new economy new Shadowline Styling 
new SALES APPEAL! A complete line of Femineered refrigerators 
—six models .. . six sizes six prices—to satisfy the requirements 


of any family, and budget. No wonder International Harvester 
Refrigeration Dealers everywhere are saying: “The Femineered Line 
Is The Sensation Of The Industry For 1950!" 
“Features With A Function” are selling points that convince pros- 
pects. Exclusive new “Egg-O-Mat" built-in bottle-opener full- 
length doors on all models . .. Pantry-Dor—many, many others. And 
—to help dealers sell—typical, continuing, hard-hitting International 
Harvester national advertising and co-operative local promotion! . 


Listen to James Melton on “Harvest of Stars” NBC, Sunday Afternoons 











| ¢ 


Model H-92 
$33995 


New PANTRY.DOR holds more, i” view 
im reach Pull 9.2 cu. ff. copecity cold 


to the floor 








Quality-Engineered. * Model U-76 
Customer-Femineered... noo” 


PROMOTEDTO SELL! ee 


of a 4 Shelf Areca 











ares! international Narvester totals 11.6 squore feet, 
4 e ~ 


INTERNATIONAL HARVESTER COMPANY 


18O N. Michigen Ave . Chicago 


i} INTERNATIONAL HARVESTER 
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‘uae et EE Speaker Sees Return 


npany saies torces 


ici Qf More Utility Selling 


Restofski predicts full or partial 
merchandising for many companies; 
dealers support wiring allowance 


residentia \ co eH ‘ rverchandise but miss on 
ae interests & - } mentals, Utility home set HARRY RESTOFSK! 
thes dryer, range, xe departments are effective im 
busi teaching salemen how to use appli 
' punt ances; these departments also have 
Growing Market [ Re b ior $ y in revenue, | tK an important role in store demon 
ted t 1¢ group » dryer seems t , strations and on mass selling 
a key to the position, and ooking schools and tele 

a great wave ot thinking goimg 

management,” he continued In discussing the role of women 
Summarizes Survey. T. L. Los! in the electric industry, O. R 
f Northern States Power Co., Mi Doerr, vice-president in charge of 
neapolis, reported on how utilities sales for the Pacific Gas and Elec 
are developing their loads through tric Co., pointed out that men are 
dealers In summarizing answer suited to hard hitting selling jobs 
from 94 utilities, Mr. Losby said while women excel in building up 
that manufacturers do a go t use of products. He stressed the 
sales training on features of load building possible for a utility 


Th BARE iT Re ST 


serving one million domestic cus 


tomers if cach consumer uses one 


ei tt ACPA 


additional kw.-hr er month 

Farm Challenge. Conceding that 

the big job of extending the dis ROGER BOLIN 
tribution systems to the farms of 
this country is about over”, Grover Other Reports Dr aine 
‘ Neff, president of Wisconsin Knowles Weaver of Ohio State 
Power and Light Co.. told the Con spoke on “What's New in Laun 
ference that “the development of dry Research” during the home ser 
farm electrificatior to the point vice comlerence She produced 
where electric power is efficiently swatches to prove that dryers do 

] which will return not shrink blankets 
niv well Among other speakers on the 

tarted program were Joe Rushton, Frigi 


Agreement for these sentiment aire, who reported on “The Next 


as expressed in another speech b teps in Meeting Fuel Competi 
L. Rummell, dean of agt ture ior Ralph Robey of the National 


State University. He sai , ‘ of Mirs.. who outlined “The 


family has not yet learned Current Business Outlook”; Fred 
y t if lightiy is the 4. Compton, Detroit Edison Co, 
{ electricity. ' ios vho spoke on Residential Heat 
and income with sux ng J}. J. Nance, president of Hot- 
ins.” he stressec pot Ine who evaluated § the 
d the group that th Electrical Appliance Outlook for 
not now ki w «the 1950-1951", and Elmer L. Lindseth 
bilities of the farn president of EEI and the Cleveland 

He cited records of Electric Lluminating Co 
which show that the Handbook Ready Soon. During 


customer's use of the report of the farm utilization 


ACCEPTING FIRST PRIZE trophy won " 31 George A. Hughes competi 


nm for 1949 is H. H. Brenan (center), manager of residential sales department umped from 1200 kw committee, Ed Smith, Dayton Pow 


to 3100 kw.-hr. in 1949 er and Light, announced that the 
rate continues during the farm electrical equipment handbook 
next five years, farm customers a compact reference book of more 
average use in 1955 will be approxi than 200 kinds of farm electrical 
mately 5700 kw.-hr., he said (Continued om page 116) 


nia Power and Light C Offered eoch year by Hotpoint, Inc., the : 1940 
re sponsored by the E. E and presented to electric companies in 

ries of educational ond promotional activity. Dwight R. Anneoux 
yont, hands over the trophy to Brenan, whose firm won two of the 


, . E. Whitwell looks on 
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cant 


happen with 


America’s Ten Largest Magazines of Audited Circulation * Publishers’ Statements for Last Six Months of 1949 






























“cash: 


Why are single copy sales the 
cream of magazine circulation? 


Because they are buyer-initiated. 
Because no premiums or pressures, 
no song-and-dance, no special 
inducements bring the sales in. 
The single « oOpy sale reflects the 
reader's desire to buy, rather than 
the publisher’s desire to sell. 


| CASH-AND-CARRY CIRCULATION (SINGLE COPY SALES) 
CIRCULATION | MAGALINE | 1,000,000 2,000,000 3,000,000 4,000,000 

5,305,394 | Life ) | 

4,429,260 | Ladies’ Nome Journal | | Ba T 4 

4,010,219 Seturdey Evening Post r oe we 

4,000, 156 | Woman's Home Compenion Os ees 

3,997,306 | McColl’s 

3,454,080 WOMAN'S DAY ; ee et a 

3,291,829 Better Homes and Gardens fates ee 

3,140,371 Collier's PES. MaeNaag 

3,110,040 ic | ae amy ] 

5 aed | Geeod — — ames - } | | 

wh ‘ ¥ ‘ sa! . - 
the greatest cash-and-carry circulation 
PAGE 114 MAY 
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An unopened magazine can’t whip up much 
enthusiasm for the products between its 
covers. And there are plenty of unopened 
magazines — plenty of Annies who don’t live 
there any more. That's just one example of 


the waste circulation in subscription figures. 


THAT'S WHY WE SAY “CASH”, 

The woman who puts out cash for a single 
copy of a magazine is going to read that 
magazine. Her cash is ready money . . 
money she’s ready and able to spend to 


buy her the things she wants. 


THAT'S WHY WE SAY “CARRY”, 

The customer who's up and around, eager 
to buy and read, is a far more promising 
prospect than Annie . . . who isn’t reading 


in December what she subscribed to in May. 


“CASH-AND-CARRY” . . . YOUR MOST 
VALUABLE CIRCULATION, 


Cash-and-carry magazine sales are made to 
active customers who pay money on the 
spot for the things they want... and that 


can mean your product. 


circulation” 


Every sale of Woman's Day is a 
cash-and-carry sale... 

and Woman’s Day tops all the top 
magazines in “cash-and- 


carry circulation.” 


of all magazines Woma n’s Day 


on sale at all A& P Food Stores—S5S¢ 
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, ; 
Kalamazoo! For years 


approval, lasting customer satisfaction 


a top-profit leader its 


Here's modern, eye-caressing styling; 
lues in convenience and ef 


affords a splendid service table; uniquely 


better cooking Inside 


chicken or twelve chops 


oven handles the largest « 


ahaure 


Ye 4, Wile olator control 





this has beer 


“New Metropolitan” 


fliciency 


f oven meals 


Outside 








a password to quick consumer 


And now Kalamazoo brings you 


. Wilcolator-controlled. 


features that offer dramatic 


A spacious, 10”-wide top 


designed burners promote 


waist-high, smokeless broiler—holding a whole 


eliminates back-bend entirely ; 18” “Thermagic” 


and automatic heat control 


ideal roasting and baking in the simplest and surest way. 


on the “New Metropolitan” means precision 


cooking at a touch of the finger tips, plus time-saving and economy, too. . . 


the most desirable features any 


Wilcolator “ 


other gas range control 


Uniflow” valve 


range can offer 


For the exclusive 


with greater flow capacity than that of any 


promotes fast preheat, maintains oven cooking 


temperatures so precisely that gas consumption is minimized. 


And you'll find an extra dividend accruing to you: The Wilcolator 


control is so easy to service, there’s no dissipation of your profits on 


costly service calls 


Kalamazoo ‘'New Metropolitan" 
(Model DH-141) 
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Wilcolator 


CONTROL 















SOME WELL KNOWN GAS RANGES USING 
WILCOLATOR FOR PRECISION CONTROL 
Autocrat Kalamazoo 

Coleman Maytag 
Copper-Clad McClary 

Crown Norge 
Detroit Jewel Prizer 
Enterprise Real Host 
Estate Roper 
Florence Royal Rose 
Garland Tappan 
Grand Universal 
Hardwick Welbilt 
Hart Wincroft 
Western Holly 








) Wilcolator 


COMPANY 





Elizabeth, New Jersey 


MAY, 
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EEI Meeting { 
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equipment, will be available June 1, 


at $1.65 each quantities of two to 
530. and $1.20 cach in thousand copy 
I \ kit of 70 Kodachrome slides 
and four talks will be available at 
the same time 

Winners of the Laura McCall 
home service awards were Edna A 
Stephany, Pennsylvania Power & 
Light, Virginia Pierson, Pennsyl- 
vania Power & Light, Muriel H 
Kodis, Arizona Edison, Margaret 
Buchan, Indiana & Michigan Elec- 
tric Co., and Marjorie Hume, San 
Diego Gas & Electric 

The Pennsylvania Power & 
Light Co. received the Thomas W 
Martin rural electrification award 

The George A. Hughes awards for 
1949 were presented to six electric 
conducted outstand 
ing educational and promotional ac- 
tivities to advance electrical living 


companies that 


Pennsylvania Power & Light wor 
prizes mm classes | and IV covering 
electric kitchen and dishwasher ac 
tivities. Gulf States Utilities Co. wa 
second in the kitchen mpetitior 
West Penn Power Co. and the } 
tucky & West Virginia Power 
won first and second place in the ele 
tr range Hvisir wi We st Pe 
and the Detroit Edisor wor 


Radio, TV Sets In Use 
Total Almost 89 Million 


Almost 89 million radio and tele- 
vision sets were in use by the « 
f 1949 according to figures cor 
piled recently by the Radio Mirs 
Assn. and the National Assn. of 
Broadcasters. A total of 14,500,001 
sets were sold in 1949 with 
radio sales accounting for alt: 
eight million of the total Aut 
mobile radio sales were 
illion units while rV sets a 


inted for the remaining 2,594,000 


Gubernatorial Inspection 


INDIANA’S GOVERNOR Henry ® 
Schricker (center of group) inspects 
neck sections for 16-inch picture tubes 
during opening of RCA’s new Marion 
Ind. tube plont. Civic and company 


tticials look on 
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hank you 
a Billion times for helping us 


bring this better battery to the world 


THE BILLIONTH BATTERY 
“Te our /riewd: tn the field, 
@ WPecsal debt of gratitude 


At our headquarters in Madison, Wisconsin, we recently celebrated 
the production of the billionth RAY-O-VAC LEAK PROOF 
Flashlight Battery. 


In itself this production achievement makes an auspicious showing 
for American competitive enterprise. To our thousands of employees 
and to our townsmen we have already expressed our appreciation 
and underlined the significance of this milestone, 


To you, our friends in the field, we owe a special debt of gratitude, 


for without your aggressiveness, enthusiasm, and facilities, this 











relatively new improvement in flashlight battery construction never 





could have reached the public in such large quantities and in such 
a short time. 


Meanwhile, the first of the second billion RAY-O-VAC LEAK PROOF 
Flashlight Batteries are rolling off the production lines, We wish 
you every success as you climb to new peaks of sales achievement 
with this modern “package” of portable electric power—sealed in 
steel and known the world over. 


We can best express our thanks, we believe, by continuous efforts 
to better our product and by ever expanding our program of 
merchandising and selling aids for you 


Sincerely, 


iP Pe ; oe uf 
(Md wre 
ee kM 
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APPLIANCE SALES / 


You R big-s fit appliance sales are right at your finger-tips when 
1) use DODGE REPORTS, You get sales-making facts that show 
¢ prospects f appliance among 
new apartment buildings, banks, hospitals 
schools, churches, theatres, homes, factories 
if type of new n where electrical appli- 


\ ure told WHERE to x WHO to sex WHAT to talk 


‘ t wet ini HuUsine \ : a“ nave this informatior t 
: area 1 specif ‘ pe of ‘ age of 
‘ re 
rt with DODGE REPORT an be f t im the ght 
mt the ynt tin you Kr ‘ , is involved in each 
t (name f owner, architect, engineer, contractor) cher 
arya , t« ntact prope ! 1ua for esenta ! i 
DODGE REPORTS save 1 tine ave you “leg work They 
bie you go straight to your active prospects with a sales 
‘ based upen known fact at the proper moment f ofthe 
I how witt t ‘ how DODGE REPORT ar 
gra the big ta a aies in the “ on 
1 


rt ——-—-— MAIL THIS COUPON -----, 





i ves wont to know about the profitable 

j Appliance Sale "ew construction. Without cost 
‘ bligation, show me how an use DODGE 
REPORTS my ft wre ' Jo busness East of the 
8 Ries 


F.W. DODGE 
F. W. DODGE CORPORATION 


st ' News Division 
9 West 40th Street, New York 18 NY 


! iM—5.5 


1 

I 

1 
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! 
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Boom Times: February Production 
Sets Record Highs in Two Fields 


Only FM radio output fails 
to better last year’s marks 





4 ready et t T 
right t and say it, but monthly 
pro tion figures came close to it 


the boom was on in appliances 
Manufacturers admitted that first 
arter business was better than 


e had antx pated that pr pects 
ainder of the year looked 
» i, and that allocations had been 
aced on many appliances once 
gal For details see Exmucrnical 
Vi ew s x irvey n page 
120 brua luction levels 
i hed adequa sta l p f 
hat things were, indeed, very bright 
‘ ippliance bu 
efrigerator 45 lu 
ance t up to 461,256 units mn 
Febr 4 ar all ‘ o I 
was over 112,000 s ahead of the 
same yt? ast ir a 1 w 
ping 63,000 | = 


monthly record established 
er f 1948 
n, rad 


and «freezers al 


Range washers, telev 


rode the crest of the sales boom 
Onlv FM radio and dryers were 
down from January figures, but the 
latter was 106 percent ahead of 
1949 r'V production again set a 
new record 

No Washer Blues. Factory sales 


f standard size washers were 


hicher in February (with one ex 
cep than in any month since 
October, 1948 Tr} February total 
was 342,967 units, below the 357,281 

rk of last September, but 24.4 
percent Januar 1950, and a big 


70 percent over February, 1949 

Ranges moved sharply upward in 
February with production of 118 
989 units beating any month since 
November 1948 The February 
mark was 34.7 percent ahead of the 
1949 and was over 





ame period 
21,000 units better than January's 

Dryer production was down 
lightly from January levels but was 
106 percent ahead of February, 
1949. Current production (Febru- 
urv) was 19,389 units 


lroner production was up 36 per 


ent from January but was slightly 
behind Februar wt last year T we 
¢ tals for ironers are 15 per 


cent below the same period last 
year, due largely to January's rela 


7 97 


tive Reure ne 
percent behind January, 1949 
Freezers Boom. A: ge the most 
en AMIE ‘ was th 
ree ‘ ea a 
nw it ahes 
, 
° ’ 
‘ e ‘ 
t ‘ 
" , 
) c = 
wer 
; 


TV As Usual 


MAY, 1950 





tior re is were broken - still 
again iast t nt wit 367.065 units 
as compared to 335,588, the previ- 
ous higt November figures were 
higher but were computed on the 
basis fa five week month) Feb 
ruary duct was 208 percent 
ahead of the same month last year 
with the two month total running 
192 percent ahead of 1949 
Rad production in February 
ed 9,000 units over the 17 
eding for a total of 750,393 
init ark was 25 percent 
nea year and “ ¢ 
nce ‘ f last yea 
as tf e¢ Decem 
142 
« rad pr duct 


tatistics indicate that output of AM 
et vas > percent ahead of 
February last year while FM-AM 
ets ran 12.64 percent behind 1949 
I i " 1 figures, FM-AM 
production dropped from 89,136 in 
anuary to 86,455 in February 


Water heater production moved 


' } ) | } 

ip sharply ver january, with the 
February total of 53,149 units be 
ing the best mark registered nce 


October, 1948 





More Bendix in 
use than all other 
automatic washers 


combined 
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The completely modern kitchen 
of the Pauls, Country Gentle- 
man subscribers of Lowa, shows 
how much buying follows the 
coming of electricity into the 
better farm homes. 




















Your best rural customers 


These prosperous farm people are Country Gentleman readers 





dreds of other families right in your own trading area 


in Country Gentleman 





brands. 


mie 


Admuta Retrigerator 


Arwin trons 
Arvin Lectric Cook 
Arvin Portable Electric Heater 
Arwin Radios 
Bendia Laundry Equipmen! 
Ben-Her Farm & Home freeze 
Big Ben & Baby Ben 

Alarm Clocks 
Carner Food Freezers 
clark Water Heater 


ts 
at 


pa aan 


el A eID RRO RN ani cle a 


Dazey Electric Churn 
Jeepireeze Home freezers 
Del aval Food Freezers & 
Milk Cooler 
Deming Water Systems 
Dempster Water System 
ater Washer: 
ewmachines 
ndrver Washer 
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Apes Dish. A-Matn Dish Washer 


1950 


Electr: Keating Cable 

Llectrx Seed Bed Heater 

Cetate Gas & Electric Ranges 

Frigidaire Electric Ranges 

Frigodaie freezers 

Frigrdaite Muth Coolers 

Frigidaire Retrigerators 

Frostotolé Food Packaging Wits 
wal Ciectrec Farm Products 


e 

jeneral Lectric Heat Lamps 

Getersl Llectric irons 

Senere! | lectrc Lamps 

yenern! | lectric Miners 

General Llectric Radios & 
Rad.o Phonographs 

Generel Electric Washers 

sone al Clectric Water Heaters 

yenetal Mills Home Apphance 

Gibsor Freezers 

Gabsor Ranges 

wbsor Refrigerators 

Guild Clectric Toots 

Harder. reez Home freezers 


Heat Master Water Heaters 
Hobart Generators 
Home Utility Electric Toots 
Horton Washing Machines 
nternatonal Harvester 
Retrigerators & freezers 
Ketvinator freezers 
Kitchen. Aid Food Preparers 
Maytag Washers 
Morro Matic Electric Percotators 
Motorota Radios 
Myers Water Systems 
Norge Electric Renae 
Norge Retrigerators 
Norge Standard Washers 
NuTone Door Chimes 
Phitco Refrigerators 
Robtins & Myers 
Water Systems 
Royal Vacuum Cleaners 
A. 0. Sewth Water Heaters 
no Breze Ai: Coole 
speed Queen Washers and 
roners 


typical of hun- 


good customers to culti- 
vate. Country Gentleman's 2,300,000 circulation is concentrated in the Top Half 
group that gets 9 out of 10 farm dollars! And families like this. . . 


see your best-selling brands 


Fast-moving lines are advertised in Country Gentleman, No. | farm magazine in 


advertising revenue! So display and push these Country Gentleman advertised 


es 


Speedway Milk Coolers & 
Food Freezers 
Stewart Chpmaster & 
SPearmaster 
Telechron Liectr: Clocks 
Toastmaster Toasters 
Toastmaster Water Heaters 
Victor Freezers 
Waters Conety 
Home Pasteurizers 
Westclon Clocks 
Westinghouse Cleaners 
Westinghouse lrons 
Westinghouse | aundrome! 
Westinghouse Muking 
Appliances 
Westinghouse Radios & 
Radic Phonograph + 
Westinghouse Retrigerctors 
Witson Milb Cooters and 
f reerer 


In over half of all U. 5S. coun- 
ties, Country Gentleman has 
more circulation than the big- 
gest weekly or biggest women's 
magazine! 


cept dele, ROL? 








IMPORTANT 
REASONS 
WHY 








































WASHERS 
ARE EASIER 
TO SELL! 





TANGLE-PROOF 
“TOP suDSs” 
WASHING 








ELECTRO-SAFE 
PRESSURE 
EXTRACTOR 


A MODEL 
FOR 
EVERY BUDGET 


MINIMUM 
SERVICE 









TIME TESTED MILLIONS 
SINCE 1876 or 
SATISFIED 
USERS 


LIBERAL DEALER FRANCHISES 
AVAILABLE-- Voss dealers enjoy liberal 


mark-ups, sales and promotional help and 
national advertising prestige. For full 
particulars write today to: 


VOSS BROS. MFG. CO. 


DAVENPORT, IOWA 








Business Will Remain Good 


Through ‘50, Leaders Say 


Electrical Merchandising survey 
finds industry officials agreed 
that sales level will stay high 


ahead of January fore 


;* IRST quarter business was con- 
4 

siderabl 
ast most manufacturers look 
mtinue at its stepped-up 


pace for the remainder of the year 
were the mclusions of it 
dustry executives replying to a1 
I RICA MERCHANDISING survey 
la th 
Allocat s, almost a thing of the 
past a year ag have returned « 
ral appliance lines as well as 
Ve ! af ance Sa 
4 cace led ur x ‘ 
x : and wea ( ! 
g! war ‘ mting 
df th emainder of tl a 
| New t sales 1 . 
at | tat i 
, e f 
i¢ n hh 
\ at anwes Iry 
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, j pa 4 and 
| car € tf ‘ lels 
al " 
‘ fc ‘ x 


t Mr. Newcomb said 
Admiral Picture. Admiral's app 
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t last yea H. Db 
ake appliance vice-president 
and Put acceptance 
firt ew es has been excell 
i t mpany 18 unable to meet 
and Refrigerators and 
Ct ' » all ator and w 
i va tor at ca 
‘ i Mr ak 
; 
\ € d a 
era pt t ire b 
la | N atice t ! H 
Inc. Whil gal 
< i i the R } 
Id tinue str g throughout 
the year, Mr. Nance aid that re 
newed npetit i et 


y ] eariy ‘ si < 
< e said I esui 
5 w ta g and sal 
" “rams and also in an 
‘ ane 
i outlets 
Vl Na based . 
n ling a 
ve e t £ 
R i ye and personal sav 
” evels, veterans nsurance re 
tunds and introduction of new ar 


ances reflecting better duct 
eff 


Philco Report. Sales and earn ngs 


‘ ry are ru xz we 
ahead of the last quarter of 1949 
d a g fret 
; : 
I~ are x ted 
1 
r re : i" 4 a 
th ¢ story e \ 


1950 


ca “ d be neces- 
ary all ate Uv Pt | ! r some 
time to me He als pred cted a 
1 year o reirigerators 
cere d air litioners 
De t rhe 2 Strix sa 
General Electr appliances was “ex 
eptiona { the first qua 
ter of and | tinue at 
high level tl ig t the year, H 
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TV's Future. Admiral vice es 
lent R I rd \ (sraver 





at he ate a sea al |e 
tel n the r me 
t def ely mn xtent « 
ast i He pred 4 ibstanti 
wa tre 1m t and 
is fir plans to ke manufa 
ring tacilitve gea meet 
Ie and | | king 
tl ly growth lust 
€ g of new arke and 
peara a < 
nad 
Complaints Rise 
t fr 
\ 1 ‘ 
: " 
! a e field 
Ne \ wa 
! Ma M M 
‘ la 
bet a we yt 
M ad lar 














ELECTRICAL 




















MERCHANDISING 


= 


. 
i 


Nationally Advertised 


Hard hitt in beg 


Post sa 
etter omes 


| 


ELECTRICAL MERCHANDISING—MAY, 1950 PAGE 123 

















A GREAT TEAM =3=- 





DRYERS, CLOTHES Units AM RECEIVERS 
(Members, Ameri Home Leundry (Redico Manufacturers’ Assn.) 
M's. Assn.) Jan 1950 571,059 
jen. 1950 19,495 Jan. 1949 561,900 
jen 1949 9 A437 Feb 1950 663,938 
Feb 1950 19.389 Feb 1949 498 631 
@ fe 1949 9,407 2 Mos. 1950 1,234,997 


2 Mos. 1950 8884 2 Mos. 1949 1,060,531 
HOME LAUNDRY & DISHWASHER iwc i00 artes 


Je Change versus 1949 


Se Change versus 1949 Jen. 1950 + 1.63% 

Jan 1950 +106.58% Feb. 1950 33.15% 

Feb 1950 +106.11% 2 Mos. 1950 16.45% z 

2 Mos. 1950 + 106.35 % 
RANGES : 

FREEZERS, HOME & FARM (NEMA Member Seles, Not Industry) 4 

(NEMA Member Seles, Not Industry) 1, 950 97,925 : 

Jan 1950 31,948 Jan 1949 109.919 

Jan 1949 27,205 Feb. 1950 118,989 

Feb 1950 39,193 Feb 1949 88,333 

Feb. 1949 24,240 2 Mos. 1950 216,914 

2 Mos. 1950 71,141 2 Mos. 1949 198,252 









2 Mos. 1949 31,445 % Change versus 1949 
% Change versus 1949 Jan 1950 10.91% 
Jen. 1950 +17.43% Feb. 1950 + 34.71% 
Feb. 1950 +61.69% 2 Mos. 1950 + 941% 
2 Mos. 1950 + 38.29 
REFRIGERATORS 
IRONERS (NEMA Member Sales, Not Industry) 
ag one tee ngrhend a Home in 1950 375,856 
Jan 1949 396,329 
Jan 1950 20,300 Feb. 1950 461,256 
& Jan 1949 28,300 Feb. 1949 348,539 
Feb. 1950 27600 2 Mos. 1950 837,112 
—— Feb. 1949 28,400 9 Mos. 1949 144,868 ; 
2 Mos. 1950 47,900 
psinG LAUNDRY DETERGENT 2 Mos. 1949 56,259 Steno ven 1900 


acitaror-TYPe SU Jan. 1950 5.16% 


e % Change versus 1949 Feb 1950 39.34% 
Jan 1950 28.27"; 2 Mos. 1950 12.38% 
Feb 1950 2.82% 
2 Mos. 1950 15.52" VACUUM CLEANERS 


RADIO RECEIVERS, ALL TYPES (Industry Estimate by Vacuum Cleaner 
’ ’ 







































INCLUDING TELEVISION Mire sy open 
. ‘ an 249,1 
. (Redio Manufecturers’ Assn.) jen 1949 228.769 
DETERGEN Jan 1950 995.783 Feb 1950 263,515 
ELECTRIC DISHWASHER Jan. 1949 830,871 Feb. 1949 241,574 
Feb 1950 1,117,458 2 Mos. 1950 512,665 
a Feb 1949 716,538 2 Mos. 1949 410,343 
2 Mos. 1950 2,113,241 
2 Mos. 1949 1.547.409 ‘% Change versus 1949 
jan 1950 8.91 
Ge Change versus 1949 Feb 1950 9.08% 
Jan 1950 19.85 2 Mos. 1950 9.00% 
Feb 1950 03.92% 
2 Mos. 1950 36.57' WASHING MACHINES, STAND- 
TROLLED SUDSING LAUN ARD Electric & Gas Engine 
rumait-TYPE con TELEVISION RECEIVERS (Industry Estimate by American Home 
(Radio Manufecturers’ Assn.) Laundry Mfrs." Assn.) 
Jan 1950 335,588 Jan 1950 275,576 
Jan 1949 121,238 Jen 1949 172,400 
Feb. 1950 367,065 Feb. 1950 342,967 
Feb 1949 118.938 Feb 1949 201 300 
2 Mos. 1950 702,653 2 Mos. 1950 618 543 
2 Mos. 1949 240,176 2 Mos. 1949 373,700 
% Change versus 1949 Je Change versus 1949 
— Jan 1950 + 76.80° Jan 1950 59.85% 
Feb 1950 +208 62° Feb 1950 + 70.38% 
i 2 Mos 1950 +192. 56° 2 Mos. 1950 + 65.52% 
7 AT he FM-AM amd FM RECEIVERS WATER HEATERS, STORAGE 
|  (Redio Manufacturers’ Assn.) (NEMA Member Seles, Not Industry) 
Jan 1950 89.136 Jan 1950 44,248 
| Jan 1949 147,733 Jan 1949 32,425 
Feb 1950 86,455 Feb 1950 53,149 
= Feb. 1949 98,969 Feb. 1949 40,343 
2 Mos. 1950 175.591 2 Mos 1950 97,397 
ORDER F M y | 2 Mos. 1949 246,702 2 Mos. 1949 72,768 
RO OUR DISTRIBUTOR, Fe Change versus 1949; Go Change versus 1949 
OR WRITE | Jon 1950 39.66% Jan. 1950 26.46% 
eb 1950 12.64 Feb 1950 +31.74 
ECONOMICS LABORATORY, INC. « ST. PAUL, MINN. = 2 Mos. 1950 28.82% 2 Mos. 1950 +33.85% 
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INSPECTING Gibson display in Stop and Shop store ore H. Drew Flegal, left, 
merchandising manager of Northeastern Distributing, Inc., and Norman Raab, 


vice-president of Stop and Shop stores 


Tie-in with Grocery Supermarkets 
Clicks for Gibson in Boston Area 


Promotion to be extended nationally 
on ranges, refrigerators, freezers 


trigerators 
lrawings hele 

Stop and Shoy 
k 


kitchen clocks went 


ing local store winners 
tailers, their distributor 
1 store chai ined 
ng the giveaway with a | 
* tising Campaign 
The Promotion 
t underway ot re ) with full 


s headlined 


mpaign 


a third 


BOSTON HOUSEWIVES inspect a Gibson refrigerator as they prepore to drop 

the appliance’s ‘‘tilt bin”’ Tie-in with 75 Stop and 

Shop supermarkets in the Boston area proved so successful that Gibson dis- 

tributors throughout the country are following it os pottern in developing 
wn refrigerators, ranges and freezers 


their entry bianks intc 


ELECTRICAL MERCHANDISING—MAY, 1950 


” SOAPthetic 
for automatic clothes 
washers (AGITATOR- 


TYPE) Gives you two-way 
profit. Moves quickly, steadily 

.. reduces service calls. 
Proper balanced combination 
of soap, synthetic detergent 
and water conditioner. Pro- 
duces cleaner, whiter washes. 
Rinses freely. No soap scum, 
Keeps machine clean, too 
Prevents formation of scale. 
Recommended for use in lead- 
ing washers. FREE SAM- 
PLES available for demon- 
stration purposes. 


LECTRA'SOL 
for automatic 
dishwashers Fastest-grow- 


ing dishwashing compound in 
America! Steady business 
from every dishwasher cus- 
tomer you have. Leaves table- 
ware absolutely film-free, 
sanitized. Eliminates scum 
and scale in machine... cuts 
down service calls. It's non- 
caking. Comes in handy, ex- 
clusive metal pour spout 
package. Approved by leaid- 
ing dishwasher makers 


BLE SUDS 


for automatic clothes 
washers (TUMBLE-TYPE) 


Sells itself to any woman who 
owns a tumble-type clothes 
washing machine. The secret's 
in the suds the right suds 
level for most efficient wash- 
ing. Laundry comes out 
cleaner, sweeter, fresher. And 
the machine operates more 
smoothly . . . requires less ser- 
vicing. Recommended for use 
in leading tumble-type home 
laundries. 


MADE BY THE 


° * >. 


* Guarenteed by © 





MAKERS OF SOILAX 


ORDER FROM YOUR DISTRIBUTOR, OR WRITE 
ECONOMICS LABORATORY, INC. « ST. PAUL, MINN. 
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How to sell home laundry equipment 



































































1 Products made of porcelain ename 9 Last so long, it’s past belief — 
Are just like water in a camel+ “— When Armco tron is underneath. 





e ~ ———__-— — - = 



































ee RA me 
EN NID AAT <a 


3 This Enameting lron's the best base yet; Washers, dryers, laundry tubs too 
Holds the enamel tight, you bet! Clean like magic—look like new 























Armoo tron’s made just right 6 The order now is on the books 
» 

To a ‘ sh smooth and yht You've sold long life—the best of looks 
You'll find it steps up sales when you explai: to metal excellence. Armco has been making 
that farnous Armco Enameling Iron is the special-purpose steels for half a century— 





base metal used in porcelain enameled home steels created to do particular jobs exceed 
laundry equipment. Point out that the mir ingly well. The use of these steels is quality 
eral finish is actually fused to the metal base insurance for you and your customers 
under tremendous heat to hold the glossy Facts about Armco Steels make a good sales 
finish in a lifetime bond talk even better. So let the famous Armco 

The Armco trademark is a buyer's guide trademark work for you on the sales floor! 





50: ARMCO STEEL corporation \QMC/ 


O 


ANNIVERSARY > 
380 CURTIS STREET. MIDDLETOWN, O10. WITH PLANTS AND SALES OFFICES FROM 
COAST TO COAST . THE ARMCO INTERNATIONAL CORPORATION, WORLD. WIDE 


MAY, 1950 








Gibson Tie-in 


—~ELECTRICAL 


ee CONTINUED FROM PAGE 12) —— 


i the page featured the Gibson re- 
frigerator and the giveaway contest 
Customers had only to fill out a 

yupon (printed in the ads and also 

‘btainable at either the food store 
o¢ from Gibson dealers) and deposit 
it in the “tilt bin” of the refrigerator 
on display at their local Stop and 
Shop outlet 

A smaller follow-up ad was run 
m March 16. warning of the closing 
fate of March 20. The food chain 








lelivered 115,000 copies of a broad- 
de explaining the contest to homes 
eighb ods served by Stop 
and »p stores, Tie-in ads were 
run by Gibson dealers and a large 
her of these dealers used Gibson 
ndow displays to augment the 
store splays in the 75 supermarket 
utlets 
All entr lanks were turned over 
‘ » dist ting firm bv Stop and 
— rder ® the ame wild 
. ed tor a post 1 mailing over 
: ‘ sl deal The 
ma “ ia week . y < 
Stor 1 p groceries ($20) free 
to a bringir the ard 
d buying a Gibson wit 0) days 
leleoh r follow-ups ye week 
art ‘ mailing late vere 
ranged 
The Pay Off. Norman Raab ‘ 
president of the food chain, pointed 
mut that the promotion was ideal 
from ‘his firm's point f view be- 
cause customers were not obligated 


eavy store traffic was created, and 
the store was identihed with mod 
ern household conveniences 
Although officials of Northeastert 
riginally viewed the promotion as 
single activity in a long range sell 
ing operation, it proved to be a 
stimulant to immediate sales actrv 
ity. Retailer and distributor alike 
ned in praising the campaign be 
use it was directed at the poten- 
al market for appliances—the food 
pper. The tie-in with larwe food 
tores exposed the product and the 
tailer’s name to heavy store traffic 


tion was strong enough 


r e distributor to use as ar n- 
ent reactivating old dealers 
and f wx new dealers. And 
erhaps t important to appliance 


ition tied the firm's 








r ? tar bh ] of 
and } Inve 1 fami arize the aver- 
. shor er with the G bson brand 
Quick Boil 
\ coffee percolator which 
tarts water perk ng within 50 
I being developed. The 


ade of Corning E-( 


trically conducting) glass 





hz in transparent skin 

t electricity. The 

tee iker rests on a plastic 

and two electrodes carry 

t to the E-C skin coat- 

ng on the bottom of the appli- 
i 

Corning is currently offering 

he glass it nly two sizes, both 

arily for industrial 

Se | — pes to becin de 
























MERCHANDISING 


TY Show 


BLACKSTONE “330” SEMI-AUTOMATIC WASHER 
OFFERS MORE DRAMATIC FEATURES THAT BUILD 
DEALER PROFITS AND 
CUSTOMER GOODWILL! 


Big 10-Pound Capacity Tub, double- 
walled and porcelain-lined. Goes through a pile of soiled 
laundry like magic...turns out «a sparkling clean wash 
quicker with « minimum of soap and water per pound 
ee ae Boe ee Pook ee 





Greatest wringer improvement in washer 
history. All new! Blackstone-designed and Blackstone- 
built. Provides greater wringing efficiency with fewer 
parts. This new Blackstone Wringer has more out 
standing sales and service features that appeal to both 
user and dealer, Controls are brilliantly chrome-plated 


vse, No wringer wrestling here. No parts 

aecly puzzle to fathom. To reset pressure is simplicity itself 
One hand on the handy reset lever, an easy quarter-tum 
— and the wringer rolls are quickly back under pressure 
again. This feature alone selis many a Blackstone "330", 


As tearly actomatic as a wringer washer 

_ canbe. Blackstone's New Automatic Wash Timer starts 

the machine acd then shuts it off after any preselected 

wash period. Gives you a real selling feature that busy 

housewives app'eciste. Dial has combination fabric and 
time scale. 


No Parts “Explosion”. When instant 
push-pull release bar is touched, pressure is released on 
rolis with a minimum of motion (wringer head housing 
moves up only « half inch as illustrated), Automatic 
reversing water flame conforms with any directional 
change of rollers. A real feature, 


No more hse handling. Just swing out 
BLACKSTONE PROVIDES SELLING HELPS AT new built-in chrome plated Blackstone “Hytirospout", 
THE RETAIL LEVEL. The sales magic of “TV” throw the pump lever and the tob is quickly drained. 
is now available on a coop ¢ basis to Black- The “Hydrospout” adjusts for height or swing position. 
stone dealers. These ha zy TV film spots An important feature in basementiess homes, 
do a real selling job. Bl n iso has available 
a series of colorful outdk osters which many 
dealers find effective in building s 





6 1950 Blackstone Corporation 


SELL THE PROFIT LINE 
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Val . \f NY 
MNES 


When an electric range sale hinges upon 
high speed cooking, you can rely on the new 
Chromalox ‘Rocket’ to rise to the occasion— 


practically take the selling job off your hands! 


For here is something entirely new in super 
speed cookery 
still thinks 


the answer to any prospect who 
electric cooking tends to be slow 
The inner coil of the Rocket develops 850 watts 
1600 watts 


and its combined coils It boils a 


pint of water in 3 minutes 

Used one or more to a range, the Rocket 
provides an unsurpassed means for fast cooking 
in smaller utensils an important feature that 


makes range sales easier 


the world-famous alloy that is the very heart of 
good electrical appliances everywhere. 


Says Edwin Ll. Wiegand Company of Pitts- 
“We 
specify Nichrome for heating elements because 


burgh, makers of the Chromalox Rocket 


of its consistently maintained high quality and 
uniformity from spool to spool. Since we are in 
business to provide the finest heating elements 
money can buy, our specifications are neces- 
sarily extremely exacting. But Nichrome has met 


them for 25 years 


Yes, whether it be a range unit or any other 


electrical appliance furnishing heat, heating 


elements of Nichrome give it an outstanding 
plus value ot the point of sale. Make sure you 


profit by such advantage. If your manufacturing 


And back of its performance, assuring utmost sources are not already using Nichrome, ask 
dependability and long life, stands Nichrome them to do so 
Nichrome is manufactured only by 


BRANCHES: Chicago, Detroit 





Monviacty 
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Driver-Harris Company 
HARRISON, 


Cleveland 


NEW JERSEY 





Les Angeles, Son Francisco 


ed ond sold in Conedo by 
The 8. GREENING WIRE COMPANY, (TO 


Hamilton, Ontario, Conode 


*T.M. Beg. U. S. Por. OF 


MAY, 1950 








Scheduled Meetings 


CHAMBER OF COMMERCE 

28th Annual Meeting 
Washington, D. C 
Mey 1-3 

NASHVILLE ELECTRIC SHOW 
Nashville Electric Service 
Stete Fair Grounds, Nashville 

May 8-13 

PUBLIC UTILITIES ADV. ASSN. 


Natrona! Convention 
Kensos City, Mo 
May 11-12 


PARTS DISTRIBUTORS SHOW 


Hotel Stevens 
Chicago, Ill 
Mey 22-25 


MIDWEST EDUCATIONAL 
EXHIBIT AND CONFERENCE 
Refrigeration Equipment Mfrs. Assn 
St. Lowis, Mo 
May 26-28 
CANADIAN INT'L TRADE FAIR 
Exhibition Grounds 
Toronto, Ontario 
May 29-June 9 
RMA CONVENTION 
Radio Mfrs. Assn 
Stevens Hotel, Chicago 
June 5-8 
NAT'L HOME LAUNDRY WEEK 
American Home Laundry Mfrs. Assn 
June 5-12 
NAED CONVENTION 
Nat'l. Assn. of Electrical Distributors 
Convention Hall, Atlante City 























June 12-16 

CANADIAN ELECTRICAL ASSN. 
Convention, 

Murray Bay, Ontario 

June 15-19 


CANADIAN RADIO MFRS. ASSN. 

Aneual Convention 

General Brock Hotel, Niagara Falls, 
Ont 

June 16 


INT'L HOME FURNISHING 
MARKETS 
Merchandise and Furniture Marts 
Chicago, ti! 
June 19-29 
NARDA MIDYEAR MEETING 


Chicago, tl! 
June 25-26 











ELECTRICAL 


“Rural”, “Suburban” Sets 


Included in Fada Line 


MERCHANDISING 





" “ ae “ « = ¥ m 
en S| 





It’s even-Steven! 


Presenting a short but romantic 
interlude in four acts and with one 
moral, to wit: when the same 
amount of female is added to 
the same amount of male, it’s 


not addition — it's multiplication! 








Everybody knows that both sexes, working 
together, produce much bigger results than 
when they're apart. It explains, for example, 
why sales results are so much bigger when a 
product is backed by advertising in The 
Saturday Evening Post. You see, half of the 
millions of people who read the Post are male 
and half are female. These couples, moreover, 
have both the means and the desire to buy 

over two-thirds of them own their own homes! 
No wonder the products they meet on the 
advertising pages of the Post pay off so hand- 


somely at the point of sale! 





—where there’s a woman for every man! 
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VEE, yo 





gll 44 


; «Ton tine 


’ 


YEo/..if you feature the fans that people want — nationally advertised 
lines — THE LINES DISTRIBUTED BY GriyiiR 
/ 


Vi 5 if you use good selling methods modern merchandising and 
promotion tools THE SALES HELPS AVAILABLE FROM YOUR 
LOCAL G7iyiiR APPLIANCE SPECIALIST. 





Yes ind you ll get prompt delivernes from a Anolience De tment 
Graybar warehouse near vou GRAYBAR ELECTRIC COMPANY, Inc. 


Exe Offices 
Groyber Building, New York 17 


These are a few reasons why thousands of 
dealers throughout the nation make Graybar 







their No. 1 source of electrical appliances 


‘ ~ 


APPLIAN 


IN OVER 100 PRINCIPAL CITIES 
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Production Milestone 





ELEVEN millionth Emerson unit to 
come off the production line goes t 
president Benjamin Abrams left. Pre 
senting him w th the unit 3 portobie 
ind a plaque commemorating the 
xccasion is Frank D'Amico, produc 


Expect Record Crowd 
At NAED Convention 


A rex ia ance of over 2300 
ibers and guests is expected at 

4 ar ve ion of the 

Nat al \ f Elect al Dis 
tributors ext month in Atlantx 
Cty i hie week mg convention 


nderway n Tune 12 

e speakers scheduled 
various divisions of the 
harles E Wilson, 


president of General Electric, Dr 








association are WU! 


Edward F. Willett of the Smith 
College department of economics, 
Joseph B. Elliott, vice-president in 
c harge ot RCA-Victor consumer 
products Arthur H. Motley, pub 
lisher, Parade Publication, " 


Robert Edwards, president of Ed- 
wards & Co., N. J. McDonald, vice 
president Thomas & Betts Co., 
George P. F. Smith, president, 
Norge division, Borg-Warner Corp., 
W. E. O'Brie Toastmaster Products 
division, McGraw Electric Co. and O 





Fred Rost edit of Electrical 
Wholesalin 

Special feature of the convention 
will be a presentation of the latest 
and most effective methods of 

iting inder ] 1s ot 
NEMA'’s industrial and commercia 
lighting sectior 


An Old Timers dinner, an inno- 
vation last year at Cincinnati, will 
also be held, as well as a father and 

n gathering for members only. 

In addition to a manufacturers’ 
conference booth center, an ad- 
jacent area will be devoted to the 
display of materials handling equip 
ment. This exhibit is a part of the 
effort being made by NAED'’s ware- 
housing committee to keep mem- 
bers informed of the most prac- 

al solution to warehouse and 
service problems 


Name MacMahon of Norge 
To NEMA Ad Committee 


Charles H. MacMahon, director 
of advertising and publicity for 
Norge division, Borg - Warner 
Corp., has been appointed chair- 
man of the advertising and sales 
promotion committee, refrigeration 
section National Electrical Mfrs. 
Assn 





MERCHANDISING 
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, there daily sprinted to work a darned nice guy by the 


Se 
had a son ( TS 


Down in the land of the Sunny Southwest, on the banks of an old oil well 


appliance buyer for one of Houston's best known stores. Had a wife 


Higbie Elmer had a job as : 


EXCEPT a stomach. Fact was, if the housewares buyer (very near-sighted) had 


tuauy 


have bought them for a new strainer. Mr. Higbie suffered from BD * (Buyer's 


city in search of those elusive products—THE ONES 


YS SELI And then one day, as Mr. Higbie was burping his disconsolate way through a trade journal, he chanced on an 


Merchandise Mart, Show Place of Americ: 
a 


( = 
a's Best-Known Brands’. His fascinated gaze discerned that A sa (1) The 


ad 


radios and television (2) ALL on just 3 floors (3) ALL (bless thet Mert!) within fest elevetor 


ane 
service of eleven wonderful restaurants, including The Mert’s own Merchants and Manufacturers Club Whoosht ! SS Ah, there's our 


S 


Merchandise Mart has over 475 lines of appliances 


that beatific beam? Mr. Highbie has just finished a morning of buying in the luxurious 


i 


ica's Best-Known Appliance Brands and is now enjoying a leisurely lunch in the air-conditioned comfort of The Mart 


PS. Latest reports from Hovston say appliance, radio and television sales are booming. And Mr. Higbie? —bloaming! 


SHOW PLACE OF AMERICA'S BEST-KNOWN BRANDS 
129 
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now provides Vrermostar Mage 
on all Honeywell Gmfort Thermostats 


Yes, the magic of TM is provided on the entire line of Honeywell 
Comfort Thermostats at no increase in cost. Your customers will 
appreciate the new standard of comfort, the velvet smooth flow of 
natural warmth...all provided by the magic of TM. Your customers want | 


the best... for greater comfort. Your customers want Thermostat Magic! 


} 


; : ¢ 
For more sales, more profit, sell Honeywell TM for every installatiog--"; \| 
2 ee 


| Wee N 
TM means Verrmosiar Magic CHAA 
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Tested and Approved 


300,000 TM thermostats now in use—many 
for three heating seasons—-have demonstrated the com- 
fort advantages of the Honeywell TM principle. Home 
owners are enjoying a new standard of heating comfort 
—made possible by Honeywell scientific research , 


Wlerers the Hear 


Controlled frequency of burner operation 
provides an even flow of heat under all conditions 
Thermostat Magic means more than thermostat accuracy 
—it means maximum heating comfort and efficiency — 
at no increase in heating cost 


BU  permasiter Magic means: 


No More Waiting for Heat 
No More Chilly Floors 
No More Overheating 


No More Fuel Used — A7S7€a@6/ 
More Comfort For Your Heating Dollar 


™ Combe " 


For lowered night temperatures 
Set the dial for the morning pick 
up time you select wake up in 


The 


heating 


element 


a comfortably warm house. The 
Time-O-Stat now assures pin 
point control through the Ther 
mostat Magic of TM 


IM weans 
Vhermestat Magic 27 


to (ncrease tn heating cost f 


fi 
T™M Con wie 


The well-known electric clock thermostat -- automatically 


Chronotherm « 


provides lowered night temperatures and morning pick-up 
NOW better than ever with che Thermostat Magic of TM. 
+ Available in «few weeks 


Time-O-Stat TM Comfpot? Acratherm 
The finest thermostat of its type 
in the world, Featuring the 
easy-to-read dial adjustment, 
precision control—and NOW, 
Thermostat Magic with Honey- 
well TM 





TM keeps the heat coming in regulated portions 


WISI SIS 


TM furnishes the required heat by 
property regulating the length of 
burner operction im eccordance 
wath ovtude weather condition —- 
longer in cold end shorter in mid 
weather Comtort ofwoys! 





Long ond irregular burner opere- 
Ne ee eee 
tures allow ee ae 

2 eng 





arots ond colle » Dacontert | 


Honeywell 


F ~ Sy) YT N 
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KITCHEN CLOCK 
DOOR CHIME 


$@95 


LIST 








That price tag puts Liberty's Kitchen Clock Door Chime 
way ahead competitively. But price is only half the story 

the quality is there. too. Silent, self-starting, U. L. ap- 
proved clock is powered by a trouble-free sealed-in-oil 
movement. High-volume resonator type door chime 
sounds two notes for the front door, one for the rear 
operates on any good bell transformer. The neat modern 
case, finished in white refrigerator enamel and trimmed 
in chrome, is right at home in any kitchen. 


Size.9" high, 8 wide, 3's" deep (clock face § 
square 

Standard Package 6 chimes (individual gift packs). 

Shipping Weight 


6 chimes) 28 pounds 


LIST PRICE $9.95 
ock $1.00 extra 


loll 


MANUFACTURING COMPANY 


Fed. tax om « 


PP 
\ 
\ e 
a 4 
v 


INCE 1924 


MINERVA, OHIO 


DOOR CHIMES SELLS. BUTTERS. TRANSFORMERS SIGNALING DEVICES 
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New Warehouse. A new warehouse 
of 147,000 square feet is being con- 
structed by Mullins Mfg. Corp. at 
its Warren, Ohio, plant for storage 
of finished Youngstown kitchen 
products. Occupancy is expected by 


July 1 


Effective Changeover. A model 
hangeover involving the launching 
of manufacturing operations on 21 
new or redesigned appliances has 
been completed at Westinghouse’s 
East Springfield, Mass., plant with- 
out a shutdown or major delay. 


Combination Campaign. An indus 
try-wide campaign to stimulate sales 
of phono-TV-radio combinations is 
being developed by an RMA steer 
ing committee for the phonograph 
ndustry. Set manufacturers and 
record producers are to be invited 


to n the phonograph industry in 


1 
largest 


Florence Campaign. The 
advertising and sales promotion 
ampaign in the history of the 
Florence Stove Co. broke April 1 
with a two page, full color ad in 
Evening Post. Pro 


t tion material for dealer tie-in use 


Premium Guide. A new directory of 


' nd « “1 moti« 

} ana ait promowu 
ea he pre i dustt as 

‘ t Pre 

( te W ‘ ‘th _ 

Mo. ! flere 
lex c ! i ng over 
q e Guid tb- 
r ts $5 


Sylvania Package. A spring sales 
ad ‘ 


and notion campaign on Syl- 
inia incandescent light bulbs will 
feature a juick turnover” package 
ta g an assortment of bulbs 
x \ I tment is pack- 
aged a i “ h can be 
t a complete gt b 
lepart Nat il a will back 
i iigt 
New TV Tube Plant. ‘ g Glass 
Wor ha begun wor na new 
t \ M I N 
e de ted to th 
wiass t bs fk 
} ile i ‘ 
I ta j c y 
t ai 
Harvester Sales Up. Interna 
iH ester's refrigerator sa ‘ 
4 \ la ‘ 
yu t € ame 
1 " 
‘ : nd 
4 pe 
Reduce Prices. Frig ‘ a 
‘ A i 
‘ ging 
ast ars 


MAY, 


News Briefs 


Drought Helps) New ‘fork area 
orders for United States Air Con 
ditioning Corp. evaporative con- 
densers are running nearly 10 times 
ahead of The company 
attributes part of the gam to re- 
of water in 


water 


last year 


strictions on the use 
New York because 


shortage 


Spring Drive. A seven-fyot kitchen 
which selis for $239.95 in the East 
is being featured im the se ond of 
two spring sales promotions by 
Youngstown dealers. The ensemble 
ontains a single bow! cabinet sink, 
two base ar d two wall cabinets 
Add-A-TV. The Magnavox ‘ has 
aunched a sales campaign to place 
I receivers ! f ade 
ympartments existing th Adc 

A -Televisior radi phonograph 

{ g As Rr ; 
NEMA Election I f 
Gawernore « ebinent | 
trica Mfr \ ‘ 
f ge P. F. Smit re ent and 
me . : stagger ree 
d I g-War ( f 
i ca the b ' j 

ghia 2 | i 
, pune 4 





More Bendix in 


use than all other 
automatic washers 


combined 
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SELL RAYTHEON... 


the best set in sight for good sound reasons! 








Now Raytheon becomes one of the few top ranking, 
major manufacturers of television sets to provide a low cost 


full year parts and tube warranty with every TV set sold. 


This policy will prove a real sales-maker. For dealers build- 


inga ke ng-range program of acc eptance on sales and service 


it means full factory support and greater profits. To cus 


tomers it offers a sales-clincher with guaranteed satis:ac 


tion. Introduction of this strong policy is just another one 


of the sound reasons you have to SELL RAYTHEON the 
st set in sight. One-year warranty becomes effective on 
of installation in buyer's home 


s warranty applies to all parts, including television 


e tube, and replaces present 90-day warranty now in 
n dealer inventory may be registered for 


iyment of registration fee any time before 


BELMONT RADIO 
CORPORATION 


bsdiory of Raytheon Manvfocturing Compony 


5923 W. Dickens Avenve, Chicage 39, Miincis 
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Advertisement 


Hallicrafters TV Production Reaches Thousand Sets Per Day 


Up 40% over any previews month, tele installed to speed up the flow of major Both models have found immediate con 
vision production moved int: high gear at unite to key assembly points. A large sumer demand 
Hallicratter’s Chicago plants, hitting 1,000 building close by the main plant at 4401 The present healthy status of Halli- 
sets per day in the last dave of 1950's first Weet Fifth Avenue provides great crafters in the booming television industry 
quarter needed room for the current expansior is attributed to the company’s long experi 
A goal of 1,500 sete da mm set for The two newest models introduced by ence in high frequency manufacturing 
September 1 Hallicrafters hawe taken the trade, and Prior to and during the war, Halli 
William J. Halligan, §r., president comuming public, by storm. Mode! 71¢ crafters was a major producer of spe- 
announced widespread improvement in the 12-inch black tube table mode! i cialized communications equipment for 
manufacturing facilities, and the acquisi troduced last moorth, lists at $189.95. The the armed forces 
then of additional floor space new Model 747, a ié4-inch black rectang 
New overhead track svetems have been slar tube table model, retails for $249.9 





Model No. 747 


Another 
Bright, New 
Star in 


the TV Sky! 


Increased 
Sensitivity 
Doubles 


Power 





Plus: 
Phonograph 








Input Jack! 


16-Inch Black RECTANGULAR Tube...524922* 


des, this new star in Hallicrafters’ Mid-Century Series 

shines far above all others! Brilliant quality in its compact, 
rich mahogany leatherette cabinet . . . spectacular in its 
precision-engineered performance — yet down to earth in price! 


*Slightly higher in Zone 2 
Biend $10 00 more 


rHE TELEVISION THAT AMAZES EVEN THE EXPERTS hallicrafters 


Cwicaeco 24, thtinors 
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News Briefs 


—me CONTINUED FROM PAGE (12 eee 


Ambitious Campaign Columbia 
Records, Inc., has announced plans 
for a two and one-half million dol- 
lar advertising and promotion cam- 
paign employing radio, TV, maga- 
zines, co-op newspaper space and 
display and point of sale material 
It is the most elaborate campaign 
in Columbia's history and involves 
sponsorship of a half hour TV show 
starring Robert Q. Lewis 


Dryer Plant. Nineteen Hundred 
Corp. has purchased two buildings 
n St. Joseph, Mich., for the pro- 


duction of electric and gas clothes 

drvers The structures provide 
000 sq. ft. of floor space and will 

be peration within five months 


Improved Fluorescent. A new 9% 


watt fluorescent lamy 





my nat can 
bring six percent more light into 
stores, schools and industries wit 

out noticeably increasing the el 

tric bill has beer anounced by 
Westinghouse. The new tube n 
tains equal amounts of krypton and 


argon gases and supersedes the 85 


watt a Kryptor lamy 
Meck Plea. In full page ads in two 
trade papers early in March, John 
Meck, president of John Meck In 
dustries Im warned television 
manufacturers to stop “starving” 
their ealer and called for discount 
marg high enoug t enable 
dea t irvive 
Cory Campaign. A age ad in 
last yt , wie ~ 
sardens was the an i 
c at al ad drive by 
‘ impaign 
' argest story, 
¢ ! vers 
r brea guarantee 


Sightmaster Moves Sightmaster 


i ed t irger tac 
tor New R N.Y enab 
g : adruple its 
Produce Phonographs the 
f fica in 
4 hy 
‘ 
Ww 
| 
Simplify Name Mig 
‘ . a 
mie 
A 5 ¢ been 
dated 
’ ne 
Photography Contest. | vorth 
< OO wil ‘ urded t W eet 
S¢ a A test 
amateur { t aphe h 
s ce 4 


niwmued on page 13 


For power, for value, for every job 


THEY'RE GREATER THAN EVER 


Year after year the nation’s truck users buy more Chevrolet trucks 
than any other make. For every kind of trucking job they prefer 


Chevrolet power and Chevrolet value. 


Now, Chevrolet's two rugged valve-in-head engines give more 
power than ever. Advance design, solid construction and low prices 


give Chevrolet more value than ever. 


Prove it to yourself. See the new Chevrolet P*L Trucks. Check 
them for popularity, performance, payload and price. In 1950 they 
are more than ever America’s best truck buy! 


CHEVROLET MOTOR DIVISION eneral Motors Corporation, DETROIT 2, MICHIGAN 


LEADING WITH ALL THESE PLus FEATURES: 


« TWO GREAT VALVE-IN-HEAD ENGINES: the New 105-h.p. Load-Master and the 
Improved 92-h.p. Thrift-Master—to give you greater power per gallon, lower cost 
perload «+ THE NEW POWER-JET CARBURETOR: smoother, quicker acceleration 
response « DIAPHRAGM SPRING CLUTCH for easy action engagement « 
SYNCHRO-MESH TRANSMISSIONS for fast, smooth shifting « HYPOID REAR 
AXLES—5 times more durable than spiral bevel type «+ DOUBLE-ARTICULATED 
BRAKES—for complete driver control « WIDE-BASE WHEELS for increased tire 
mileage « ADVANCE-DESIGN STYLING with the "Cab that Breathes” «+ BAILL- 
TYPE STEERING for easier handling + UNIT-DESIGN BODIES—precision built. 
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P-L 


ADVANCE-DESIGN TRUCKS 


* . 
Popularity Leaders Chevrolet 
trucks outsell all others. In every postwor yeor 
truck users have bought more Chevrolets than 
any other make — proof of the owner satisfaction 
they have earned throughout the years. 


* * 
Periorisenee Leaders The 


new Chevrolet P*L trucks give you high pulling 
power over a wide range of usable road speeds 
--and on the straightaway, high acceleration to 
cut down total trip time. 


* 7 
Pa yload Leaders The rugged 
construction and all-around economy of Chev- 
rolet PL trucks cut operating and repair costs — 
let you deliver the goods with real reductions in 
cost per ton per mile. 


* * 
Price Leaders From low selling 
price to high resale value, you're money chead 
with Chevrolet trucks. Chevrolet's rock-bottom 
initial cost—outstandingly low cost of operation 
ond upkeep—and high trade-in valve, all add 
up to the lowest price for you. 
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Hot Weather Ads eneral Ele 





key tan advertising 
= markets during the summer's 
cat wave will this ar include 
rad spots in addition to newspaper 

* 
2° tX2X ry bed amercior pane 
‘ R9 «stat s: 21¢ al 
wspapers will be used 





BREEZE TABLES 


Wagon Load. A spring promot 











which actual features a wagon 
e load of soay has been announced 
@ i by Speed Queen Cor Retailers 
° ipplied with full-sized 
4 n play wagons which may be 
. i filled with a year ‘ y of pack 
: aged soap. 7 wagons will cost 
yl | dealers $5.75 
le | 
; 
bd | 
| ~ 
nd | Philco Convention { 
° hold a giant sales meeting for 
” OOO of its dealers im Atlantic City 
° lune 19-22 < t 
, ermed by Phil fficials e larg 
* ‘ | ; 
Ssaics fT s © eve 
: a eld b aA 4 ‘ 
ad boardwalk te P t 
° ‘ rie bat 
. 
Housewares Outlook. A 
tions at the end of the first quarter 
of the year pointed t ubstantial 
ncrease if) clectr ou ire ale 
wer the corre ding { 
449 the | hr (ster Mig Lo al 
d inced ate Ma r 
rid it look ward to the greate 
a x s¢a € 
. The Somson Sofe-flex Breeze Table shown at the y 
right offers a choice of three Safe-flex Rubber 
Bieded fam, aff Underwriters’ Listed 
Ne. 1247-N_ 12-inch, 2-5 d . "1 
, Sag Year Guarantee \ 'V p 
Ne. 1248.N_ 12-inch, Single Speed Tebble e tube manufactures by Sylvania 
Neo. 1044.N. 10-inch, Single Speed 19V0" diam, 19%" high = ® Electr Products, I1 w car 
. ne guarant placing a 
eeeeeeeeeeeeeeeeeeeeeeeeees * eal bates, replacing 
varranty plan wh involved a 
rated charge based on tube use 
THEY'RE HERE—the new fan-and-table combinations that offer 
unmatched beauty, quietness and performance . . . plus built-in 
’ : Built-in TV. Large television 
SAFETY! They're the Samson Safe-flex Breeze Tables, with the he teile cae ae ‘ 
ceiver will be Du mto ive 
famous Safe-flex Fan whose patented, flexible rubber blades need room dwellings now being built in 
no ugly, breeze-blocking guards ... yet cannot cause injury to even Paramus, N. J. International Tele 
siot n ill desig nanufac 
children or pets. Choice of square or round metal tables, hammer- eee 
: ta the ece ver 


tone finished in long-lasting, easy-to-clean baked enamel. Every 
home, every business is a prospect for Samson Breeze Tables that 
circulate cool, floor-level air, and serve as handsome furniture, too! 


NEW! SAMSON Safe-flex Reversible WINDOW FAN 


Completely SAFE—thanks to the famous 
Sate-flex Fan whose patented, flexible rubber 
blades won't injure even a child's fingers 
thus need no efficiency-destroying screens! 
Takes but seconds to reverse fan in its frame 
to pull in coo! air or blow out warm air, Frame 
adjusts to fit windows 26" to 36" wide 





245.N12-dack, P-Speed + 1043.N10iech, Single Speed 


Only SAMSON Gives You 
ANS... . PRICE! vous PROFIT! ror 






1O5H 
mpony's 1950 


=a sa 


C 
fashioned classroom (vintage of 1909 
‘y ) beel mt) (he demeee) Ede) © Bele), me tele 1 Oke 8 | 


ONTINUED FROM PAGE 114 


bellied stove, woter pai! and dipper. Schoolmaster Hale Darnold 





Fresh'nd-Aire Campaign. Fresh'nd 





Aire { 4 au é drive to 
stablis " imum of 2500 key 
eta stlets for ts clectr fans 
hea and air rcula s. These 
taile . an rtment 

cleve fa : ter le- 
plete t 7 rY amn oO the 
Ap ar 


Dishwasher Test. Cory Corp. is 


rrently " g an intensive 
j - arket 
Y abl lect dist 
4 Ir j 
, ; * d 
Freezer Film t r 
ler nstra y rreper ses O 
d ti with 
: « ent $s € 
and 
N able t schools 
! 7 4 d | b 
trigeratior 
Mfrs. As 
Special Train " ain to the 
t H ¢ S} “w 
a4 ago Saturday, July 
5 the 1 will leave 
Atlant Cit n Friday july 14 
the return trip. Information may 
r€ < ‘ ¢ Nationa 
H ewar M \ 1140 Me 
at d e< M art ww or hk i 
aldwell, | l a Railroad, 16 


a tep 
d Burks wate 
ste s ach le mpletio 
Tut ‘ re a ( 
De ’ , 
Movie Promotion. Westinghouse’s 
le n-Ta t 4 aunched 
‘ I ogra to com 
. N lease f United 
Art t ald Colman fils 
Champag Caesar Severa 
sce fil are frarned by 
los ghouse TV sate 





“LIFE BEGINS at 40 in ‘50” was the theme of 40 year old Webster Electric 
sales meeting in Rocine, Wis Meetings were held in an old 


omplete with kerosene lamps, a pot 


ed of Canada, tundod . f the company) sits at the rear of the classroom 
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Nearly half your customers read Ladies’ Home Journal 
ela sold on the brands they see in their favorite magazine 


to-buly market by stocking—displaying — advertising these Journal 





ww FROM JUNE, 1949, TO MAY, 1950, YOUR BRAND HEADLINERS WERE w 


















Arvin Automatic Toaster and Frigidaire Electric Range KitchenAid Mixer and Kitchen- = Norge Refrigerator Universal Mixer & Juicer and 
Electrical Appliances Frigidaire Refrigerators Aid Electric Coffee Mill Norge Washer Universal Products 
g | KitchenAids Doo Universal Strok-Saver Iron 
havin Wwoning Vebies G-E Automatic Toaster ; NuTone Door Chimes 
Arvin Lectric-Cook G-£ Automatic Wash K-M Liquidizer & K-M Products Universal Toaster : 
i) f : 
Arvin Portable Electric Heaters eee K-M Pop-Up Toaster and Pertection Electric Ranges 





G-E Refrigerator & 
Home Freezer 


Cadillac Vacuum Cleaners G-E Refrigerator and Refriger L & H Lectro-Host 
ator-Freezer Combination Electric Range 


Electrical Appliances Philco Refrigerator Verplex Lamps and Shades 
Presteline Electric Ranges 
Presto Cookers 

Proctor Household Servants 


Arvin Toaster and Lazy Susan 







Wear-Ever Aluminum 


; Cooking Utensils 
Caloric Gas Ranges 4 































Casco Steam & Dry Iron and G-E Refrigerators L & H Lectro-Host Wear-Ever Aluminum 
Pasco Steam & Dry Iron and 
Casco Electric Heating Pad G-E Triple-Whip Mixer Home Freezers Rid-Jid Ironing Tables Pressure Cooker 
“ory Coffee Brewer Gibson Electric Range L & H Lectro-Host Refrigerator and Ladders West Bend Aluminum Gifts 
‘rane Bathroom Fixtures Gibson Electric Ranges and Lewyt Vacuum Cleaner Rival Products for the Home 
ws aks and Cabinets Refrigerators Royal Vacuum Cleaner Westinghouse Home Appliances 
ane ang VaoineltS - “ho Ran 
5 : Gibson's Refrigerators Magic Chef Gas Ranges . Westinghouse Light Bulbs 
y Cie 7 Gilbert Food Fixer Maytag Washers St. Charles Kitchens Westinghouse Refrigerators 
op ee ; Gilbert Whirl Beater Maytag Washers and Gas Range Sunbeam Coffeemaster Whirlpoo! Automatic Dryer 
7 Met-L-Top Ironing Table ounbeam lronmaster Whirlpool Automatic Washer 
= rd Haeger Lamps and Pottery Mirro Aluminum Utensils Sunbeam Mixmaster White Sewing Machine 
Pong age a Harmiton Beach Mixer Mirro-Matic Electric Per stor 
exter Tw and Mixette : Tappan Gas Ranges fel ait 
tor T Tut r ‘ ‘ Mirro-Matic Pressure Cooker Youngstown Kitchens 
vexier wit 1D and russ Cas . . Telechron Electr Clocks 
gle Tub Washers Hardwick Gas Range Monitor Aerator Washer : pivots: 
amet Clack oN Hoove eaners Motorola Table Rad Toastmaster Hospitality Set Zenith Clock-Radio 
+z ver | Motorola Tel n-Rad Toastmaster Pop-Up Toaster Zenith Radio-Phonograph 
asy Spindrie Hotpoint Automatic Dishwasher Phonograph Toastmaster Toaster and Zenith Radio-Phonograph 
teem Room Humidifier Hotpoint Electric Ranges ; Hospitality Set Television and Radios 
Electre Steem Vaporizer Necchi Sewing Machine Toastweil Electric Toaster Zenith Radios 
f - International Harvester . , 
; ® : “+3 % ven Nesco Electric Roaster and Tracy Customized Kitchens Zenith Television and Radios 
' efrigerator ; 
Farberware Aluminum Clad 2% : Kitchen Utensils and Zenith TV Radio-Phonographs, 
t $ Steel Utensils Johnson’s Waxes and Wax Containers Universal Coffeematic Television Consoles 
Frigidaire Automatic Washer Electric Polisher Norge Gas Range Universal Electric Blanket and Radios 








*of 72,012 women shoppers interviewed in 642 retail stores of all kinds, nearly half — 47.2%— reported they read 


LADIES HOME FDURNAL 


Largest newsstand sale of ANY magazine, weekly or monthly 
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. 
I here ab ip between windowsill models and store coolers 

a gap with competition, b r unit sales and bigger profit margins 

To cash in on this extra sales opportunity, you need Remington the 

most @eomt line of heavy duty consoles 


The Remington Room Air Conditioner console line includes 


Air cooled and water cooled models 


@® Models that Acat as well as cool (a Rem 
ington exclusive with no com petition) 

1, 144, 1M, and 1% hp models 

Models for AC and DC 

Superb hand finished wood cabinets 


Models for remote installation 


Special marine units 


Price reductions up to 20 


top profit held 


give you a bigger-than-ever market in this 


Remington Window Models offer Max- 
imum Cooling Power of any V4 or % hp 









units, at greatly reduced prices 


PERMANENT DISPLAY: ROOM 1454 
MERCHANDISE MART, CHICAGO, ILLINOIS 


REMINGTON AIR CONDITIONING 


Division of Remington Corp. 


CORTLAND, N.Y Cables: REMINGAIR 
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NEMA Winter Conference Hears 
That Outlook is Good for ‘50 


Speakers tell group that demand 
for appliances is “very healthy” 





Manufacturers attending the an sales and ser ¢ organization 1s 
nual Winter Conference of NEMA indispensable t your erations 
n Chicago in mid-March heard that winder today's highly ompetitive 

business outlook for their indus and hig! st nditions 

try is “very bright for the remain The NAED as developed a 
1950 Program for Progress” designed 

a report made by Dunwoody specifically to help its members do 
©’ Bryan & Co., commercial factors a better service b in all the mm 
with headquarters in Chicago, th rtant pha t their operation 
group was t vid that the onsumer Che f gram places imecreasing im- 
demand for electrical appliances is portance n the promotional phase 





still “very healthy” and the der of electrical product distribution 








for industrial equipment is “simi Committee Reports. During the 
larly bright The report warned meeting NEMA's electric range 
that because of taxes, relation of section announced that it was mak 
onsumer credit ntrols (an action ne a ible to utilities an electric 
which throws a burden on whole ooking visual aids kit tor educa 
aler y»bber and manufacturers tional use throughout the country. 
apital and higher prices for ma Oriw illy placed as a “pilot” pro 
erial and labor “there is a squeeze wra in 1500 schools, the kit was 
tal structures of busine iccessful that many utilities 

t ‘ al field art I group reported 

i g ind medium-siz mpetitive fuels group r 
‘ ia es vol that NEMA’s Farm Electr 

ra t p " AA} t : I Cau was re adyi . 

. WA LD i t att al ior the use ! | wer 


NAED Report \ it r 


1 electrical dealers in 








‘ , Nat . w the ( All-Electric story 
\ | t : Listy itors t fa und ail-town re lents 
dow ‘ me her lo a be | c i ar 
ter job ‘ t al lust ‘ that 
prese i D. M. Sal t id { 
le W esting! se | i alesmen 3 
ply ¢ und 9 ‘ s lent and n 
H } zed how ‘ Che ublication 
p t tributor t t t s¢ electr fat tor 
erat f the manufacturer ‘ round comfort, not merely f 
Mr. Sal t that for manv : It also brings 
. act the listributor get t first time information 
ale and v ganization . . . ! ri 
i 5 x c that an efhcient I miort 





eft, inspects a Tele-King receiver installed by 





TV PERSONALTY A! Mor 


C nati's Lookout House restaurant to substitute for Morgan when he was 
forced to make a Chicago telecast while making personal appearances ir 
Cincinnat Part of Morgan's bond appeared at the restourant ond synchr 

nized their live music with his telecast appearance Ely Steinberg, right 


Cincinnati retailer and E. C. Klingman of KTM distributors show him the set 
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Use the FINANCING 
SERVICE 


For the moment, pass over the cash sales you 
will make during the balance of the year. Con- 


centrate your thinking on your potential time th at 
payment market. 


It is big . . . probably more than 50°; of your 


sales from now on will be in this class. 

There are a number of financing institutions 
that can offer you plans for time payment 
financing. But can you get from any one of 


them, all the advantages that Commercial th e 
Credit service offers? 


We say “‘NO”’ but we leave it to you to investi- 


gate and make sure. 
How many offer you not only the usual retail 
financing, but also the wholesale help that keeps 


your show-room floor stocked with merchandise 


. . . where your prospects can see what they 
want, and buy it? 
How many can offer you as complete coverage 


through more than 300 offices, which definitely 
takes care of your interest when customers 
move away from your territory? 


Commercial Credit service is not “lip” service. 
It is SALES service. Your local Commercial 
Credit representative can give you proof of 
this. Talk to him. 


Helps Dealers Make 


More SALES More PROFITS 
More SATISFIED CUSTOMERS 


COMMERCIAL CREDIT CORPORATION 


A Subsidiary of 
Commercial Credit Company Baltimore, © Capital and Surplus Over $100,000,000 


MORE THAN 300 OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 
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Value Champ 


Arvin Model 446P Battery Portable ia brand new 
in design, brand new in aparkling performance, 
brand new in out-and-out profit-building sales 
appeal! New colors to catch your customers’ 
eye, too—sun tan or burgundy, each with con 
trasting fittings. Smartly styled in satin-emooth 
plastic, compact, and light weight—only 34% 
ibe. complete! Amazing range. Delightful tone 
Underwriters’ listed. Show it now, and catch 
the cream of the port- . 
able trade! Ss 95 
@ightly higher in sone 2 Less botteries 





Every Arvin Portable is master-engineered to give 


complete satisfaction—to stay sold—and to help 
build new sales for you wherever it is used! Prices 
are right for the customer— profits are right for the 
: dealer! 
Three-way model that sets the standard 


for all portables! CASH IN ON ARVIN'S 
troin Model 250-P 3-Way Portable in the supe NATIONAL ADVERTISING 


powered beauty that performs rings around " . . " 
anything else you have seen at this low price! in The Saturday Evening Post, 


Works everywhere! Three smart colors— King Country Gentleman, Progressive Farmer 
fiaher Blue, Jade Green, or rich Burgundy, all 
with contrasting fittings. Alnico V speaker. Op Arvin Radio & Television Division 
erates on battertwa, AC or 


DC. Underwriters’ listed ‘34 95 NOBLITT-SPARKS INDUSTRIES, INC. 
pee Saree Columbus, Indiana 


SERENADE AT ere 
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DEEPFREEZE Ranges 
Deeptreeze Appliance Div , 
Motor Products Corp., North Chicago, Ii! 


M odels RD.1 
RA-! 
Selling Features; RD-1 has all the 
feluxe features including a  back- 
splasher with fluorescent lamp and 
styled control panel; Monotube super 
units with multi-heat 
tion of any 
to highest ; quick- 
leepwell and sur 
atic 4 oven preheat 
wen timing clock ; 
broiler pan; pol 
y smokeless tray; 
storage drawers 
unlel available wit! 
usher: has 7-heat 
hinged sur 
eaning ; surface 


RC-1, RB-1 and 





a selec 


oven pilot light; full 
wit woiler pat 
‘ t. deep well 
ooker ; automat en timing clock 
and an interval t t vuder 
B availal 1 lamp asser 
4 x as i 
‘ R 
R 4 
u ‘ 


DEEPFREEZE Water Heoters 
Deepfreeze Applicnce Div., Motor 
Products Carp., North Chicago, Ill 
. T amit nd on 


jels 


, 
wi i r 
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4 


Sellmg Features Twin ait single 


mit round model capacities from 31 


81 gals. table top models available 
%) gal. and 4 gal. capacities; 
ack heat” avoids formation of rust 
scale inside tank and assures con 
ant supply of clean, pure water; 
special magnesium protector rod re 
tards corrosion; heat tension belt unit 
s held in place directly against tank, 
m heat to wat sufh 


ently large area to el 












interior tank sca caused 
excessive concentration of heat at any 
ne spot; automate temperature regu 
» provided with dual thermostats 
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SPEED QUEEN Clothes Dryer 
Speed Queen Corp., Ripon, Wis 
Dewce: Speed Queen autorsatic tum 

ler-type clothes dryer No. DE-5 
yelling Features Vacuwn drying 
ystem draws air through clothes 
vaporates over 10 lbs. water per hr 
rculates over 90 cim per min.; safety 
thermostat shuts off heat at 240 degs 





irying control dial can be set at 
for damp for ironing, “Hi” for 
iry immediate storing yr any degree 
ryness in betwe extra large 
don l¢ ham. tor easy load 
and ou ading t at 
4K era 
y re ence apacity, & 
) ry cig et we 
ty} erforat 
, : 9 . 
‘ shes tat s 
i é 165 degs. f 
f rs | dry 
wer “ t tra ca it tube 
easily re L/¢ » 110 
watt white baked 
a bine ah, 3O in. wide 
4 t 
M erchandisin May, 19% 








HOTPOINT Dishwasher-Sinks 


Hotpoint, Inc, 

5600 W. Taylor St., Chicago, 44, ill 
Models; MCP “ready-plumbed” and 
MC16 standard dishwasher sinks 
Selling Features: Both models are 
48 in. long; a high backsplasher 
matches trend in electric ranges, and 
has 2 utility compartments with ven- 
tilated doors which serve as platforms 
for soap, brushes, scouring pads, hand 
cream and other articles; compart 
ments removable for cleaning; new 
faucet assembly operates with single 
lever is mounted on backsplasher to 
give more room on sink surface ; lever 
is raised or lowered for water volume 
and moves sideways for temperature 

mtrol; a new Disposall has been 
lesigned to fit the pre-plumbed dish 
washer; water is pumped from ma 
hine into Disposall for draining; 33 
in., lamp accessory has a 25-watt 
fluorescent bulb 


; 
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Westinghouse 110-volt Dryers 


Westinghouse Electric Corp., 
Mansfield, O 


Cum ¢ Laundromat Iif 
at ‘ thes dryer N D-3A 


cling features Sun-Breeze” air 





i 

New Product Highlights 

Two new clothes dryers that can be plugged into ordinary howse current 

hove been introduced—one by Westinghouse, the other by Frigidaire 
Deeptreeze announces a complete line of ranges, woter heaters ond 

refrigerators, in addition to their freezer line 

| A single lever-operated faucet contro! is the feoture of the lotest Hotpoint 

i dishwosher-sinks. This single lever controls both woter volume ond 


selection of water temperature 
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flow system iyects fan-blown heated 
air directly into center of tumbling 
clothes from an opening on loading 
chute inside machine; new air-flow 
system is also incorporated in 220- 
volt model D-J, and cuts drying time 
by 1/3 mm this model; in both models 
the elements are concealed in blower 
housing below drying basket, elimi- 
nating contact with clothes; a 6-in 
fan pulls fresh air through grill open- 
ing im fromt, and over clement directly 
into front opening of dryer basket; 
110-volt model has a 1500 watt ele- 
ment; 220-volt dryer has 2 elements— 
a 3400 watt unit on constantly, and 
a 1400-watt element cycles on and 
off to compensate for changes in volt- 
age and room temperatures; 220-volt 
dryer dries a full load under an hour 
and damp dries ready for ironing in 
about 35 min.; 110-volt dryer takes 
less than 2 brs. far a full load com- ‘ | 
pletely dry, and damp dry in 50 min. ; i | 
single control dial for 110-volt mode! 
automatically turns off dryer when 
pre-determined length of time has 
been reached; Dry-Dial control on 
220-volt model has a thermostat that 
shuts dryer off when clothes are dried 
to degree chosen; 110-volt dryer plugs 
into any convenient outlet; -volt 
model requires 3-wire service; both 
models have slanting front and load 
shelf doors; stainless steel trim on : 
porthole design; automatic pop-up 
lint traps lift out easily ; 
Prices: Both models $199.95—a $40 ‘ | 
reduction under 1949 prices | 

lectrical Merchandising, May, 1950 t 
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FRIGIDAIRE Dryer 
Frigidaire Div., General Motors Corp., 
Dayton |, Ohio 


ei A new “plug-in” 115-volt au 
triath clothes dryer No I J 6} 
elling Features: New tumble action, 
w-voltage dryer designed to oper 
te as a “plug-in” appliance to be 
ised in conjunction with Frigidaire’s 
sutomatic clothes washer; equipped 
with a special timer to eliminate re 
dialing for extra drying time, a 1400 
watt, 115 volt element; and an appli- 
ance cord, clothes are tumbled dry in 
a revolving drum similar to the 220- 
volt model: 8 Ibs. of cotton can be 
lamp-<iried for ironing in 50 min. or 
completely dried in 9 min.; 2 shag 
rugs, completely dried in %%0-min. ; 
and 4 Ibs. rayons completely dried in 
40 min 
Price: $239.75 
Electrical Merchandising, May, 1950 
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res « gray enameled steel, 128 3 
wile, 2 i< Zit « mg, 115 
G-E Cleaners volt a parts include a refrigerated 
General Plectric Co, Bridgeport, Conn iryer col, tinned lemeer, Ke na 
Mod AVT-173 tank-type clean tor Plasgmere senies Bain neincer+ 
mit ta notor and removabie 
slimg Features (oreater mets 10-qt water ontainer . raws 
power, sell-iocking attachment « umid air across drying and con 
and ext m tubes; a few, wnpr enset warm air is condensed and 
le mothum ystem arget throw ted isture flow drying 
away dirt bag portable “caddy” | , , pa ther it througt 
the 1] accessories notor suspend {rain-opening to removable container 
rubber brown enamel finisl ‘ "4 to a remote drais 
rome trim, red oornt buttons af Price: $149.95 
rhit-weig arey { ments self - 
ing attachments are unlocked by trical Merchandising, May a”) 
pre a « button and include an 5-{t 
‘ rug az a J tep adjustable 
by i tery wrzie lust 
; } ayer wit ad : 
tut a fi 
va i wive a cr e 
! le 1 rv sg " : 
wu ally tamer 
mpact forage “mkage [t itta 
ments and ‘ weighs 16% 


’ Price SRa0s 
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DEEPFREEZE Home Freezers 
Deeptreeze Appliance Div., Motor 











Products Corp., North Chicago, fil 

s r Ly xe (-/ 

\ ‘ tandar B-1 

‘ arate freezing 

: B-1 and (| -2U 

4 i ator 12, C-l 
nd <U ne a erving trays 

. ‘ l2 and ( V ‘ wole > have 
1 t mianced perature 
t easy to it miter-Dalanced 
ELECTRO Window Fan metal storage dividers; toc 


Electro Engineering Products Co., Inc. ace; baked enamel 


4824 W Kinzie St, Chicago, ti! B-7 and C-7 have 7.2 cu. ft. capa 





, ’ *" { that ty, hold 252 tbs. food; B-12 and C-12 
t ctre i-purpose tan tha »2 1 7 
: ~~ . ll 4. . uve 123 1. ft. capacity, hold 430 
an uw n wir vA "Vv sing ‘ 
~m + re Per Sa we food; C-16 has 16 cu. ft. capacity 
4 ‘ ; ‘ ; 4 4 4) " { { ( ") has » cu 
oo) t ‘ | | ‘ oa 
7 . . upacity, holds 700 Ibs. food 
, ealewurs ra nay also be 
Bn . ‘ ri Merchandising, May, 1950 
" able ‘ equipy 
‘ bber rest ' rn eq “ 
wit it t lee} ed a 
t acle for axi ' . u 4 
p added ‘ te rubix 
t ed greet " “i sf 
ni plated guard and at | 
by . 
Ver ndisim May, | 





THERMADOR Bilt-In Griddle 


Thermadore Electrical Mig. Co., 
5119 District Bivd., Los Angeles 22, Calif 





ht t } (or id c Koy 22 
, “r stainle tee 
gt ‘ A thick ] itt 2 
" wh-in box on 
t xisting ount t 
x w) ‘ 
KELVINATOR Air Dryer - . . ribut ‘ 
Kelvinator Div, Nash-Kelvinetor Corp grea easy to re ve at 
Detroit, 32, Mich ' r easy va 
he WK ' au int hf ' rt . 
° wie 4 
‘ 
' ‘ cw 
‘ AZ > ga x “x 
, * 
arn : a ’ ’ Ange 
; ‘ +F Ma } 





HOTPOINT Autometic Washers 


Hotpoint, lac, 
5600 W. Taylor St., Chicago, 44, iil 











' New 1950 automatic no-bolt 
‘ ‘ washer N LC-3 

eliw sures Larger t p open 
g makes it possible for sewile t 
7 rr e clothe re quickly 
: €a ver a i ted back 
any q " g wa r dry cyclk 
t an spia juiet peration wit 
flu ’ ve ( al at! A mitate mov 
g part prevents vibration d 1g 
re peed spin-drying ; 3-zone Thrif 
tivato i ard finished alumimum 
illoy, keeps clothes nmroving t ig! 
“ ng zones separately single dial 
! permits selection of water 
juantity to be used, temperature and 
" t time dial also permits 
engt g, shortening, repeat; skip 
r stopping of any part of the con 
ete cycle; triple-action rinse in 


ludes warm spray, cold spray and 
leep overflow rinse; tub revolves up 
to 40 miles per hr.; spins out water 
eaving clothes damp dry; sediment 
ector tubes flush out heavy soil 
trapped during washing and rinsing 
gnal light on raised control panel i: 
rear glows when washer is in opera 
tiot flush-to-wall installation wit! 
easy tront servicing 
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DURABILT Travel tron 


Claude Neon Inc, 25 W. 43rd St. 
New York City, sole distributor 





M ode Du alt ntinental star ] 
« t m@ trave vertibie 
tr American to toreign use 
Selling Feature Made wit 
mnection plug that tits U.S 


also equipped with adapt 


which are built the round-pronge 





re ! ! iTrope i 
the arts t the w ca « 
4 ! v 5 rei 115 v t 
US 4 y knot at access 
ble at t t t sets Vv Age ght 
wei) rit piast arnclle A c 
mb-rest ft right r ft ande 
perat 4 t Tuse 
syster prevent t t 
ate piete t Vcile é 
‘ ete wit if ‘ . 
4 at € _ ‘ 
arc 
za < 
A SK ‘ 
threa 
i » . $ 95 
‘ ¢ 
. Vv . V ’ 
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INTERNATIONAL HARVESTER 
Retrigerators 
International Harvester Co, 
180 N. Michigan Ave., Chicago }, til 
Models H-92 with Pantry-Dor’ ‘ 
U-76 compact 7.6 cu. ft. model ow 


i / 
an 4 


ng Features: Deluxe H-92 mode 





as 92 cu. ft. capacity introduces “on 
the door” storage to Internationa rT) 
Harvester | Pantry-Dor” has 4 
{ ives on d > ificall e 
sw sHncive m Goor, Cac specinicaliy 
lesigned for items to be stored 
{ elf “pocketed” to hold 16 eggs 
1 shelf holds 8 to 10 soft drink ‘ 
r other tall bottles ; other two shelves 
ened for dairy products and 2 d 
ars, bottles and packag« re i 
' { rom ‘ ‘ ‘ 
z ated irom top-to ” 
th freezer i 0 tb roze 
as 4 lever-release ice ra 
t r r and a standar 
wr | v Z3 it ll } rr 
Ta stainic stec shelves 
76 gives 7.¢ 1. ft. st 
ibinet requiring le than 5x29 ij 
r space and 55 in. heig arge 
vered crisper 4 sq elf 
area shelving can be arra 14 4 
fifferent way bey n bottle opener 
engt foor 
Price H-92, $339.95; and U-76 


$199.95 
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ILG Fons 


lig Electric Ventilating Co., 2850 N 
Crawford Ave, Chicago, 41, lil 








\f lig portable 
i ! ‘ 5 
” f 4 2 a ( € 
1 c m window 
ex la may also 
me set . air ! lation 
bracket base, double purpose unit has 
}-3000 cim capacity 
2 A Cue 4 ase Cm g tan 
© posit P t 
te t te es 
- x : - a 
. 4 ‘ < { caste Ss 
i 4 
’ Wer in May. 1950 
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CTRICAL APPLIANCE NEW) 
a) 





FEDDERS Room Air Conditioners 
renews Quigen Corp. Buffalo, 7, N. Y 
jeis: 2 window type self-contained 
A litioners Nos. WH6 and 


ircuiate 


r H9 


a @ hy 
65% 
ubmcated 
tles 220 cfm 
sed 1 75 
requires 


Freon 12 





trical 


LAU “Filter Breex” 
The Lew Biqver Co., Dayton, Ohio 
ter Breez” fan, N 


dust, dirt 
comitort 
weighs 29% 
jlaceable filte 

variable sj 
amwunt ol air 


rs 


eed 


ise 


700 to 15,500 btus. per 
h.p. air-cooled Direc 
m 10,000 two 10,40 
10OW, l-hp. Water 
from 11,000 


models are con 


increased 
above 
rative mahogany cab 
van as t 


’ h mecy 
and all have 


been 


+ adjustable grilles 
finished in sand gray 
ige. No. 8 thp. Pre 

reased from 8000 to 9010 

ind model 6, 4 h.p. Bed 

ssw t HOA) btus.. al 
reirigeration 
wnpt rs in console 
r 2 its dc. and 


rermetic 


0-cycle applications 
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SIGNAL Fans 


Signal Electric Mtg. Co., Menominee, 


t 


position 
Yo. 1649 


ator and 16-in 


pale 


lect 


REMINGTON Air Conditioners 
Remington Air Conditioning Div., 
Remington Corp., Cortland, N.Y 

4 nsole xdels-—Overton. 


Fulton, and 
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Mich 
spot 1249 and 1649 desk 
ecatures Nx 1249 is a 

ating fan with 12-in. quict 
lelivers 800 cim; nor 
ring induction type 4 
50-40 «cycles, 110-120 
enclosed oscillator 
ype, self-aligning, bronze, por 
bearings 
as 1249 with 3 
quiet type 
cfm; both models finished i: 
scent Windsor green 


same 


May, 1950 


} 
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SAMSON Trevel trons 
Semson United Corp., Rochester, N. Y 
) Samson Fold-Away travel 

Stitch "N travel kit 


i ¢carures 


Iron” 
New streamlined 

molded plastic designed to 
ro a firm, comfortable grip— 
flick of finger locks handle in up 
right position, another flick and it 
fab jown tor flat packing; full-size 
l cighs only 2% Ibs.; folds 

flat “karry kit show 

dc. 110-120 volt: cord 


“Stitch "N Iron” travel kit of plastx 
alligator finish; kit includes the 
Samson Fold-away iron, needles 
darming cotton, thimble, scis 

and buttons 


Merchandising, May, 
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Brown Water Heaters 
Brown Stove Works Inc., Cleveland, Tenn 


i/€ é 4) -ga 


1980 





tabie top automatx 

WT3O WTMD, 
1 WT30DM 
Heavy 


with entire 


water caters 
WTIOM 


Selimg features gauge steel 
exterior finished 
enamel; acid re 
abinet fits in with stand- 
cabinets and appliances; op- 
220-240 volts, 2500 watt 
ment and standard double 
1000 watts lower and 1500 
parate 2Z-wire circuit 
louble throw type 

silver 


porcelain 


mitacts; set at 
it can be ad 
legs “— 
fouble ele 
limited de 
have Elm 
berglas in 
nandising 
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G-E Retrige 
General Electric Ce. intieesne 3 Conn 


combimation retriger 
with self-sealing 
8 and 10 cu. ft 





five 2-door 
ator home treerer 
magnetic doors, in 
sizes 

Selling Features: Doors 
ctically without a sound 
a tight, uniform seal with cabinet 
door gaskets are lined with 1l-in 
Ainico magnets which are attracted to 


close mag 
and form 


steel cabinet as doors 
new ike-cube tray permits user to 
take out one cube at a tume, or the 
whole tray full-—(a lip on bottom of 
each divider holds cubes in place); a 
foot-pedal door opener makes it 
sible to open door with hands full; 
new mounting for fruit and vegetable 
drawers eliminates hard-to-clean run 
ners or guides and make drawers 
easier to slide in and out; available 
in S and 10 cu ft 
Prees: 8 cu. ft. model, 
u. ft. model, $449.75 
ectral Merchandising, 


swing shut; a 


capacities 


$399.75: 10 


May, 1950 


SETH THOMAS Clocks 


Seth Thomas Clocks Div 
General Time Corp., Thomaston, Conn 
Poise, 


Simsbury 


Dynaire, Northbury, 
Selling Features Poise, occasional 
lock with period influence; equipped 
with mellow-toned alarm; mahogany 
use, black hands, Roman numerals 
Dynaire, modern design with re- 
ceding base and circular finished 
silvered dial; case available in brown 
mahogany finish or blond birch 
Northbury, Westminster chime 
clock with full quarter-hour chimes 
tor cabinet or mantel; recessed panel 
in metal grillwork; grained, hand 
rubbed mahogany and bright metals 
firrish 
Simsbury, Westminster chime model 
with casy-to diagonally 
? | veneers and molded 
mahogany finish 
have seli-starting mech 


read dial 
tront 
and base 


models 


Poise $14.95; Dynaire 
hbury $45. and 
(plus tax.) 


trical Merchandising 
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Designed right — then built right —for the 
toughest kind of service, year after year. 


Briggs & Stratton 4-cycle, single-cyl- 
inder, air-cooled gasoline engines 
are produced by an organization with 
over 30 years of engineering and 
manufacturing experience gained 


during the building of more than 


b's million air-cooled engines. 


BRIGGS A STRATION CORP 
Milwaukee 1, Wisconsin, U.S.A 


se 
BRIGGS & STRATTON 
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Westinghouse LAUNDROMAT 
Westinghouse Electric Corp., 





Mansfield, O 
lode New Laun aut 
the ‘a r with t Sav 
or 
t Pearures Cale mechanism 
wilt int loor registers regular, 
edium and small” loads of clothes 


rrespond with the same divisions 
m Water-Saver; mdicator for scale 
is built into slanting tront panel where 
it can be read by user; regular use 
26 gal. for 9 Ibs.; medium, 20 gals 
for 6 lbs.; and small, 16 gal, for 3 
Ibs. clothes; within the limits of each 
setting the Water-Saver automatically 
varies amount of water to be used 
Le., it will use less water for an 8 Ib 
load than for a 9 lb. load; other fea 
tures include the inclined basket wash 
ing action; automatic action once con 
trol dial is set, filling itself, washing 
triple rinsing, and spinmng clothes 
practically dry, then cleans and drains 
itself and shuts off; “Water Saver” 
control prevents advancement of timer 
while tub is filling with water— 
assuring clothes will be washed, rinsed 
with a full quantity of water for time 
selected; micarta gears are quieter in 
~peration; new type snubber shoe 
makes Laundromat portable; positive 
action mix and fill valve is spring 
ntrolled instead of the free-acting 
gravity type; Sealed-in-steel trans 


sior 
Price: $269.95—a $30 reduction under 
949 5 

ectrical Merchandisw May, 195 








DEEPFREEZER Refrigerators 


Deeptreere Appliance Div 
Motor Products Corp., North Chicago, /I! 








Vf F-7, F-9, F-11, W 
W-11 

elim ouures 
Deeptres treeze 

arkiy~ 1 lua 

vit specia Ing it 
1 front for sma : 
tx " read contr swing sheit 
wit plastic left-over dishes; dry 
torage bin; adjustable shelves; pla 

c meat tray; N F-7 has 7 cu. ft 
Apa eerzer artment $ 
$< N F.9 2 1 4+ 
Apa a 7 ez 

‘ t veg per N 
F-! s city. a 1 
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7 cu ft. freezer compartment, | 
vegetable crisper and 4 ice cube trays; 
No. W-9 has &5 cu. ft. capacity, 1.5 
u. ft. freezer compartment capacity, 
2 vegetable crispers; W-11 has 10.5 
cu. ft. capacity and 1.5 cu. ft. freezer 
compartment, 2 vegetable crispers 
Both W models have all the special 
teatures 


Electrical Merchandising, May, 1950 








ACE Cabinet 
Ace Cabinet Corp, New Bedford, Mass 


Model C-12-D ie cream storage 
abinet 

Selling Features Self contained 
louble row unit with 60 gal. capacity; 


l-piece stainless steel top fitted with 
12 flip-flop type lids with flexible 
hinge; perforated kickplate and 2 
grills front and back of air cooled 
condensing unit; corkboard and fiber- 
giass insulation; high gloss baked 
white enamel exterior 
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SAMSON Fans 
Samson United Corp, Rochester, N. Y 


Wood ‘ | 


leis ‘ Sate ex breeze 





\\ designed to exhaust 
t, stz > air and draw in cool, 
res r; incorporates Safe- 
ext lades ; baked enamel steel 





frame fits any standard type window 
rom 26 to 3% in. in width; tan may be 
reversed in frame to pull air in or blow 


n » > > 


aAValliabie Ww s2-in. < speed, or 


single speed tan 
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when it comes fo s 


A salesman who can’t talk? Seems incredible, but it's 
true. One of your best water heater salesmen never says 
a word, but he’s selling for you—selling hard—every 
day of the week. He is the electric dishwasher! Every 





dishwasher bought by your customers is a silent 
salesman for Electric Water Heaters, because it can't 
wash dishes properly without plenty of hot water. 





So always be sure to ask what type and size of water 





heater your customer now has. You'll be surprised how 











easy it is to sell Electric Water Heaters this way, and 
how many actual installations result from this approach. 





Try it, prove to yourself how successful it is. 


The same principle holds true every time you sell an 
Electric Clothes Washer, Range or Dryer. Each of these 
appliances also paves the way for an Electric Water 
Heater sale—the washer because it, too, needs a 
dependable supply of hot water at the proper 
temperature—the other two appliances because when a 
home is wired for them it's easier and costs less to 
instal) an Electric Water Heater. 


Even if you don’t make the water heater sale at the 
time you sell the other appliances, put each customer on 
your hot prospect list and follow up frequently. The job 
is made still-easier by the fact that people want electric 
hot water. Industry figures and surveys show that. More 
people all the time are buying Electric Water Heaters. 


They’re what people want! 


ELECTRIC WATER HEATER SECTION — Nationa! Electrical Monutocturers Association, 155 Bost 44th Street, New York 17, N.Y 


ALLCRAFT - BAUER - BRADFORD - CROSLEY - FAIRBANKS-MORSE - FOWLER + FRIGIDAIRE - GENERAL ELECTRIC 
HOTPOINT - HOTSTREAM - JOHN WOOD - KELVINATOR - LAWSON - MERTLAND - MONARCH - NORGE - PEMCO « REX 
RHEEM - SELECTRIC - SEPCO - A.O.SMITH - THERMOGRAY - TOASTMASTER - UNIVERSAL - WESIX - WESTINGHOUSE 
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tion amd treezing compartments per- 
mit Opening ome compartment without 
affecting temperature of other; upper 
compartment is a mplete freezer 
that maintains zer temperatures tor 
storing foods as long as a year with 
1.5 cu. ft. or 53 Ibs. and 2 cu. ft. or 
70 Ibs. capacities respectively. Lower 
mpartment g mmidity storage 
area i Z etrigerator 
va « t Pd storag t Tox 
wit vering j ve 4 a 
butter b built into door of refrig “a 
erator npartment; 2 large storage 
aw alu elves and a le 
ver ra nee detrosting rp 
Low-~priced ation =retriger 
FOGEL Refrigerator r-freezer le F8-4 and EF10-4 fj 
Fogel Retrigerator Co, 5400 Eadon St ave s ar Capacities to Super-Stor 
Philedelphia, 37, Pa Mlels without ely n door 
M ode Fogel table top refrigerator ter-har 
: : Suner-St nal type mo 
cllimg eatures > cu. it apacity P } R4-4 a I 4 ave & an 1 
et t dis 6 positio P q 
, ass mea thon | Se apacities respectively hot 
bonderized steel cabinet : 4 P ¥ 
os whe ave shelve ’ or, a 
msulation Freon 12 re ‘ = . . P 304 
tj ustabi ! rlide apy : emperature «dia 
ine — ne ‘ 4 giider x elve at ca he ad isted 
nmermetic unit , in. hign 
; re ug k t a leftower rack: 31 
specis 1 wit iegs 
I ~ . ‘ “8 r eel evaporator ated 
| if wit if mm. hnormeum ftormica or ; 4 
. : . 7 - pn ght : corner provides 
| aa yer ~ beh ws etter arr ilation and lower tem 
| Pr $1M) with pla t rature ge fresh meat an’ is 
} { tops available at acdditiona wate helow ' clai 1amel 
‘ t a ‘ 
\ ew A r le FASR-4 
| x apa te elves 
: and egeta ur 
g i and a 
at } ‘ ndle ar 
H nt line . 13 : 
2 4 1, ft er | 
Ad os ar 2 
BURPEE French Fryer 
Burpee Con Sealer Co, Barrington, Ii! 
Burpee French tryer 
“” 
‘ at dry 
" ‘ 
‘ embe 
: therm CHELSEA Window Fans 
‘ , : Chelsea Fan & Blower Co., Inc 
case ‘ 
1206 Grove St., Irvington, 11, N. J 
$4 
WPRI6 and WPR 
i erchandisim M 4 Ie 
r It w y fans 
“ P rect 
¢ xha 2-speed 
ei vy 
‘ > I 
t 4 
" 
) 
san 
\ 
CLASSIC TIMEPIECE Clocks 
Classic Timepiece Div, Prior Mfg. Co., Inc 


HOTPOINT Refrigerators 


Hotpoint, Inc 
5600 W. Taylor St., Chicago, 44 Ii 


176 W. Louden St., Philadelphia 20, Pa 


ty 
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HOTPOINT Woter Heoters 


Hotpoint, Inc., 5600 W. Taylor St 
Chicago, 44, fil 





‘ New line of Hotpoint 
Mag 2 terr eT 
“f 
, 
iz t i: p* 
tw t unre 
f etting dial for future a 
aut atic equipment; 3 
re tings ew dial contr 
araecd V acatiot ye 
he \verage and red } 
Available ~M 40. 32. & 
. ga viindrica 1e}5 ary 
- <> 
4) ga table Dp size é 
ule als be x 
. € and t arger Apa 
, * > ‘ 
€ “ : € S 
ectrical Merchandisu Ma 
TELECHRON Clocks 
Telechron Inc., Ashland, Mass 
" 
‘ 
As 
“A 
i 
Mans . VV 











WAGONER Ranges & Water Heaters 
Americ 


i 


o & Southern Corp 


Vashville, Tenn 
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water at temperature of ther 


tat setting ; designed to fit side-by 


with Wagoner range giving work 

a near stove: all Wagoner water 
ater are Fiberglas msulated and 
ay “ equipped wit! Wage crud 
mt s rust tank and 


system i entire 
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SURF Window Fen 
G-M Laboratories, Inc., 
4300 N. Knox Ave., Chicago 41, ill 











evice; Portable Surf SW-20 window 
as 

i" ature Easy to change from 

s side panels 

: entire cat et sits on 

at 1 window egular 

ee a ain positior fits 

‘ w openings as small as 24x24 

' reversible exhausts warm air 

raws cool a » or can be used 

as an air < lator by placing cabinet 

m f r or on a ta 3-speed switch 

give ig medium and low fan 

speed lorringtor Vairified” air 

ropelic of special deep-pitch design 

1 3000, 2400 and 1700 cim; 105 

120 t, 50/60 cycle a.c.; grille design 

vertical fit front and | k; dark 

xz : et wit vor and 

ack bber n ling top and bottom 

$54.95 
, Mev ” ’ May SO 
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MAGIC MAID Tooster 
Son Chief Electrics, lnc., Winsted, Conn 


" 
Mag Ma sutomatic poy 
No. M66é 
’ Au i 
et for am 
a toa 
’ 
y ivremt she 
Ba te andie 
b tray 
° Va 1980 
- — 





BALDOR Exhaust Fons 


Baldor Electric Co 
4353 Duncan Ave, St. Louis, Mo 


MAY 





et-wise and Beautiful 





REFRIGERATORS 


ie ng 


inmVve 
B the 
healer 


is, Loo 


"e-Sel; 
000 


lect, 
p Ost 
POs 
Pech, fo 


YOu: 















Appliances Powered With 






ge 
ae 





Smell series weniverse!l motor 
ports specially designed for 
vocuum cleaners and tood 


miners 





Compeactiy designed turbine 
driven by @ high speed 


series motor porticvlerty 
edeptebie te the connister 


type vocuum eane 


mee 


MOTORS 


Elecliic 


special application 


The quiet, dependable opera- 
tion of appliances equipped 
with Lamb Electric Motors 
makes them easy to sell... 
provides fast turnover... 
builds customer good will — 
all factors which help to as- 
sure store profits. 


When you buy motor-driven 
appliances equipped with 
Lamb Electric Motors you will 
profit by their outstanding per- 
formance. 


The Lamb Electric Company 
Kent, Ohio 


THEY'RE GOING INTO AMERICA'S Funes PRODUCTS 


Lamb Eleclic 
reactionar nonseromee MOTORS 
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FREEZ-IN Portable Refrigerator 
Freez-in Mfg. Co, 
2144 Mack Ave, Detroit, 7, Mich 
Mid West Sales Engineers 
824 Lemcke Bidg., indianapolis, 4, Ind., 
National Soles Agent 


Jeune bree in 5 able a 
tor 
elim “ur ital yhy 
sicia scat 5 a t 
office apacity é 
tray 4x t eit space; 3 ha 
lhe 4 Arrying an te ital 
ated ' iit ’ it ‘ or wit at 

rter a 6, 12 or 24-volt battery 
3 t spun-giass imsuiat 
her te reakerstrip; 1/10 
reezing t ermetically sealed 
vhute, Diue-grey r zolden browr 

! shor 3 x 
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MAGIC MAID Fan 


Magic Maid Div., Son Chief Electric, Inc, 


Winsted, Conn 
evnKe Magic Maid 12 assock fa 
No. MH 912 


m Features he cast aluminun 
e all steel body; one and 3-spee 
} xle eep pitch 12 
Ps verlap black 
piug atta 
Mer miisng, Ma 
\7 
4 


? 
$ 
om 
ATLAS Waxmeaster 
Atlas Floor Surfacing & Machinery Corp 
248 E 34th St. New York, N.Y 


‘ \ 


ex Waxmaster 


“r rl N Glide 


waxing and 


‘ 


atta mts that 


ax aster ft scrut ry ciea 


any ar a floor w resilient 
floor covermg extra-wide 3-brush 
angular t spread enables Tri 
ex Waxmaster to reach hard-to-get 
at places achine starts only when 
an ‘ ve automatic safety 
swit and stops automatically when 
and pens mpact-—stores m any 
“ fr nient corner; weighs 
1) als available as 3-brush 
_ * 17 by 
trical Merchandising, May, 1936 





DEARBORN Sifon-Aire Window Fan 


Dearborn Stove Co., Dept. D, 
1700 Commerce, Dallas, Texas 


ice Orchid Blade” Sifon-Aire 
4 vw exha a 
, ures Or Blade 
nstant flow of 
te \ pools and eddi 
ur at center and tips that caus« 
al type fan blades to 


se efficiency; expanded metal grill 
protection from fan blade; pear! 
grey hammered baked-on enamel ; pre 
luces 2500 n easily installed 
4 4 | ‘ ke ‘ 
rice: $49 
trical Merchandising, May, 1950 
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WESTINGHOUSE Precipitron 
Westinghouse Electric Corp., 
Sturtevant Div., 200 Readville St., 
Hyde Park, Boston, 36, Mass 
Precipitron ek 


ca No. PH-121 for the 


panel ; addition of 2 water nozzle 
ay eacer assembiy new cor 

me that automatically s 
sxences washing cycle once initiated 
ectrical Merchandising, May, 1950 
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IN THE BIG 


enaix 


atecaern TELEVISION LINE-UP 


EVERY Respect 


Here's a traffic builder if there 
ever was one. Just what you 
NEW have been looking for to take the 
slack out of the slow summer 


AM-FM RADIO season. There's luxury and good 


taste in every line of its new 

beautifully styled cabinet. And 

CRYSTAL-CLEAR look at the features! It's loaded 

with soles appeal for every 

RECEPTION member of the family. From the 

newer Rectangular, 16” biack 

no-glare picture tube to the ver- 

satile 3-speed, 3-size record 

ployer, this Bendix Console will 
star in any floor display. 


NEW 
RECORD CHANGER 
3 SPEEDS 
ALL SIZES 


—— 
(BENDIX RADIO) 


ors. US rat ore 


. . . Built as Only Bendix Can Build Them! 


This luxurious console combination is armed forces Your customers hav e only to 


typical of the quality built inte every look at and listen to a Bendix radio or tele- 
Bendix set. In this one fine instrument vou vision set to appreciate the difference. Your 
ean eee and hear the results of veare of ow veEe department gets a break too—the 
Dredix experience—engineering exeeilence new Bendix streamlined TV chassis makes 

= . it a cinch to install and simplicity itself to 
developed in the pioneering and perfecting service, If vou cell television ar radia. vou 
of such modern marvels as Radar, Very owe it to yourself to find out ahout the 
High Frequency radio and specialized com- beautiful new Bendix line. For complete 


munications equipment for the airlines and information write the factory direct 


BENDIX RADIO, TELEVISION AND BROADCAST RECEIVER DIVISION of 
BALTIMORE 4, MARYLAND 


aviation Coareration 
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urge for a 


les yourself to sales by helping satisfy your 


customers better tasting cup of coffee."’ Just demonstrate 
the KitchenAid Coffee Mill and watch the smiles of anticipation as that 
truly fresh coffee aroma fills the air 

Keep a KitchenAid Coffee Mill, filled with whole bean coffee, on your 
display counter. Show how simple it is to grind just the amount required 
for a serving, with the aid of the measuring glass how easy it 1s to ad- 
just for the type of grind desired 

Tell them how only freshly ground coffee can retain all the flavor 
after opening, because 


how pre-ground coffee loses its freshness soon 


the flavorful oils in the coffee evaporate soon after exposure to ai 


You'll be doing your coffee-loving customers a real service and 





iil build customer satisfaction that pays 


For Customers Who Want the Best... 


sell up to AlichenAid Food Pre 


paret the nnest made. These bigge 


more powerful mixers offer your « 


tomers so much more more Con 
plete mixing more useful attact 
ments more Satisfaction in always 
uniform results. AitchenAid is your 
mark of quality marks you as a 


dealer who handles the admitted best 


\ AitchenAid sale means a more sat 


hed customer one who will come 


back to you when he wants the finest jn 


} 


the future, i will pay you in bigger 


re traffic 





profits per sale n greater st 


to sell up to AltchenAid 


Kitchet 


THE FINEST MADE 


Suilt by Mebert aD world + lorgest morwlecturer of food machines, 


KitchenAid Division + THE HOBART MANUFACTURING CO., TROY, ONIO 


id 


Teak © MARK 
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AIR KING Circuletor 
Berns Mfg. Corp., 
2278 Elston Ave., Chicago 14, lil 





ie Air King Floor circulator 
é y Features: Equipped with 3- 
ced motor; accurately pitched alu- 
mm blad designed to move a 
aximum v ne of air; grill permits 





tree flow of air at same time provid 


ing safety; 4 rubber mounted legs pre 


vent tipping and marring surtaces 
fir t et tar ew a 
rice: $249 

Verchandising, May, 1950 











SANITARY Refrigerotors 
Sanitary Refrigerator Co., Fon du Lac, Wis 














s: Deluxe and Standard models 
Sand 6 cu. ft. capacities, a cu 
und a 5 « ft. LoBoy to fit under 

" ard calninetr 
’ ‘ “res All Tt 
prov perating me 
radled ver motor 
re s vibrat and nots 
ispended 6 springs 
‘ cushioned with rubber 
t et 
xe & has 13 j 
la ‘ tood 1 
i ‘ a 
4 r t rag 
x tt i wi cri 
er i ami 9 it. shelf ar 
Standa 8 has 145 j. tt. shell 
area anda a 54s it 
; it nile s 4) 4 t 
R 4 wide and 23 in. deep; has 
S4 elf area. “LoBoy” 5 cu. it 
3 igh, 24 in. deep 
4 4 wide, S2 sq. it. she area 
’ xe &, $229.95; Deluxe ¢ 
Standard 8, $199.95; Stand 
ar Sle 4c f € 
$159 and LoB $174.95 
’ Mer indisin May, 1950 





MAY 1950 


~ELECTRICAL 





KING KOLD Refrigerator 





; 
King Retrigerator Corp., 7602 Wood 
haven Bivd., Glendale, L.1., N.Y 
Model: King Kold retrigerator 
Sellmg Features: Reirigerator has a 
20 lb. frozen food compartment and ; 
am extra-ize storage can at the ¥ 
bottom; roomy vegetable and fruit b 
bin; Tecumseh compressor ; 9-positx 
temperature ontrol regulates degree 
f coldness; adjustable glides tor ur 
even floors; Dupont Dulux high baked 
c Artie 1 al | ut 
, Ver disim May, 1950 
‘ 





SENSATION Mower 
Sensation Mower Inc., Ralston, Nebraska 





Model; G-72 gasoline powered mows 
elim ‘res Swing about iront 

wheels make possible close « lipping 
eliumiuating n hand trimming 
i t t assis may be folded back 

‘ ‘ exposed tor we 

itting a bru earance; 20 
blade ‘ 4 x wheeis adju « 
Hi-Cut permits varying cutting height 
to 4 in; 19 hp. Briggs & 

i r 

Merci lise May, 1950 





HIGGINS 4-in-1 Unit 

Ideal Steel Products /nc., 
666 Lake Shore Drive, Chicago 11, Il! 
m refrigerator and 
dinette 


¢: Combinati 
stove and folding 








Selling Features: Retrigerator-stove 
s only 43 in. high, 19% tm. wide and 
18 deey p lid swings up to 
protect walls, exposes 2 hotplates 
lower section is a refrigerator with 
ice cube trays and lock and key for 


folding dinette has 
stain resistant 


refrigerator door 
a Dolax heat resistant 





ilt-in 2-way outlet; benches 
in Duran plasti 
Pr We mder $300." 
trical Merchandism May. 1950 
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CHROM-EVER Window Ventiletor 

Chrom-Ever Co., Div. Asquith Associetes 
inc., 1150 Broadwoy, New York, N.Y 
N V608 window vetilator 

Features \ new improved 

t the small ventilator with 

features from 24 to 3% im.; 

bedrooms because of quiet 


weighs nmniy > ids illess 


i Merchandinng, May 


G-E Low-Boy Refigerator 


General Electric Appliances, inc., New 
York Branch, 200 E. 42nd St., New York 


firigera 


G-E Fons 
General Electric Co., Bridgeport 2, Conn 


new fans—a 10-in. and a 

in. home model 

table or floor; sus- 

shaped support, can be 

ym horizontal to 90 

or bolts to loosen in 

ng adjustment; quiet single-speed 

otor; delivers 550 cim 

model has wide 12-in. blades 

ivers 975 cfim.; oscillates or re 

fixed by twisting a knob; tilts 

r down; 2-speed motor completely 

1 wit scillating mechanism in 
shell 


10-in. fan, $12.95; 12 maoxies, 


Verchandising, May. 1950 
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ELECTROMODE heoter 
Electromode Corp., Rochester :}, N.Y 
Wodel: No. PA, Electromode portable 

automatic heavy duty heater 
Selling Features Automatic, with 
built-in thermostat—simply bas to be 
plugged in, with dial set at desired 
temperature, and a fan-orculated, 
clean heat is evenly distrituited into 
“living zone” in a few sevonds; a 
arrying handle at top of heater makes 
it easily portable; designed for use 
in home or office to heat large room 
areas; operates on 240 volts and is 
available in 3000 and 4000 watt 
capacities; Safety-grid element auto- 
matic safety shut-off switch prevents 
werheating; silver gray cabmet with 
hrome trim of furniture steel; 23% 
high, 17 in. wide and 6% in. deep 
cal Merchandising, May, 1950 


DEARBORN Evpcorative Cooler 
Deorborn Stove Co, Dept. D, 
1700 West Commerce, Dallas, Texas 
ru Swing Front” evaporative 

Features Swing-Front” fea 

» wives quick, easy accessibility to 

and filter pads, making periodic 

wg and cleaning simple; quickly in 

n standard window, produces 

led, conditioned air free 

hammered cop 
perstone namel finish 


from dust and pollen; 


LAU Fea 

The Law Blower Co., Dayton, 7, Ohio 
Model: NA-20-P “Niteaire” portable 
fan 

Redesigned and 
blade with deeper 
venturi; improved rubber cushioned 
feet; resilient motor mounting reduces 


Sellmg Features 
improved; 20-in 


a hum; 
h.p. motor; 2700 cim high; complete 
in one package; pastel frost green 
baked enamel finish with 4-fnger 
chrome handle; weighs 25 Ibs.; 22 im 
square by 8 in. deep 


Electrical 
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variable speed switch; 1/12 
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ront opening” is a most-wanted automatic home dish 
washer feature the best opening to your A/tchenAid sales story 

But, with the AitchenAid Dishwasher, you can talk more than 
“front opening.” You can talk “front loading” the ultimate in 
quick, easy dish-handling. Demonstrate the 2 independent sliding 
racks that make AitchenAid so easy to load $0 easy to unload 

that minimize Opportunity for dish damage 

Then go on to the other plus KitchenAid features. Point out the 
easy automatic controls how simple it is to switch to manual 
operation to speed cycles. Show the centrifugal pump that cir- 
culates the water the revolving wash principle that provides 
most complete, most powerful coverage 

Talk about the 2 power-rinses that leave dishes, glassware and 
silverware sparkling clean the separately powered, circulated 
hot air drying that, combined with the convenient positioning of 
tableware, 1s so effective it dries even the most delicate stemware 
without leaving unsightly “teardrops.” 

Don't overlook the importance of KitchenAid’s self-cleaning, 
sanitary features. Show how water 1s continually strained during 
wash and rinse how strainer is self-cleaning with small food 
particles being washed down drain and coarse (lift out) strainer 
catching larger food particles 


The KitchenAid story is a story that sells . 
for you 


Kitchen 


THE FINEST MADE 


and builds profits 


id 


TRACE @ maRnx 


Bult by Hebert ot) world 4 lorgest monvlocturer of leod mechines, 


KitchenAid Division + THE HOBART MANUFACTURING CO., TROY, OHIO 
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Because youre in business to sell ranges, 
notexhibit them! 


afford w buy them... 


The new 1950 Acorn and Oriole gas . because people 


ranges (called Acorn in the West go for their new, greatly improved 
Oriole in the East) are extra-fine values features. Find out more about reason- 
and they're priced to sell able prices making bigh profits in 
designed to sell! They move off the today’s market! Only seven popular 


sales floor fast because people can models Write us. 


Acorn-OrRI0LE 


DIVISI|'|ON OF PERFECTION STOVE COMPANY 


7137-8 Platt Avenue @ Cleveland 4, Ohio 


1 


AT APPLIANCE NEWS 


rH) —- 
-f te wt lt- 


GUARDEX Coffeemaker Guard 


Guordex Co., 2850C No. Mississippi Ave., 
Portland, 12, Ore 


Dewise (,uardex protects giass coffee- 


makers from tipping or spilling 


lling Features: Has hand adjust- 
accommodate any standard 

stove designed to be used with 

maker and a drip cup for hold- 

ng upper portion of coffeemaker at 
back handles on each side for easy 
carrying; entire umit is of chromium 
lated steel and will accommodate any 
tandard 8- or 12-cup 


mit, $3.95 


coffeemaker 


BANTHRICO Meter Bank 
Banthrico Industries Inc., 19 N. Desplaines 
St., Chicago, 6, iil 
Meter Bank 
with 25¢ 


t must 


YOUNGSTOWN KITCHENS Sink 
Mullins Mtg. Corp., Warren, Ohio 
' gstown Kit 


n enameled 
and drain 
ndersink com- 
I itlery 


$84.95 West 
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SALES CLIMB... 


When You Offer York’s Unbeatable Line! 


Make 1950 your best vear vet! It’s not too late! Summer sales of Then for year-round sales... for full-line dealers... York's 

York's exerting new line of “packaged” room air conditioning sensational, fast-selling automatic ice machines, frozen food cabi- 

units for homes, offices and stores are just beginning to zoom nets, and condensing units and unit coolers 

There's time for you to cash in on Yorkaire Room Conditioners’ You can't lose by checking to see if the valuable York Dealer 

popularity this season! Franchise —-specialty or full-line—is now available in your ter 
And York’s unbeatable, complete line of products is backed by ritory. Phone your local York Distributor today! He's listed in 


the industry's most aggressive, most sales-productive advertising! your classified directory. Or, write York Corporation, York, Penn 








Six Reasons Why York Dealers are Sales Leaders! 


MODEL 33% HP 
MOOLL 100—1 HP 


Yorkaire Room Conditioners Yorkaire Room Conditioners Yorkaire Conditioners 


You can capitalize on sales of this popular console to an These are brand-new, yrand-new Step-Matic Consoles 
almost limitless list of prospects. Compactness and Perfect for large rooms, multiple spaces with connect- 


beauty make it sell urself! (Available in two hp. ratings ing ductwork, and ressdential summer air conditionimn 
f « « , & 


The big advances come from 


Headquarters for — Refrigeration and Air Conditioning 
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Pe og ey 
Au, pda 


Dremel Mfg. Co., Racine Wis an 

FASTER, EASIER -eaaee 
9 companion to their present model - 

for home and hobby-shop use Retail 

ing for $24.50, it includes an all-metal, 

handle-attached storage cabinet which 

holds sander, 25 sheets of abrasive 


i } ing pad 
paper and a sheepskin polishing pad 


House and garden floodlights suitable 

RANGE SALES i tadaien’ patios, garages, garden 

and flower beds have been ar mee 

by Moldcast Products In 

ford St.. Newark, N. J. Fini 

green or baked aluminun 

proot ttdoor enamels 

cludes a stake-1 nted 
Kato Engineering, Mankat 


new £ 


DD —— Vaco Ambery!l Flashlight Screw 
Driver is a screw driver with built-in 
flas } ght t +} \ light - P vork 

CHROMALOX mstt ted of Amberyl, it 


muik ama; regular 


arm ard i 


j : © Cc: K a | Wincharger A.C. Generators for 
‘ ra heing produced by 


The premium-package, 1600-watt small unit that CLINCHES 
THE SALE when S-P-E-E-D is the final consideration! 
Used one or more to the range, the CHROMALOX ROCKET 
is the final answer to the prospect who may still think , oer 
electric cooking is slow—because the ROCKET gives the xeon fas Ss 
FASTEST COOKING MONEY CAN BUY! oe ee ee 
In a nutshell the ROCKET offers your electric range customers 

@ OVERALL SPEED that's unequalled by any competition 

© SEPARATELY CONTROLLED INNER COIL “HOT SPOT” (850 watts 


for fast, cool cooking in smai/ utensils and percolators 
saves up to 45% of current costs 





Nothing developed in recent years matches these big 
. > 
honest-to-goodness sales advantages for electric ranges A Shok-Pruf 


equipped with the CHROMALOX ROCKET! a atte 


irer 
re 


SPEED THAT OPS ANY COMPETITION ye 
4 3, Pa 
Henres- Why — 
AVAILABLE FOR . >. 
REPLACEMENT, TOO 
Part Ne. AT-626 


236 volts ently 
ed 


. .- 

~ . 

. \ Leboretory tests show thet the Rockor 
L i bolls @ pint of tap water in 3 minutos 
oy — 

- 


Thet's speed beyond eny competition 


any Chremetex 7\\ Inner col, 850-wett “Hot-Spot" for 


‘ super high speed cooking pivs econ- 
size 6 adaptor ring omy thet con't be beet 


Dh cives he complete deta on Mn NEW and Gifferent Range Us 


CHROMALOX 


R esl = a SS 


EDWIN L. WIEGAND COMPANY, 7525 THOMAS BLVD., PITTSBURGH 8, PA. 
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Why 1950 will be 
your best selling year for 


ry a «4 
New Automatic Juicer! Squeeses, and au- 
tomatically stramea, a dowen of more oranges 
with ne clogging. A worksaving wonder that 
really sells this mixer! 
& ww 7 | 
a 


Built-in Light! Shines directly down into 
how! Customers lowe it! Makes an effective 
prorat of sale demonstration. Pour «quart and 
two-~quart bowls accompany mixer. 


New Speed Selector! Newly designed Speed 
Selector is located out front where it's easy 
to read. Housewives are always eure of the 
right speed, whatever they're mixing!’ 


"4 ARC 

3 Easy-to-Clean Beaters! For faster, more 
thorough mixing —three beaters. No center 
shafts they're easy to clean. Beaters are 
shaped to beat from center to sides of bowl, 


$34.95 (incl. Fed. Exc. Tax). Price subject to change without notice 


YEAR-ROUND ADVERTISING! cnt 


if constant power and lots of it even 
at low speeds, even when mixing the heaviest 


. " batter. Vet it weighs only 4 pownds ae a 
For the first time in Triple -Whip Mixer history prtabl , 





national advertising, including full pages in full Ladies’ Home Journal 


olor at the peak buying time, will help build McCall's - Good Housekeeping 


your sales all year! (See magazines at right Country Gentleman 


And see your distributor for new point-of-sale Bride's Magazine - Modern Bride 
displays and folders to back up this program! 











You can put your confidence in— 


Low storage! “Flip over” featare lets mixer 
be stored under low shelves, Appliance and 
Merchandise Department, General Electric 


Company, Bridgeport 2, Connecticut. 
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TELEVISION 


G-E Telesets 


Generel Electric Co. Electronics Pork 
Syrocuse, NY 


HALLICRAFTERS Table Teleset 


The Hallicratters Co., 4401 W. Fifth Ave., 
Chicago, 24, lil 


¢ teleset 


N 124 in. table t 
y Features: 124-in. hig 
tube; wood cabinet 


ma Wany simuiate 


jacK 


pws 


MECK Telesets 
John Meck Industries, Plymouth, ind 

e models XRPS and 

XRQ and XTR 

XRPS 


radio 


msole has 
rd changer 
“ ecor 
pick 
net. Wedge 
racho-pho 


fea 


STROMBERG CARLSON Telesets 


Stromberg-Carison Co., 
Rochester, 3,N.Y 


eis Ir al 166 M 
Mercury 16T table 


litimg ecature P 





Wf onsole and 
clevision sets 
rovincial contains 

tube; keyed auto- 


built-in antenna ; 
avodire cabinet. 


a black glass | 
matic gain mit 


mahogany of 


.' . , 
1.110. €200 0 ' ; mn. rectangular wodel has a 124 in. tube 
C1} $329 os ub ag I in antenna; 
a Le nchronizer; 24 
ferchandismg, May { 


as 16-in. tube 
s and picture 





} 


INTERNATIONAL TV Consolettes 
, scop 20 E. 35th St, New York, 16. N.Y 
metur . wit ie re 


mexiels have ma 
n antennas 
cons mad ma 

YU mahog 
Play 


hog 


wy has a rectangular black 
; - SPs lass le | ire tube; 142 sq. in 
A speed nge addi reer permeability tuner; built-in 
May, 195 t XOR, $239.90; STR, $269.90 ennas !  avodire 
Merchandising, May, 195 } - $369.95 mahog 
Mercury, $295 
avodire 


Merchandising, May, 


and 


1950 


MAGNAVOX Telesets 
Magnevox Co, Fort Wayne, 4 


Vit 


SIGHTMASTER Table Teleset ty 
rate 


Sightmester Corp 





angula ibe 


International Television Corp 
a e deflects < 9 


vs 


238 Williams St., New York, 7, N.Y 


2 new etten MITCHELL TV Console 
Mitchell Mfg. Co., 2525 Clybourn Ave. 
Chicago, 14, Ill 


May, 1950 
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| 

Two-wey cooling effect AQUAIRE is portable 
is accomplished by forc- 18 Ibs. Nothing Pp 
ing aif through @ water: — wst P 
soaked filter andcirculat 
i Humidity 
bulb. 


ie Oversized * 
your hen dried base of unit ¢ 


d is circul 


lated by this remarka 
sh AQUAIRE also disperses 
deodorants — 4° well as water soluble flow and humid 


inhalants. 
EADING APPLIANCE AND D 
THE DEALER peaaRrest you 








UAIRE 


WEATHER CONDITIONER 


the miracle seller 
you've been 


dreaming about! 









weighs only 
licated about it 


eservoir is 
o which ie ' 
Ker cooling 
Ide eve aa 
(S anes | U 
* dust allerges air circu- , . 
ble unit 1s filtered soaked filter #0 ° 
erful fa n.Control knob regulates water: e 
ity content of air leaving "(2 , y 


the unit. 
EPARTMENT STORES 





today! oN SALE NOW AT L 
watt ror THE NAME or 
s2oaKtrn 5, NEW yore 
cost. + Chcoge 


MIMAR provucts, Inc., 
Bronches: & Mowe, 
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LINE 


Yes, nt re “Capitol” Line of steel kitchen cabinets and sinks 
you get extra features that can help make your selling job easier. 
Just look over this list — and there's a score of other 

“extras” too, And remember, every Capitol cabinet is bonderized, 
has a lustrous baked enamel finish, and bears the Quality 

Test Seal of Approval by the Steel Kitchen Cabinet Institute. 













can 
res ! “ ‘at 
feat¥ sHow 


\s 
j yer} 
, mts ¥ 
rf id eank {ron 
’ eat 
al vn . 1 
\ . {out 
com were nays { ng ack ee ca 
et ara float! on D alent 
\ xh, € t 
Ro { amo’ oe spat fronts fo 
aw Ww wet 
¢ 





' 

' 

HUBENY BROTHERS, INC. 

' 618 E. First Avenue, Roselle, N. J. ; 

} 1 am interested in information about a Capito! Kitchen ; 

' Cabinet distribytership (), dealership [) ; 
' 

' 

; Name : 
' 

} Compeny : 

' ' 

| Address } 

' ' 

' City Stote ; 

' 

ee eee ' 
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TELEVISION AND RADIO 




















# 
4 
STEWART-WARNER Table TV ' 
£ 
Stewort-Warner Corp., 3 
1826 Diversey Pkwy., Chicogo, 14, Il! 
Model. No. 9106-A table teleset PILOT TV Sets 
ellmg Features: Equipped with a Pilot Radio Corp., 37-06 36th St, ' 
16-in. rectangular “black” cathode-ray Long Island City, 1, N.Y 
tube; uni-panel control; turret tuner Models: 16 in. Consolette TV-165 ana 
“gated” automatic gain control; gyro 16 in. table model TV-163 ¥ 
matic picture lock; built-in anteuna; Selling Features: Both models have 
channel-eye tuning lights indicate sta- KM radio, phono-jack tor easy re I ! 
tion letters or channel numbers; cab player connection and phase-controlled 
net used has approximately same 
dimensions as cabinets used for 12-in 
tube sets—194 x 214 x 20 2/3 in 
Electrical Merchandising, May, 1950 
in antenna; 16-in ibe ; 
wowany cabinet. Table isa 
t ng table available sO 
es: TV-165, $349.95 163, 
TELE KING TV Console ri 1950 
Tele King Television Corp., 
601 W. 26th St. New York, 1, N.Y 
N 116 Tele King « 
i nea ot i i 
legs; 15¢ 
1 " ‘ walnut, 4 
" iper sensit 
\ V PM 
‘ “ 
\ ' ‘ $2 4 
ete es “ MY 
j 
MOTOROLA Portable Radio 
Motorola Inc, 4545 Augusta Bivd., 
Chicago, 51, Il! 
Mu Box SLI 
Box 5]!, Playmat SMI, 
\ a i smf'*ry “I 
on te batteries 
\ \ are arite A2 inature 
t 2 bar Mu 
i i N atc £ 
cwe x 4 € 
rtable S ar t ady s ‘ vel cane 
TELE-TONE TV Console Playmate Jr, steel ca t th plastic 
Tele-Tone Corp, 540 W. 58th St, ed and trim seler rectifier for ' 
New York, 19, N.Y yperation —_— , 
' e 10-in. t <tra tube and a cor ; 
“ \\ 4 U on agnet 
A i “ diat 
rn 14 Vv 
uM ewel ; 
£3495 
{ \ M 950 
; 
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OW MAGNESIUM ROD 


Longer Tank Life Makes Sales Job Easier! 

Longer tank life is an important sales point when you are dealing with a 
potential water heater purchaser. You can make the most of it when your 
heaters are equipped with Dow Magnesium Rods. They add years to 
heater life by protecting against premature leaks and rusty water caused 
by tank corrosion. Corrosive forces attack the rod instead of the tank; 


the rod corrodes but the tank stays sound. 








Dow Magnesium Rods Give Maximum Protection! 


i agnesiu rods are not of equ value. ‘ eamou cau io oO 

All mag m rod t of equal value. The amount and duration of the 
protection depends upon the composition and purity of the magnesiun 
used. Years of research and field testing went into the perfection of the 


alloy used in Dow Magnesium Rods. There is no better rod on the market. 


Dow Magnesium Rods Help You Sell Quality Heaters 


Leading manufacturers are equipping their quality heaters with Dow Magnesium 
Rods. Use this sales point to help sell quality heaters—boost your dollar volume, 
increase your proht Write your manufacturer tor full information about Dow 


Magnesium Rods. If he can't supply you, write to Dow, Dept. MG-120. 


Magnesium Division 


THE DOW CHEMICAL COMPANY + MIDLAND, MICHIGAN 


New York . Boston + Phi Washing’ + Allee * Clevelened + Octet * Chicege 
St. Lewis . Houston . Sen Frencisco . low Angeles . Seomte 
Dew Chemical of Canada, Limited. Terente, Conode 
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GREAT PRO 


L WAY eROFTS 
WT FR YOU 





The wonder water N i er® spe 

hecally re { ctuied py c st portal 

wnufacturers of standard and wnati 

mhes washing machines akKS OO wast 

ng him! The washing ma nes you lo their best work wher 
if stomers condition their wash warer with Calgon. And 

ean n clothes OO times jess alkaline than ordinary water 


Protit two ways when you stock and sell Calgon! 


FIRST WAY Mak ey on ¢ 


f t “ ‘ 
k inventory turnover, and heavy store trafl Ca 1 { 
(Calgon MM nm tu ‘ tt 
SECOND WAY 4 hy " vie ca Ca 
plain hen aus hely wast gz mact Aa the 
‘ ri “ Y ( ps A 
: a mach slesma i c stir 






The wily < il i ishwashing OM pon nd tl 

contains Calgon' Not only the cst nportant dish 
washer manula fers specifically recommend Ca 
gon big name makers of China, glassware ind 


silverware lo roo’ Why Because Calgonire ts 
rie vd of ( almon am! vigorous leter 


developed especially for echanica ishwashing 


Profit two ways when you stock and sell Calgonite! 


FIRST WAY— Big | 


appli © wales t La 


SECOND WAY yer " ashe RK 


W rete literature on Calgon and ( al gomete 466 “warn your broker 


CALGON, INC. HAGAN BLDG., PITTSBURGH 30, PA 
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RADIO 


ico «Vo permanent magnet speaker ; 


built-in loop antenna mounted at rear 
§ case: variable condensers direct- 
iriven by right hand control knob and 
volume control; weighs only 34 Ibs 
complete with batteries 

Price: $16.95 less batteries 
Electrical Merchandising, May, 1950 


mediate frequency transformers; Al- 





STEWART-WARNER Radico-Phono 


Stewort. Warner Corp 
1826 Diversey Pkwy, Chicago, 14, iil 
Dewce: No. 9150-B radio-phono con- 


Selling Features: Combines AM-FM 





radio and 3-speed phono which will 
automatically play all records; tilt- 
ut control panel; full range audio EMERSON Portable Radio 


system: automatic bass boost circuit; 
built-in AM and FM aerials; single 
tone arm record player with automatic 


Emerson Radio & Phonograph Corp, 
111 Eighth Ave, New York, 11, N.Y 


utot any 12-in. or 10-in. records Model . Emerson portable a.c.-d 
f same speed may be played inter radio No. 652 
mixed; mahogany cabinet; 18th Sell Features: Beam power extra 
entury design output; sealed unit Alnico 5 P.M 
Price: $249.95 dynamic speaker; large built-in-loop 


ai antenna; Bakelite cabmet with large 
; , 9S ° 
rical Mere handising, May, 1950 calibrated slice rule dial 


Electrical Merchandising, May, 1950 





G-E Clock-Radio 
General Electric Co., 
Electronics Park, Syracuse, N. Y 





jel: No. 509 porcelain white clock- 
aclu 
lim eatures: “Electronic servant” 
ature is an appliance timer and con- 
nience outlet; appliances up to 1100 
watts total capacity can be operated 
automatically will turn then " r 
at «pre letermined time 
$ 
trical Merchandising, May. 1950 


More Bendix in 


use than all other 





automatic washers 


ARVIN Portable Radio 
Noblitts Sperks Industries Inc, 


Columbus, Ind 

M \ 406-P portable battery 

7 
; combine 

, stures: Thermoplastic case 

wit fluted plastic grille face over 

¢ " ned gril th; serm-recessed 

knobs at top of opposite ends 

of case; sun tan or burgundy colors 

available; powered with one 67$-volt 

battery a y 4 A, ligh 

4-tube " 4 


MAY 19SO—ELECTRICAL MERCHANDISING 








a ee 





t 





Agricultural 
implement! 


Ye Lhe home freezer is one 
etter farm living ever 


benenht 
meals more 


» urban resident 


is tric h 


m home. And it’s the 
reer models 
! spects today tor 


through your 


t FARMING, the 


subse! ers Cari n - & 
irm rage. And with 7 ke 
1 eptionally good years, Jf | = 
/ 


1 superior market for ‘ 
>» 
eer rT | 
’ 


oe 


and more attentive 


p  rccend 4 {7 
: So sad Pi 
| 


es from any SI 
G, Des Moines, 


nd, Detroit 


SUCCESSFUL (> FARMING 
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‘Robertshaw 


COMBINATION THERMOSTAT AND 
OVER TEMPERATURE CUT-OUT 


— —2 2 = oe 


PUSH TO RESET 


Combines temperature con 
trol with single pole switch. 
Current is automatically cut 
off and switch is locked in 
open position if temperature 
at any dial setting, through 
any cause, exceeds tempera- 
ture range of control by 7% 
in liquids or 12% in air. 
Switch remains open until 
closed by manual reset but- 
ton. Design permits mount 








— 
ro) Ft Z Yet emcrst a 
ot 
|* 


OPERATION OF Hi THERMOSTAT 

1. THERMOSTAT CYCLES AT SET 
TEMPERATURE 

2 tfmrl SWITCH BREAKS AUTO 
MATICALLY AT TEMPERATURE 
SLIGHTLY HIGHER THAN SET 
TEMPERATURE AND MUST BE 
MANUALLY RESET 


ONE CIRCUIT CONNECTION 
Ac. ONLY 








ing control in any one of four positions. Standard size bulbs 
end capillary tube lengths give great flexibility to meet 


required heat ranges and installation needs. 


Write for full information. 


fa heme oad industry, TVERYTHING'S UNDER CONTROL 


THERMOSTAT DIVISION 


Ge Robertshaw 


ROBERTSHAW-FULTON CONTROLS COMPANY 


YOUNGWOOD, 


PENNSYLVANIA 


ELECTRICAL APPLIANCE NEWS 











PAGE 162 





G-E Portable Radics 


General Electric Co., 
Electronics Pork, Syracuse, N.Y 


Models: 3 new portables 
yelling Features Battery -operated 
portable No. 600, weighs 74 tbs. with 
battery aroon cabinet 
An a ! battery portable avail 
able j ” No. 601, maroon, 
No. 603 fawn tan, and No. 604, green 
No. 650 deluxe portable a.c.-d« 
battery model, maroon cabinet 
Prices: From $19.95 to $39.95 
Electrical Merchandising, May, 1950 





STEWART-WARNER Table Radio 
Stewart-Warner Corp., 
1826 Diversey Pkwy, Chicago, 14, Ill 
M od: N 9151-A table AM-FM 
Sellu catures Housed in brown 
and «beige plastic cabinet with red 
anslucent tuning indicator enclosed 
yy clear plastic showcase dial; 2 
built-in antennas; avc; 6-in. speaker 


delivers 2-watt output; phono-adapter 
socket for phone plug-in 
Price: $69.95 


ctrval Merchandising, May, 1950 






RCA VICTOR Portable Radio 


RCA VICTOR Div., Radio Corp. of 
America, Camden, N. J 


M ode BX-55 and BX-6 3-way 
portabdie ra ’ 
” ar ()perates ba 
‘ i rd arn pla 
a Se gat m ; de ativ 
" Cre + es and r t 
4 Agnet € tr 
‘ 4 a 
a a a fica vs 
LCA-VS ) 
‘ € “ € 
S4 
v he 
¢ ase a 
‘ a 
C t es 
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1 rectife ermanent magnet 


electr ya <aker Dbullt-in an 


; 


tenna; automat on-off” lid switch; 


G I at acoustical sys 
\-VSO019 self-contained bat 


4) 
pack with tus model, 


Pres ¥.5§ $2995: BX-6 $49.95 
ing, May, 1950 





DE WALD Portable Radio 


DeWald Radio Mfg. Corp., 35-15 37th 
Ave, Long Island City, 1, N.Y 
fod D-SOR portable Round-the 

1 Traveler.” 

ell eature band verage 
AM and 2 shortwave band operates 
' 1 batteries or 110 and 220 


lerchandising, May, 1950 


4 





EMERSON Record Player 


Emerson Radio & Phonograph Corp., 
111 Eighth Ave., New York, 11, N.Y 


Model: No. 634 table model phono- 
radio. 
ng Feature An A.M. receiver 
bination with automatic 3-speed 
ecor hanger for 78,45 and 334 rpm 
anogany cabinet 
$x 
f , May, 1950 


Antenna Briefs 
Federal TV Corp., 139 Duane St 


‘ rk (¢ ul ices a new 
Magnifier operated by re 
a pu button held 
to 25 ft. from r 
asily talled, it electror 
+ | 1 
us a giant close-up 
$249 
A new Twin-Driven Yagi antenna 
A a rformance peaks at 
4a $ ar inced by Tech- 
\ ance r Sherburne 
NYT un addition to the TACO 
| » area antennas for metr 
areas with stations operating 
nels 4 1s 
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IONE NO 


If your present line cannot match the points below, it’s 


time to date the Duchess. 


PROFIT — Duchess profits are excellent. Low service cost, 
good discounts and a complete price range, all add up to 


better profit. More clean clothes per dollar means quicker 
and easier sales. 


EXCLUSIVE FEATURES — tip the scales to make sales. 
Features that competition cannot duplicate — like Duchess’ 


famous Triple Flex Spiral Agitator, exclusive Silent, Ball- 
Bearing Transmission and Lifetime Guarantee. 


” WASHERS 
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SALES RADIATION — word-of-mouth advertising from 
enthusiastic Duchess customers multiplies your washer sales 
— clinches other appliance sales later. 


SPECIALIZATION — by the world's largest manufacturer 
concentrating production and sales on wringer-type washers 
builds know-how, unfailing mechanical excellence and 


savings that are passed along to your customers in lower 
selling prices. 


Get the complete Duchess story on the complete Duchess 
line. The Duchess has what YOU want in a washing machine. 


ALLIANCE, OHIO 


PAGE 


APPLIANCE MANUFACTURING CO. 
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The Dealer who doesnt display 


isnt on Your Team - even though 
his name is on the franchise 
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From Manufacturer to Consumer —A Product Sale Story 


Before a product goes to market and its final sale it goes through 
many processing and sales stages — designing, manufacturing, whole- 
saling, and then to the eventual consumer. Of all those stages, four stand 
out in importance. Each is essential to an effective merchandising cam- 
paign — two of them indispensable where actual sales are concerned. 
They are shown in the chart below and .. . 


HERE THEY ARE 
The Important Segments reached by ELECTRICAL MERCHANDISING 























MANUFACTURER} WHOLESALER RETAILER CONSUMER 

(A reader also !) 
a ee Story of a Sale from Beginning to End — — — — — — — — — — — — —— —-— — > 
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Your Product... 


Only a year or so ago it was common. practice for a 






tion must convince him that your line is “hot,” profitable 
dealer to sign every franchise proffered to him. Why not? — to push and full of sales-making features. Manufacturers 


It might secure scarce merchandise and anything received — spend a lot of money and time glamourizing the appear- 






could be sold. ance, efhciency and economy of their products. They 





Today, it’s different, can’t afford to have all that effort wasted in the back- 










\ manufacturer now must continually inform, enthuse rooms of their dealers’ stores. To prevent it, dealers must 
and inspire his dealers or they are only names in his be continually sold on the idea that proper display 
franchise file. Unless your dealers indicate by its prom- creates store traflic ... which in turn creates sales. Dealers 


inence on their floor that they endorse your product, sales — who just “carry” your product aren't worthwhile, 





will not be made. Consumer advertising will build thou- This job of selling the dealer is a continuous one. 







sands of interested prospects but the dealer and what he There's no better, less expensive way to do it thar in the 
does are the needed ingredients to make sales. dealers’ favorite trade publication — ELECTRICAI 


Your advertising in the dealers favorite trade publicaes MERCHANDISING. 





Remember...The local dealer is considered an expert! 


The local dealer's customers and prospects are generally his neighbors and 














friends and when they buy they look to him for advice and assistance on what 
is the best buy for their money. They know he is an expert and understands the 
important features of all the products he sells. If he should just say, “It’s all right 
and can do a fairly good job,” you can bet they'll buy something else. This 
unenthusiastic type of selling won't happen on your product if you keep your 
dealers sold on your product and on their toes with all the latest information. Use 


the dealers’ preferred trade publication, ELECTRICAL MERCHANDISING, and 
Readers of you can be sure your sales curve will stay up 


ELECTRICAL MERCHANDISING ..- To reach dealers in 


retailers fand u holesalers) of major appliane es. APPLIANCE oa RADIO am» TELEVISION STORES 
electric housewares, radio and television sets and DEPARTMENT STORES — FURNITURE STORES 


scores of related products an A accessories. These 


products are bought with thought, usually with HARDWARE STORES — UTILITY MERCHANDISERS 


onsiderable family-wide consultation (Note: 


Here’s where consumer advertising pays off). Cell your product story id 

The products sold to the public by this group of @ yy L, ECT RI | ® 
retailers are sold with dealer adt ice and endorse- f. A - 

ment. They will not move without this important M I: R ( I 

dealer ingredient. And they must have proper A A . Xs | A N D | SI N G 


wholesale set-ups to facilitate u. A McGRAW-HILL PUBLICATION bd 330 W. 42nd ST., NEW YORK 18, N. Y. 
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THE “OPEN-VISION” PRONT of thie electrical epplience store in Milbwevkes, Wis, is octvally on 
atte: hours selesmen I presents the store interior ond the merchandiee for sale even afte: the 





store = closed The expense of Polished Plete Gloss « fromed by « facia of Forest Green 
Cerrere Strecturel Gloss ond Pittce Premier Metal An inviting Herculite 
Deer odds the finishing touch to the “open-vision” design 





“Open” for business... AREA eae see 
° , ’ (i i b, NK 2 
and gelling ul, loo. ae 3 q 





! ‘ ill ver the countt have nized leaders and will help vou select a vell- 
\ | ound that modernizing their stores lanned, economical design. Both of you 
tl in ( en-Vi n front t Pitrsburet ca count on ur fullest cooperatior If ou 
(;la nd Pitteo Store Front Metal has r wist ou can arrange for terms through the 
sulted my increased sales ind profits. An Pittsburgh Time Payment Plan 
yen-vision” front turns the entire store in Wher ou remodel, remember this: A 
terior mte im ¢ ( atchin ile ‘ prod ci half wav 1b isn't half rood enough Dy a 
lispla helps make sales before the cus thor h job~inside and out—for the great 
tomers enter And in “open-visi n” store est returns in incre ased business 
front goes on “selling” even after closing For factual information and illustrations 
tare of many Pittsburgh Glass and Pittco Store 
If sr business needs a litt, isk vour al | ront Met il installations write for our free 
chitect about Pittsburgh's modernization booklet. The coupon below ts for your con 
material He is familar with these recog venience 


Store fronts 
and Interiors | | 
by Pittsburgh | | 

a See aes aie, lee 








PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS 


PITTSBURGH PLATE GLASS COMPANY 
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How Much Should You 
Allow for the Old Box? 


ee CONTINUED FROM PAGE 77 eee 


lowances for boxes in inferior condi- 


tion. “We might take in many more 
rade-ins without this system,” it was 
emphasized, “and perhaps sell more 


new boxes. U 1¢ other hand, we 


make it up in full profit from each new 


refrigerat and at least a break-even 
} +} , 
Sait Lie 
Accepted, each Rich trade-in goes 
through a reconditionir g process 


which results in remarkably clean, fast- 
selling rebuilts. Located in the store’s 
warehouse, the shop is staffed with 
four full-time mechanics, and includes 
a thoroughly equipped machine shop 
and paint-spray room. Under man- 
ager Bob Worley, the crew turns out 
beautifully refinished, perfectly oper- 
ating boxes which sell with amazing 
swittness 

Every refrigerator as received is 
torn down completely, condensing unit 
removed, and chemically cleaned to 
like-new appearance. All worn parts 
are replaced, gas added, pressures 
tested, motors rewired or replaced, and 
the unit put through a 48 hour oper- 
ating test when replaced in the cab- 
inet. Kise insists upon scrupulous 
leanliness of the mechanism, with the 


alt that lnw-is ne used refricer 
} 1a “ e used retriger- 

ator buvers are always visibly 

re iw , the lid of a 
x y + + hel y 


\“ ‘ mie te the ng rebuilt 
the ¢ ta t aint chon. All 

! t f, and the hard 
w“ Fach ubinet 

rave fr e to three times 

rding to the need, and wheeled into a 
storage rot t f t the paint t 

t thoroug is tou 
ga The s insta 
cabinet har 1, and the 
box goes to where the 
unit is give test. “We 





always test calibration of the c 
trols and valves on both the off and on 
cycle with a full load,” Worley ex- 
ned, “which is the only way to make 





a guarantee work out. It’s a serious 
mistake to test the unit out in the open, 
away from the cabinet which it will 
eventually power.” 

All boxes are guaranteed for 90 


-ontinued on page 168) 








YOU AND YOUR ‘FIRST SELL YOURSELF TO 
THE CUSTOMER’ IDEA’ 
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“DULUX” IS AMERICA’S LEADING 
HOME-APPLIANCE FINISH 





wice 


pull 


THE PROOF IS IN THE SELLING .. . and DULUX Enamel 
exterior finishes have helped to sell more than 20,000,000 
refrigerators . . . not to mention thousands and thousands 
of other home appliances. No wonder dealers everywhere 
point to the seal that identifies DULUX Enamel to give 
prospects visible proof of quality exterior finishing —a finish 
that will give years of washable, mar-resistant service! 
But now the name DULUX will pull just twice as hard 
for you because sparkling DULUX Enamel is on 
refrigerator exteriors, identified by the DULUX Enamel 
AND 


seal 





. +» NEW DULUX Food Compartment Enamel is on refrig- 
erator interiors, identified by a special new seal of ita own! 

Like DULUX Enamel, DULUX Food Compartment 
Enamel is an example of Du Pont research that has thor- 
oughly proved itself both in laboratory tests and in home 
use... provides gleaming protection for years. Be sure 
your manufacturer supplies DULUX-finished refrigerators 
with both DULUX seals. If you don't ask for them when 
you buy, you can’t feature them when you sell! 













on 
“ "Par tmens ‘ 
hich 












| Z food . 














DULUX Refrigerator Finishes 
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ARMSTRONG 


i 





Here's a fully vented circulator that answers many heating problems. 
it may be used as a central heating unit for small homes or it will give 
excellent service as o spoce heater in large areas such as school rooms, 








shops, stores, laboratories, etc 


AGA. Approved for use 
with all gases. The outer 
construction permits effec- 
tive intake of cold air and 
rapid diffusion after the 
air has been thoroughly 
heated 


Multiple heat exchangers 
with individual cast iron 
burners provide an un- 
usually large heat transfer 
area. The body is beauti 


fully finished in two-tone 






























retail 


Order trom your Jobber or write 
tor details and ducounts 


ARMSTRONG SIRS 





Medel No. 6600-—60,000 B.T.U. 34" high, 16” 
Model 6450—45,000 B.T.U. 34" high, 16" deep, 22” 





Slightly higher west of Rockies and in Canada 






































SORRY, WE HAVE A NEW 
VACUUM CLEANER 


KINDLY USE THE REAR ENTRANCE 











Daria tudiall 


How Much Should You Allow for the Old Box? 
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brown porcelain enamel, ais th ened Daas!) ak ail sie Laan 
the lifetime finish. Mani additional salesbuilder, Rich’s will per sicteien & cuniity tm r of top 
fold and fittings are nickel. mit any of the trade-in stock to be quality reconditioned boxes, and clean 
plated. This heater is read- traded back again on the purchase of a ew box sa End 
ily equipped with thermo ew retrig w at / - Ps ay 
static heat control sith ns oy Se > ehiitioand s wa 
ator sa i ty le-ins 
i la t t t ‘ ow! bef e 
ticking 


28" 


wide 


deep. wide 


$10 For Any Box 


ntally, Rich's offers a $10 al- 





wance on any electric box any 
ARMSTRONG ELECTRIC condition, as an arbitrary figure, and 
No. 514 HEATER has found this an important source of 
parts { pair work 
A compoct, sturdily constructed heater We can always find usable parts 
made of 24-gauge iron in walnut or white in refrigerators rw only bad 
porcelain enamel finish. AC or DC, 1320 te ay Wee m gpa ten ae 
. q r motors, pulieys, st ete, 
watts. Only 15” high. Weighs 612 pounds od : . v " os lle nt ape.” 
Retails for $6.25 ( er \intaining this offer 
Slightly higher west of Rockies and in Canede ened ¢ vest ~ ad in 
‘ " a4 »p. 
retir ‘ tested, ready-to-sell 
TODAY'S x . \ ait a h — yo payee 
the x \ Te sc. 49> ie i} as 
BEST BUY IN SS have been on hand, although the 
PORTABLE ae te 
eT sSipremve! vost Aloe Bendix in 
ind. These sell at from $49.00 to 
Motor is entirely enclosed in 21” roll. Thermostatic heat control. Weighs SK gt lition, and are 
only 30 pounds, easy to carry anywhare in the house. Finished in gleaming u that Kise feels use than all other 
white baked enamel and chrome. Priced for volume selling at $49.95 = *res n at dist et any 


vw icoety onecitvee QUtomatic washers 
WHEN si Maine ainditeell — OPO 
IT’S AN H 


ie combined 






DEPEND ON IT! which they car be rt ud L At nta 
IT'S THE BEST F wei a ae ies din dell” calle 
OF ITS KIND nah tes sieedl 
the reb { a new box within the 
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REPLACE- MODERNIZE 


with the Cutler-Hammer Pyroflex 


Range Surface Units. Their 


New Design and New Performance 


are Backed by a Known Name 


MEDIUM-HEAY ELEMENT 
(Cutter -Hommer Design) (Conventions! Design) 


D) ©) 


THIS! 
TWwOwAT BCAT Flew 


NOT THIS! 
OWE WAT BEAT Flow 
cold outer edge 


Mot m center 
end hot ovier edge 


BOTH ELEMENTS TOGETHER 
(Cutter -Hammer Desigs) (Conventione! Design) 











LOW-HEAT ELEMENT 
(Cutter -Hommer Design) (Conventione! Design) 


NOT THIS! 


Hot ovter edge 
~old conter 


Heat flows both woys 
from median position of 
CoM multrwove element 


Any well-built surface cooking unit provides good 
heat distribution when both elements are wied to- 
gether. but 90% or more of all cooking is done ot 
© controlied-heat switch position using only one of 
the two elements. The four vital cooking heats 
where CH design prowdes obviously better heat 
distribution for better cooking are 

1. low-Heot Element At Full Voltage 

2. low-Heat Element At Holf Voltage 

3. Medium-Heat Element At Full Voltage 

4. Medium-Heat Element At Half Voltage. 


Cutler-Hammer Pyroflex 2-Way Heat Flow 
Range Surface Units are now available for 
replacement and modernization purposes. 

The obviously better design, better per- 
formance and better construction of these 
units make prospects of all but the most 
recent buyers of electric ranges. 

The unique 2-way heat flow design pro- 
vides a more even distribution of heat over 
the entire cooking utensil bottom. The result 
is better cooking where 90% or more of all 
electric range cooking is done 

Maximum speed is provided where fast 
cooking is wanted. Inconel heating elements 
are self-cleaning. The reflector pan automati- 
cally tips up to lift out for cleaning. The heat- 
ing elements are long-lived ...are anchored at 
18 points to positively stay flat 

Pyroflex units are easy to install, are quickly 
interchangeable with those on electric ranges 
now in use. Only 8 adaptor rings are needed 
to stock the complete line. They are the prod- 
uct of a manufacturer whose trademark has 
been advertised for years in the Saturday 
Evening Post, Time, Newsweek, Better 
Homes & Gardens, House & Garden, etc 

There is a tremendous market in replace- 
ments and especially the modernization of 
old style ranges. There are some important 
Cutler-Hammer distributorships still open. 
Get your inquiry in now, and ask for the new 
book that fully illustrates and describes the 
new C-H PYROFLEX Range Surface Unita. 
CUTLER-HAMMER, Inc., 1280 St. Paul 
Ave., Milwaukee 1, Wis 


Weating Unita 





Some important distributorships still open + SEND IN YOUR INQUIRY AT ONCE 
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Appliance “Oregon 
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midwest Applionce Ports Co, Poul, M! 


Appliance Helo, Mew York 
minnesote e. Bult Del- 
mortey * Washer vere - Cleveland Ome, and 


Pearse! Appliance Corp. 


tos, Tene* 
p. J. Phelan Sons 
wn.) mm, Obie 
Precision vere ae te oulehomns City 
° 
pritchard Electric =" waukee, Wis 


Cc 
4% roa a Co of Penna, 


Nw York, & y¥, and Newark 
ew 


Okle 






Philadelphio 
& of 


Rodio Electric 
Pe 

Retng 
wichita, Kor 


Mo 
neat C8 Konses City 
+p 
and Topeke Ken r 
Co Horr sburd ba 
ve 
Richmond 
. Springtield Moss 


eration Etqu 


Locate the parts 


Servall Co ; 
Shand Radio 

The C. W Smith Co 
tric Supply CO 
Chicege 





n 
peciaities flint, Mic 
Chicage w 
Houston, Texe* 
mw 


jobber near you 


Starr Ele 
Ce 

Sundbere c 

. washingtor Dd St Louis, Mo 


Trible’s in¢ & Soles CO 


and depend upon 


hine Ports h, Po 
wash aw & Service Co eT a Angeles 
washer Ports - eg° 
him for all serv- washing Machine Une, Calit,, and Sem DY 
‘ Son . 
~~ Rochester, NY 
Le 4 én 


ice parts. 





A time-saving centralized method 


of distribution that ends shopping around in numerous places for service 
parts. The Association member in your trading area is your one-stop 
source of supply and handles ample stocks of genuine parts for all 
washing machines to meet your service needs) The washirg machine 
manufacturers cooperate with the Association to make this possible. 
It has many benefits. You avoid delays waiting for parts, saving time 
and money, You render your customers prompt service on repair work, 


promoting good will 


Your service department will appreciate getting Service Fax every 


month. Ask your Association jobber to put you on the list 


APPLIANCE PARTS JOBBERS ASSOCIA 


4: Ona RGANIZA NW @ ELECY 


VE OFFICE. DETRO 
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service department averages better 
than $700 per month. Also, having 
learned that a large parts inventory 

uld be profitably sold, Silk installed a 
$10,000 inventory of appliance parts, 
which immediately demonstrated its 
value by creating a sales average of 
$1,100 per month, remaining at that 
figure ever since, For outside serv 
ice work, after the period of guarantee, 
Patrick & Silk charges $3 per hour, 


| and the firm averages around 40 calls 
per day T} majority of these, of 
cours are warranty maintenance. 


Trade-In Handling 


One of the most problematical nui- 
in planning for 1950, Patrick 
and Silk figured, was the trade-in 
problem. Unwilling to devote a lot of 
space and time to this matter, Silk 
worked out a plan which to date has 
functioned with perfect satisfaction 
“We have simply set up a policy where- 


sances 


by our salesmen are permitted to allow 
up to seven percent on any appliance 
traded,” Silk said. “We will trade 


y a refrigerator on a refrigerator, 


range on a range, etc. My experience 
has been that most trade-in losses 

me from dealing with unfamiliar 
helds—and therefore, we insist on this 


straight-line trading throughout. Next, 
the amount of the trade-in allowance 
made to the prospect is pro-rated be- 
tween salesman and store. One-third 
of the allowance comes out of the sales- 
man’s commission and two thirds is 
absorbed by the store. If we can resell 
the trade-in appliance through other 
dealers, 





second-hand stores, etc., and 
realize the full amount of the trade-in 
more than satisfied. Occasion 


ully, the seven percent trade-in allow 











and Silk voted to eliminate discount 
sales, or any special favors to any cus- 
tomer. “Any customer, whether gov- 
ernor of the state, or a new resident, 
tly the same price for the 
appliance purchased,” he indicated. 
“We believe that a straight-through 

of this type, with no off-the- 
igs, builds more confidence 
and respect. Therefore, there are no 


pays cxa 











special discounts of any kind allowed 
Lastly, Patrick and 
highly original program, 





types of advertising used by 
were analyzed to determine the best 
day of the week for each type of ad 
for each type of appliance. “Compar- 
ing daily sales records for several years 
back,” Silk said, “with advertising ex- 
pense in the form of newspaper pro- 
motion, car cards, radio, etc., we have 
set up three-month plots, for the four 
quarters of the year, which dictates 
exactly what type of advertising we 
will use for every day in the year. We 
can state with a certainty that a 
quarter-page newspaper ad on electric 
roasters, for example, run on a specific 
day in October, will sell twice as many 
roasters as the same ad run two weeks 
before or five days later.” 


Happy With Results 


What have been the results of this 
long-range planning? By October of 
1949, after making a thorough check, 
Patrick and Silk declared themselves 
genuinely amazed at the results. Each 
of the bogeys on some 20 different 
appliance lines had either been sur- 
passed, or was within a few percentage 
points of 1948 figures. The store ex- 
pected it would easily exceed its $750,- 


000 volume of 1948. “The additional 











ince permits us to offer enough to get selling costs anticipated have been 
fully resalable refrigerators, washing more than absorbed bv additional 
wchines, etc., and at volume,” Silk said, “and thus, we 
nly a ill profit have been able to keep our sales volume 
in, e is a def fa excess of what had been planned, 
; ' s nossible with no 6 - utting sex ls sles 
Along with the above steps Patrick r stunt t ty 7 End 
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Gis Keane. 
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AB MAYTAG DUTCH OVEN 


ACORN 
CALORIC 
CLARE 
CROWN 
DETROIT JEWEL ORIOLE 

ESTATE PERFECTION 
GAFFERS & SATTLER QUALITY 
GARLAND ROPER 
GLENWOOD SPARK 

GRAND TAPPAN 
HARDWICK UNIVERSAL 
INGLIS-TAPPAN WEDGEWOOD 
MAGIC CHEF WESTERN HOLLY 


MOFFAT~ ROPER 
OCCIDENTAL 

ODIN BEAUTYRANGE 
O'KEEFE & MERRITT 


“CP” is the unbiased buying guide to the finest in 
cooking appliances. “CP” appears only on gas ranges 
built by a member company and tested to meet the 
highest standards of the Gas Appliance Monufacturers 
Association, These standards were created for your cus- 
tomers’ protection on recommendations made by lead- 
ing manufacturers, the American Gas Associction and 
the LP Gas Association. 
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AGAIN GAS HAS GOT li@- 


FOR SALES AND PROFITS 


The Gas Industry’s dramatic Spring Style Show Promo- 
tion has already pushed gas range sales up 70% over last 
year. And you make 10 to 20% more profit on gas ranges 
than any major appliance you sell. 


ACAIN GAS HAS GOT T= 


FOR CONSUMER ACCEPTANCE 


Rocketing sales mean rocketing preference. Here's proof 
again that the demand for modern gas ranges is greater 
than ever in the million new home market and in the 
27,000,000 gas-served homes where 2 out of 3 ranges are 
more than 10 years old. 


awn ((|)) TOPS THEM ALL 


Monthly sales volume and dollar profits for dealers are 
the highest in “CP” history. “CP” lines are the top profit 
lines of the top profit brands. Cash in on the Spring Style 
Show and the steadily increasing consumer demand. Tell 
the “CP” story—sell top quality—make more money on 
every sale. 


Gas Appitance Manuracturners Association, inc. 


60 fast 42nd Street, New York 17, M. Y. 
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To make ranges easier to SELL... 


“youl fin hs 


abe as simple as that. Build your sales story 
a 


round the range’s surface heating units 


Then see how quickly Inconel’s advantages 
help prospects make up their minds. 


That's because the sop of the range gets the 
most use. And Inconel* Sheathed Heating Units 
provide rugged dependability on top. They win 
approval because they're easy to keep clean; 
spilled foods simply burn off. And they're rust- 
preof. They never warp or crack at high cooking 
temperatures. They can be depended on for years 


of trouble-free service 


What's more, Inconel Sheathed Heating Units 
heat quickly and evenly. They speed up cooking, 
too—and those are all solid advantages that prac- 


tical homemakers appreciate. 


As for the man of the house (who usually has 
a say in the buying of major appliances) —he'll 
approve when you mention the /ow cost of op- 
erating ranges equipped with Inconel Sheathed 


Heating Units. 


Of course, before you can feature the advan- 
tages of Inconel Sheathed Units in your sales talk, 
you've got to be sure your ranges have them. But 


then, most of today's models do. 


So capitalize on one of the range’s most con- 
vincing features. When you sell, sell Inconel! 


Rey U & Pat OF 


THE INTERNATIONAL NICKEL COMPANY, INC. 
67 Wall Street, New York 5, N.Y. 
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| he interesting story of NICKEL 
from ancient discovery to mod 
ern day use, is told in our 60 
page, illustrated booklet, “T be 
Romance of Nickel.” Write for 
your free copy. Address E. B. 
Bitzer, Consumer Products Di 
ttsron 


LET Inconel seve YOU SELL 


MAY 1950 





Demonstrate, or Else 
— CONTINUED FROM PAGE 76 eee 


. 


|feature which other dealers dont 


offer (2) he and his wife feel that 


customers learn more and faster as 


| individuals or in small groups. Al- 


though nearly all sewing machine 
prospects ask about instruction, only 
10 percent really want it, Furrer 
laims. Most just want to be satisfied 
that it is as available at Summit as 
at other dealers 

The post-sale demonstration in the 
home is another sales feature. Fur- 
| rer’s biggest competitor doesn’t offer 
| it, he says, and it has proved valuable 
in eliminating unnecessary service 
calls Before the fair, Summit's 
| demonstrations were skimpy. Today 
they even include instruction on how 
to make minor adjustments. 

“It’s a silly and simple thing,” says 
| Furrer, “but just because the top 
tension adjustment controls the bot- 
ftom stitch instead of the top ome, 


| most people would never figure out 
how to control looping at the bottom. 
Now we tell them in our post sale 
femonstrations.’ 

Furrer’s education in demonstra- 
tions has boosted his business to the 
point where he has become seriously 
concerned about controlling his ac- 
counting procedures Using the 
material included in Budget Your 1950 
Business, an article in the January 
ELecTRICAL MERCHANDISING, he has 
figured out that his 1949 sales broke 
lown to 23.5 percent for operating 
i cost, 6 





2.4 percent for cost of goods 
sold, leaving 14.1 percent for profit 
This year he wants—and plans—to 
sell at least three sewing mac hines a 


week and has set up a sales budget of 





$45,000, all of whic! be derived 
|} trom sewing mat hines -aners, per 
haps 25 washers, the service and 
uccessory departments 
Even the demonstration program 
has been enlarged to include group 
programs for women’s organizations 
more tairs and public gatherings 
I'm telling you,” says Furrer with 
in emphasis unusual to his easy-going 
atu sewing machine business 
is a gold mine if you promote it 
Fit t ul ] vy de mstrating or 
mur sell by itting price I'd rather 
Somnmeteat End 





'S THIS A SAMPLE OF YOUR SRILLIANT 
MERCHANDISING SCHEMES?” 
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Sheldon LIFE TESTS Qrdecre 


CONSISTENT PICTURE TUBE PERFORMANCE 


Each Sheldon “Telegenic” Picture Tube is subjected 


to 2 


3 specific quality-control tests and inspections before 
shipment. As a “guardian” over all tube production, 
a percentage of Sheldon Picture Tubes are picked at 
random from each “run.” They are put on life-test in 


above. Each tube is 

NATURAL IMAGE operated under iden- 
e tical electrical and 
SOFT CLOW ‘ 
Pictune Tube 


the specially-designed 


equipment shown 


mechanical conditions, The resulting, automatically- 
recorded data is another aid to Sheldon engineers in 
maintaining the consistently outstanding quality of 
Sheldon Telegenic Picture Tubes. 

That is why, when you specify Sheldon, you get the 
BEST in television picture tubes. 

Write for Sheldon’s new “General Charactertistics 
and Dimensions” Wall Chart on its complete line of 24 
picture tubes . . . crystal face, velour black, round, rec- 
tangular, all-glass and glass-metal types. 


SHELDON ELECTRIC CO. 


Division of Allied Electric Products inc. 


68-98 Coit Street, Irvington 11, N. J. 
Branch Offices & Warehouses: CHICAGO 7, lLL., 426 $. Clinton St 


LOS ANGELES 26, CAL., 1755 Glendale Bivd, 


SHELDON TELEVISION PICTURE TUBES * CATHODE RAY TUBES * FLUORESCENT STARTERS AND LAMPHOLDERS * SHELDON REFLECTOR & INFRA-RED LAMPS 
PHOTOFLOOD & PHOTOSPOT LAMPS + SPRING-ACTION PLUGS * TAPMASTER EXTENSION CORD SETS & CUBE TAPS + RECTIFIER BULBS 


-» VISIT SHELDON’S BOOTH NO. 201 & DISPLAY ROOM NO. 632, PARTS DISTRIBUTOR SHOW, MAY 22-25, STEVENS HOTEL, CHICAGO<- 
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The Line that 
SOLD OUT in ’49 
Now FOUR WAYS 
BETTER for 50 


Medel W-55, 12 





& NEW SIZES —the beourtul 
fast-selling FASCO Le-Level Fan 
new mede in TWO sizes 2 — 
three speeds. and 10 — single speed 


@ NEW MODELS 
severe! other new sure-fire sellers 

or WRITE NOW, for advance in 

they're the hettest 


Youll see 


news in the industry 








Model W178 
12” Heavy Duty 
3 Speeds 





Model W165 Medel 6-103 
16” Pedestal. 3 Speeds 10” Stenderd 
Adjestable in height 1 Speed 


trom 4 te 7 teet 


Lo-Level fan, 3 Speeds ! 


Alse eveilable ler 50 in 10” size single speed 


7 NEW FINISHES - Alweys 
tops in eye appee! FASCO Fans 
fer ‘50 are coler-styled, finished for 


new beeuty that lests for yeors 


@ NEW EFFICIENCY~—Fasco 
Fans fer ‘50 are agein out front in 
overall performance delivering 

mere air, mere quietly, with lenger 


trouble-free life 





Model M-163 







WRITE! 


Be sure to get your 
copy of the 1950 
FAN CATALOG 
now! 








NEW POSITIONS 














Mede! © 101 
10” Delexe Heavy Duty 
| Speed 


Perfection Stove Co. 





LESLIE BUSHFIELD 





HERBERT C ERHARD 


Leslie Bushfield has been named 
general sales manager for Perfe 
tion Stove Co. and has been re 
placed as sales manager of the 
firm's range and heater division by 
Herbert C. Erhard. Mr. Bushfield 
is a JO year veteran with Perfection, 
having joined the firm's Canadian 
branch in 1920. Mr. Erhard has 
been heading the Acorn-Oriole 
sales division since it was 
by Perfection last year 

Marion A. Miller has been named 

anager of the Atlanta, Ga sales 
West, who 


acquired 


district, replacing C. ( 
i8s retiring 


John Meck Industries, Inc. 





HARRY S GOULD 


} M He 

i c i ng ot 
ears and was tor vith Mag 
avox and Yale & Towne Mfg. 
MAY 1950 


Fairbanks, Morse & Co. 


ELECTRICAL 








ROBERT H. MORSE, JR 





Robert H. Morse, Jr., has beer 
Fairbanks 





elected president of 

Morse & { the third r 
Morse to head the firm. He had 
been vice-president in charge of op 
erations. He succeeds his father 
Col. Robert H. Morse, who be 


the board 





genera 








comes chairmar 






Lindemann & Hoverson Co. 


















JOHNSTON P. SCOTT 





stor | Seott has been 
amed manager of the refrigerator 
and { vision of A Linde 
ant verson (Lx« Mr. Scott 
‘as t t t | c t f t sales for 
liversal Cooler division of New 
ort Steel Cory He has also been 
x H e¢ Appliances, In 
and Na Kelvinator Corp 
Fedders-Quigan Corp. 
N i € a assist 
t ale imager the mit air 
} VIS ! Fedde rs 
®) an H was formerly 
x manager 


Nineteen Hundred Corp. 
regional sales 


east territory 


x Whirlpool Mr 


K tt s sales supervisor in the 
, 1 lepar ent of Norge, 
He has ¢ blished head- 

arter Alt 4 


MERCHANDISING 









America’s Number One Choice 


For sales appeal! For performance! For features! 


Bakes Pies 
and Cakes! 






Roasts Fowl 
and Meats! 






















Broils Chops 
and Steaks! 


(with BROILER ACCESSORY) 


Cooks Complete 
Meals! 


Order It! Display It! 


| Promote It! Self jz! 


| THE FULLY AUTOMATIC 


—_ —_ ii BKyere: 


Rousies- Oven 
® 











Only NESCO has the 





“CR |~ BUILT-IN Time Clock! Ans 
Only NESCO has 
the Insulated Cover! van: 
i) Only NESCO has the 
Dial-Type Browning Vent! 
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ar Walel: ' 
ONAL ENAMELIN¢ ness 
: 7 AND STAME Pep 
IG ¢ 












NEW POSITIONS 





Bendix Radio 











Cc. J. HASSARD 




























a as " 
ger al " iger i 
€ named genera t ? sé 
4 for the B fix Radio and 
‘ liv Bendix A 
, He had " 
A zor anager rt 
“d M Ves and a rme 
“| 
j 
Domestic Sewing Machine 
Co., Inc. 
‘ ‘ 
) M t 
NINE Sparkling NEW Marquette Ranges a completely new 
line from the 20-inch Apartment size to the 40-inch DeLuxe models 
Marquette Ranges have all the latest features including Beauti 
ful Styling . . . Economical Operation and sturdy, unit-welded Motorola, Inc. 
re frame construction. All the Best Features — yet, MARQUETTE H eee ay 
Ranges are mass-produced for you to sell at low competitive prices Benton Minnick have been named 
° national ‘ handising inawers 
, MARQUETTE E icR fopeniody. We Daa ae 
0 eM RQ lectric Ranges respectively, by Motorola, In 
: Mr. H ers cen wit! 
" vtfect Ranges dependoble Deluxe models are automatically n" hake 104] ha: 7 
TK sngtube Units for even, uniform trolled ™ - =e a, - “ repre 
heat over«the entire surface . and entative na x distributors im 
on ell Heats Hes.32% more heat 3000 Wett Broil Unit for quick th Midwest. M M ick w 
conducting area Units swing up, out uniform heat Combines with Baking t rlv 1 rchand : y for 
f-way for easy cleaning Unit to quickly pre-heat at 5200 watts mpany set w as field sy ialist 
2200 Watt Baking Unit . for speedy Automatic Cooking Deluxe model : ab es 2 oe 7" reas ae 
pre-heating ond uniform ayen heat for feature Timed Cox king on Deep Well ate ; . . 
better baking Stdndard model ha Unit Oven Appliance Outlet 
neon pre-heat thermostat indicotor or Top Unit 
5 MARQUETTE Gas Ranges Westinghouse Electric Corp. 
One-Piece Burner Bowls No sep Universal Gos Cocks. ©. for use with W. M. Anders has beer 
wote burner bowls ft remove T sll types of gas Nat@iral Manufoctured . thwester d t sales 
clean, simply lft grid and slip out Mixed or L.P. (bottled 005. rt W esting 
burner ¢ king top ond wner bow! ~ 
" be v 
aoe e-prece surracs Wluminoted Cooking Top” Nunute . 
Robertshaw Oven Control Minders are standard equipmént on a 
Marquette > ‘ ni torr: 40-inch. ranges Lamp and Timer 7 
boking woilable for 20 ond 36-inche mode 
» . ; 
a RCA Victor Div. 
™ WRITE TODAY for details on the Complete Line of Radio Corp of Americe 
Morquette Major Home Appliances Wi 
aor « . y } — 
MARQUETTE APPLIANCES, Inc. representative for t of f 
© MINNEAPOLIS 14, MINNESOTA CA Victor Home Instrument with 
ees, Sle " oy 
— « - . a reg 
F i = ; | 
z ; . j | \f 
— t ca 4 ik 
v —* resident and ¢ 
eee aa anager Haynes-Grif 
‘ } d al 
, i 
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N |: \\ nower...more power with 
= VW POLAR CUB electric fans 


slows a 25-mile 3 


Your heat-dodging customers will really go for this new > SuPer 


In any average-size room the Windstreamer 


a 


, 
gives a complete turnover of clear fresh air every 


. 


ss io Gr 


grill, ™Pellor- tyre . honeycomb 
Polar Cub Odes. 7 tilts in “a 
WINDSTREAMER 
(Mode! A-2000) 
Air Velocity 
2200 ft. per minwte 


80 deg 
ree 
OVE 10 Send airflow, in 
OY direction 


ile an hour breeze! 
ating fan—this powerful 


omers who want an oscill 


Blows on 16m 


smaller versions. 


new 12’ Breezemaker is perfect. It's also available in two I 
The Model A-430 10” fan swings a 15-mile an hour hau: c. . 


6 
rr ak Feral iT 
BREEZEMAKER Re ze. All three vers o 10-mile a 


an 


off, : 
or A-440) ia. * wide-angle tilt~con be 
ir Velocity Mounted in 
t any 


1800 ft. per minute 


POSition 


breeze ! 
« 10-mile an hour 


est little fan buy on 


Blows 
Here's the bigg 


the market-—o" g” stationary fan 


that packs a lot of breeze at low-budget cost. Tilts in a 


Poler Cub 
LITTLE GIANT 
(Mode! A-410) 
Air Velocity: 


1100 ft. per minte 


Window Ventilators Too! Gilbert helps you tap this booming market with the WIND-O-STREAMER (Model A-2500), o window version 
of the WINDSTREAMER, with air velocity of 2200 ft. per minute. Another quick-selling window model: the Polar Cub Ventilator (Mode! A-114), 
with air velocity of 1000 ft. per minute. Both will fit any average-size window. 


rast bases eae asne Geet © 
punchline mows THE, A. 
POWERED BY THE F owes AE A. 


Latest wane OF RATIONAL ons 


“ 
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NEW POSITIONS 

















Manufacturer, salesman or dealer, you'll profil 
by know ing how many sales calls FARM Jor RNAI 
makes where you want them made 
valuable data about your own territory (State 
4ddress: Farm Journal, Inc., 
Dept. E I, Philadelphia 5. Pa. 


————— 


Rival Mfg. Co. 





JUSTIN K. MUNGER 


Justin K. Munger, formerly na- 
tional sales manager of Ekco’s ad- 
vertised brands division, has joined 


the Rival Mig 


Co. as sales promo- 


tion manager Prior to joining 
Ekco Mr. Munger was with Shick, 
Inc., and the Toastmaster Products 


division of McGraw Electric Co. 


Claude Neon, Inc. 





Patr k |. Swee 1 he at 

inted advert R nage to 
handle product advertising of 
Claude Neon's Waring Blendor and 
Durabilt line of irons. A veteran of 
both trade and ns er advertis 
ing, Mr. Sweeney was formerly as 
sociate with D Fitzgerald 
Sampic Ine 


Robert B. Barnes i eC Ap 
ed dist t ale nage 
Magnavox the t t ring 
Delaware, eastern Pent yivania and 
southern New Jerse \ veterar 1 
ne appua e-rad held Mr 
irnes was t ‘ Ra 

d Ros ( Philade a dis 


Stiglitz Furnace & Foundry Co. 

E. F. Moore has be named fac 
tory representative for the “Warm- 
Aire” line of heaters in the Texas, 
Louisiana and 


Oklahoma territory 


MAY, 


Jewel Radio Corp. 





PAUL W. NIEF 


Paul W. Nief has been appointed 
sales manager for Jewel Radio Corp 
He was formerly sales manager for 
McMurdo Hartford, 


Conn 


Silver Co 


Eicor, Inc. 


Five new representatives have 
been appointed for the tape re- 
corder division of Ejicor, Inc. Wes- 


cover the New 
S. K. Mac- 


will cover 


harp Sales Co. will 
York metropolitan area 

Donald Co., Philadelphia 
eastern Pennsylvania 
Delaware, Maryland 
Washington mm 4 


New Jersey 
Virginia, and 
Hollingsworth 








& Still, Atlanta, Ga., will cover the 
southeast and south central states 
B. J. Fitzner, Detroit, will handle 
ligan and the Toledo area whilk 
Porter & Co, Seattle will 
Oregor Washington, west 
ern Montana and Idal 
Florence Stove Co. 
Frank X. Hamilton has been ap 
{ ales manager 
for the eastern sales division of the 
I rence st L ( He was for 
merly with Westinghouse and most 
ecent Wa i tising and ales 
ne manager for a New York 
tributing fir 
Arthur L. Moyer has been made 
pecial sale represe i e for the 
electric ranwe divis of Florence 
Stove (x He was also formerly 
: Wy el 
Murray Corp. Of America 
George Dear Field has been 
ed district sales manager for 
Ca a by the home 
at e di f the Murray 
( t Ar ca. He as been in 
ance sales field for more 
1 vears 


Webster Electric Co. 


D. Y. Robinson has been named 
New York representative for the 
Webster sound division. He was 
formerly with Tuttle and Kift 
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PP eed 

































Jackson Industries, Inc. We HORTON Automatic 
Console troner— full 26-inch 
roll, 6-inches in diameter. A 
line-leading volve to retoil 
ot only $99.95 





wr HORTON 
Avtemetic 
Dryer — twenty 
pour.ds copocity nes 
—dicl degree . . , ‘ . 
of pty ii PERI OR MANCE 
the time — both 
Gas ond Electric 
models ovoil 
oble 


tO STAR 


when you handle the 


Hi Gs HE Gs 





smut? has 


named national sales manager for Laundry Line of 
ACKSOI | stries, Inc He has a r 

long backgr ad in erent ae Washers « Dryers 
ance & : i has cen associated r 





acks ¢ past six years Twilile we 


erritorial representa- 















t : bee ted bh he : 
tive 4 a ed y the ' smartly styled, and in a price range to 
nirt J t Moss will handle i 
wi F l A i 
Florida, Georgia and Alabama WX HORTON Av. | opportunity 
Max 7 f Apex Sales wv - tomatic Washer— * 
r re ew Y k and me vmique double tumbie 
e New ; . -™ New washing action 


washes clothes cleaner 







yr HORTON 491 Washer*—with 





Nat‘! Enameling 
& Stamping Co. 














Victor Products Corp. 


















k has been 
amed New England district sales 
unager for Victor Products 


New Eng 





vy HORTON 494 Washer? —ot « 


ee | | HORTON 





has been with Sad eee Cotas es ok tas eee Manufacturing Company 
the firm since 1917 ’ Fort Wayne, Indians 
M. F. Piersol has been appointed DISTRIBUTORS—c few distributing creas are still : 
‘ tf - me 
Philadelphia district manager for available. 
th rn He has b ith . 
he firm. He has been with John DEALERS —write for the name of your nearest dis- 
Wood since 1923 


tributor. 
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ENDOUS MARKET! 
A TREMERY FAMILY A PROSPECT! 






PROFESSIONAL TYPE 


. FAMILY HAIR DRYER 


HERE'S WHY 
IT’S THE GREATEST 


VALUE! 








RETAILS AT ONLY 


STANDARD 
DISCOUNTS 












Aristette’” the Finest Wair Dryer on the Market ' 
@ PROFESSIONAL Type Made by a 


monvufacturer wh hos been supplying 

the Beauty Shops of Ame a with professional 
dryers for 20 year Built 10 professional 
dard with new entifically designed 
fan that pulls in air to the heating 


element rculate and . viotes ’ 





MANUFACTURERS’ | 
EPRESENTATIVES! 
DISTRIBUTORS! 


Write 


Attention 


lable 
some territories ave 
There ore 


nce for —— 
Order NOW Through Your Distributor ' 
ARISTO MANUFACTURING CO. 


3511-19 W. Carroll Avenve 
Chicage 24, lHilinois 
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FEATURES of Crosley’s new double-oven electric range are explained by Corley 
W. Kirby, assistont general soles monoger in charge of the eastern division, 
3t a New York regional sales meeting. Irwin Sandberg, left, general sales 
manager of Crosley Distributing Corp., New York, and David Slobodien, presi- 
dent of Appolilo Distributing Co., Newark, N. Y poy attention 


Nance Predicts Dealer Prosperity 
Equalling or Surpassing ‘49 Level 


Hotpoint president sees business 
holding through remainder of year 





The appliance industry can look Citing Hotpoint's rise from ninth 
forward to a high degree of pros to third the industry and the 
perity throughout 1950, equalling or ympany's ambitious plans for the 
surpassing the 1949 level, James J future, M rice urged dealers 
Nance, president of Hotpoint, Inc to make the most of your fran- 
assured dealers recently Against hise 
this background of optimism the Distributor Meetings. Mr. Wal- 

rm has just completed introduction ters told the Cl go distributors 
f new automatic washers, refriger- that the st spicuous facets of 
water heaters and dishwasher the 1950 Hot int program would 


an aggressive dealer pro- 








The firm has also completed a gram; 2 timed program for 
series of 13 distributor meetings at and 3) 
vhich Hotpoint executives outlined Ider a ap house pro- 

f s sales strategy for 1950 
Vice-president Fred J. Walters told Sales manager Edward R. Taylor 
listribut asse ed Chicag 1 the group that “we look for- 

at the t d “mixed ward to the entire year, 1950, as a 

with tl art of the year good business year.” He cited basic 
gt a i g f nditions related to gov- 
{ fa sou I 1g and farm sup- 
s t He port and eterans insurance re- 
etitive conditions fund is reasons for continuing 

; i | | dt ess 
tert ina Ag M Ta r so announced that 

Nance Letter M letter leading department and furni- 

leales Mr. } | t ha uken on the com- 


w except ; e¢ ma te H int nce last Sep- 


. " e company started 
: trong < nfranchise large 

i vo ba f ‘ arheads in major retail- 

fact rlie this tuation,” | g nters. He said that the drive 
{ " gz attenti to the uy r large stores will be continued 

t g@ that « t the “Main street of every 

and wi market has a Hotpoint dealer 


, to the facilities, as well as with ag- 
al and steel strikes wit gressiveness and local prestige to 
‘ { the flow of aj match these qualities in the manu- 
pliance factory to dealer facturer’s program.” 
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Du Mont Sees 16-inch 
As Minimum Tube Size 


The 16-inch tube will be the mini- 
mum size within a year, Allen B 
Du Mont predicted in March as 
his firm opened its new cathode- 
ray picture tube plant, the largest 
1 the world devoted entirely to the 
manufacture of TV picture tubes. 

At the same time Dr. Du Mont 
said that the 19-inch tube is the 
model his company is “betting on” 
as the most popular round size for 
some time to come. A rectangular 
type providing about as much 
screen area but with less bulk may 
however, supplant the round-type 

Che importance the Du Mont 
ganization places on larger tubes 
was emphasized with the announce- 
ment that a 30-inch tube with over 
600 square inches of screen area 
will pr ba 


[ bly be released this fall 


It is intended for use in schools 


staurants, hotels and 
tosenberg, manager of 
nt tube division, told an en Be 
he opening of the : 
hat the replacement Site Ht the ™ 
accounts for 15 per- Touch” hae 
tube output and is ask 0 for : 004 teu tee cubes 4 tayfe/ | 
1 Mr. Rosenberg's een 1 Mace eee ee ee 


.- ws Tee 
ich tube will be Yew tb ote - 
Mont’s 17-inch 


wt ak ee foment 
ich 


new pl s located at Clif- 9 
nd will employ 550 pro- 
kers on a_ three-shift 
“MAGIC TOUCH” 


3 
; 
: 
: 
: 
' 
; 
: 


Expect Inland’s new ‘Rock-Out” feature to increase your profits in 1950 





This advertisement will pre-sell your prospects ing foree. Give actual demonstrations of the 


new “Rock-Out” feature. Show how it adds to 
the already marvelous convenience of “Magic 


on the amazing new “Rock-Out” feature of 
Inland “Magie Touch” lee Trays. They'll see 


how lifting the lever and rocking the grid frees 


Great-Grandma’s Cleaner 


Touch” Trays. You'll sell more refrigerators! 
one, two, a row or a whole trayful of big, 


And don't neglect replacement sales. Sell 
ay . 
sparkling ice cubes! 


“Magie Touch” Trays to replace outmoded, 

Similar advertisements will appear in the inconvenient trays. Quick profits... on easy 
. . *5 i . . , . i 7 - ! 

Saturday Evening Post and Better Homes and sales that lead to later refrigerator sales! 


Gardens throughout the best refrigerator sales Yes, you can count on Inland advertising to 


months. Take advantage of this powerful sell- increase your 1950 sales and profits! 
New refrigerators fully equipped with Inland “Magic Touch” 
ice Trays give your customers complete ice convenience 


ection of The Hoov ( went on : i ad 
F / 


juring ae | pws 
Miss 


ae MANUFACTURING 


t model 
perated | , 
| 


» created New Z iF’ 
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Over 90,000 Attend Kansas City Show i 





Labhiawes 4 
THEATRE OF LIGHT 





LARGEST AND SMALLEST light bulbs in the world attracted spectotors to the 
bad Theatre of Light’’ sponsored by Kansas City Power & Light Co. The 50,000 


watt giant bulb was illuminated for only seven second intervals because of the 
great heat radiated 


Monday through Friday 


ATLANTIC CITY 
AUDITORIUM 


Atlantic City, New Jersey 
P= CRI, 





NATIONAL 
HOUSEWARES : =, 
and H 0 mM t A p p L | A ht C ft A CROWD GATHERS oround the Raytheon booth at the Exposition to listen 


a “cowgirl sing western songs At the right is Frank Loring, Raytheon 
xctory representative Over 90,000 persons attended this year 


MANUFACTURERS prec 
EXHIBIT 


Make your plans now for the great Atlantic City Exhibit 





$s show in 





to see your industry on parade in the largest concen- 
tration of Housewares and Appliances ever assembled 
Planned to save the time, money and energy of both 
Buyer and Manufacturer, this exhibit will be the national 
meeting place of your industry in 1950—the trading cen- 
ter of the v orld for all that is new in Housewares and 


Appliances. You will see ALL the new products, ALL the, 





latest merchandising and display ideas—all designed to 


help boost your sales in this important year 


NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 








’ 
1140 Merchandise Mart Chicago 54, Illinois 
10 serdaoace 905 | 9 BEAMING over the succes f Kansos City’s second Exposition f Electrico 
Phone: DElawere 7-8585 Progre e Y Ww hne jent of the Electric Assn., and three pretty 
ww with t entennial celebration 
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Video Demonstrations 
Earn Dealer Praise 


“While the long range of selling 
effectiveness of television remains 
to be proven, its selling unpact to- 
day is outstanding,” T. J. New- 
comb, sales manager for Westing- 
house Electric Corp.'s appliance 
division said recently in comment 
ing on the results of a field check 
conducted among dealers and dis- 
tributors 

Behind the Westinghouse survey 
was a determination to evaluate 
the sales appeal of the firm's 
“Studio One” television show to 
dealers. The 39 dealers and distri- 
butors interviewed agreed that the 
show was a valuable sales tool and 
all reported cases of prospects visit 
ng their stores as a result of the 
program 
In one instance a dealer reported 

sale of 11 electric sheets; a dis- 
tributor moved 36 home freezers in 


three days following the telecast; 
and all lealers commented that 
pros have been pre-sold t 
television demonstrations used 
progTram 
Commenting on the effectiveness 
of TV demonstrations, Kent J 
Patters manager of the Appli 
ance Mart, Cleveland, reperted that 
we have found sales resistance 
red 50 percent on all items and 
tain products by 
So effec 
demonstrations, 
ontinued, that one 
his own demon 
t that on “Studio 


lifferent way.” 


Watts Says Overwork 
Slows Rural Dealer 


selling the 
lue to dealer 
Farm Jowrnal 
talk before 
al Indus 


he has 
is properly 


ne nust 


SCOTSMAN 
IL AND GAS HEATERS 


i Scotsman has the only oil 
= ‘= burner specifically designed for 
modulated firing. Scotsman developed the mod- 
ulating oil valve. What does it mean to your 
customers? Automatic heating without elec- 
tricity. New comfort. No fire tending. Want to 
hear more? Send us a postcard. 


we we 
Yes, one Scotsman gas heater takes the 
place of three in your stock. Because one 
Scotsman heater is adaptable to all three gases 
natural, manufactured and L-P. Change-over 
spuds packaged with each heater. Want to 
hear more? Drop us a postcard 


Yi. SCOTSMAN 


Address a postcard to AMERICAN GAS MACHINE CO., Albert Lea, Minnesota 
Weve Manufactured Appliances Since 1896 -AHeating Stoves Since 1933 


ELECTRICAL MERCHANDISING—MAY, 1950 


183 











10%” Covered 





HOSPITALITY SET 
of Stainless Steel Utensils 


7 
Yor R range display takes on new sales appeal when 
you place these beautiful Nesco Evenheet Utensils on 
the cooking elements! And you'll find it easy to se// a set 
to range buyers, because they're designed to match the 
newest ranges in modern efficiency 

The Hospitality Set is ideal for appliance dealers be- 
cause you handle it as one complete unit—you stock, sell 
and deliver it in one compact package. You assure customer 
satisfaction, too, because Nesco Evenheet Utensils, in ad- 
dition to other advanced features, have a special heat 
distributor BUILT-IN between their gleaming stainless 
steel surfaces 

Contact your Nesco distributor today and order several 
Evenheet Hospitality Sets 


NATIONAL ENAMELING AND STAMPING COMPANY 
270 NORTH 12th STREET, MILWAUKEE 1, WISCONSIN 


66 Merchondive Mart, Chicage 
Merc honed sve Mart 


or write directly to 


Seles Offices 430 Candie: Bide . Ationte « | 
700 Fifth Ave . New York « Weete 


90! Ambesseder Bidg . W. Lovie 





Sen Frencisce 








Inspect Appliance 





DETROIT UTILITY EXECUTIVES join officials of the A. O. Smith Corp. in 
looking over a Smith “3-Way” water heater. Explaining the features of the 
wpliance is S. E. Wolkenheim (second from right ales manager for A. O 


Smith Looking on ore Tom Peterson. Detroit Edison C L. H. Hoetler of 
A. O. Smith, F. A. Compton, vice-president and general manager, Detroit 
Edison Co., and E. O. George, also of the utility 





Electrical Housekeeping Methods 
Outlined at April EWRT Workshop 


Speakers discuss vacuum cleaners, floor 
polishers, dishwashers and garbage dis- 
posers, fans and sewing machines 





Discu ¢ la 1 d 
ethods of vacuu cleaning, 1 1 ¢ t in 
polis new developn ‘ los according to Mr 
dishwashers and garbage dis er M rf d ist recently the 
t ans and | » NEMA 
1 ! am 
4 x i 5 N . "1 ( 
achine, were a ncluded 
April Electrical Housekeeping i i 
sion of the Electrical Wo g rou 
Round Table 1950 Workshoy the natior » + age = teachers’ 
Vacuum Cleaning. In “A Stuc anual ed as a section of the 
mm Posture and Fatigue In Relat Ma 19 1c of What's New 
t { Va um Clea ’ va the 
Mads Dilt rector f H t first ste ’ tl let will also 
H It tu e H r ( e made available separately to all 
f t st i d i " ~ f it 
: he Inst \ 1 i g student 
D hy N ne re 4 I 
xX} i \ tea rs 
ANCce ‘ 
‘ 
\ " 5 
\l 
A 1 we ® 4 t 
I ‘ I x and N 
a annie e i e ft . e 1 
, ‘ f the ome ake ' . listributes the eat 
Fans Aid Housekeeping Fa rmly winter. It tells how to 
ak af r t c k ra ses, 
tasks er and k said M , : snalvs ane 
Ma irs anag ka lept t t nts in t ght 
W esting Ele Cor he purpose of the 
! . air t as e of 
1 ec ics 
a ‘ sts til 
stra gents 
ed with house- 
¢ tM Ma yurg 
" 
Other Appliances. Other ikers 


MAY, !19S50—ELECTRICAL MERCHANDISING 








included Mrs. Helen W. Kendall, Mullins Adds Sclesmanship 

Good Housekeeping, who outlined To Its Training Progrom 
the latest im th: various types of 
floor polishers, waxes and their A new five-hour course in the 
proper application fundamentals of salesmanship has 
John Hicok, New York district been added to the regular training 
Hotpoint, Inc described course conducted since 1940 by 
t clopments in Hot- Mullins Mig. Corp. for the benefit 
lishwasher-sink of Youngstown kitchen dealers. 
hisposal The new course marks the first 
Hotpoint home econ- time that emphasis has been placed 
complete demonstration on how to make a sale; other parts 
dishwasher and gar- f the course deal mainly with 
kitchen planning and with Youngs 

town products 

Engineering The entire session is recorded on 
n Service, Rut- und slide films and in motion pic- 
issed the latest = tur Selling steps covered in- 
machines, clu ) ways of finding prospec- 
And Alice tive customer 2) how to tell the 
alist U S duct or }) how to answer 
Washington, bjections; 4) how to close a sale; 
st trends in and 5) the proper methods of fol- 


up a sale 


Paul Bunyar Country: Sales Meeting at 20 Below 


This A-P COMPORT MASTER Model 
240-E0 Automatic Centre! Set is com- 
plete, easy te install on any heoter 
using A-P Manvel Centrols 


>) COMFORT MASTER 
atomatic Control 


Now Spring can be a peak sales season for you on OIL HEATER 

ACCESSORIES! Your heater customers are beginning to add up 

last winter's oil costs-— and wondering how they can save money 

OVER 4 persons attended a dealer meeting in Minneapolis earlier this year atin _ ‘ . . 
» > 2 

dest » fact that the temperature had dipped to 20 below zero. Host at next year. A-P COMFORT MASTER Automatic Control is one 

designed to introduce the Apex 1950 line, was Elcon Products 

listributor Eicon’'s Harold Keefe and guests Milt Renoux k 

f Spornitz, flank one of the entertainers while they made sales argument in almost every home . .. wastefully overheat- 


answer, and if your salesmen act fast, they'll have another ready- 


ed homes caused by “forgetful” hand control in mild Spring weath- 
er! A COMFORT MASTER can lick that problem easily — and 
quickly prove its worth in adding steadier heating comfort, greater 


convenience, and lower fuel consumption, 


So, get out your old customer list. Give your salesmen all the 
sales aids on A-P COMFORT MASTER, Let them prove how easy 
it is to make EXTRA SALES to every owner of an Oil Heater using 
A-P Model 240-D, U, or Y manual controls —- most beaters made 


since 1939, 


1 
| 
| 
i 
| 
! 
! 
i 
! 
! 
| 
! 
! 
i 
! 
! 
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! 
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AUTOMATIC PRODUCTS Companty 
2400 North Thirty-second Stree 
Milwovkee 10, Wisconsin 


Check 
This 
Coupon 
Today 


We're interested if extra Spring Ol! Accessory Seles. Please 
send vs aff SELLING MATERIAL DISPLAYS. FOLDERS 
COMPLETE INFORMATION on A? COMPORT MASTER AUTO. 
MATIC CONTROL SETS 


Meme 


AGdreows 





City State 


Sn aa me a area DEPENDABLE 
before the program opens Out-of-town dealers 
nm at the Dyckman Hotel STANDARD EQUIPMENT ON LEADING O11 BURNING APPLIANCES 
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Hottest Trade-in-Deal 


in the Business! 


YOU CAN RUN THIS PROMOTION 
AT FULL PROFIT 


shanty! (WIRODUTORY Oyée/ 
FAMOUS Alional ° 


AND Tray 
for 


«<< 
yOur old refrigerator Se La 
regardles.« ; } 







SILVER SERVicg 


OR 8 
ERS TEA SET 


of age 


or sali “er 


a 
AMERICA’S NEWEST REFRIGERATOR 
























with purchase of 


LOOK ar ALL THESE 
DELUXE FeaTuRes 
* Melds a7 les Fe 
* B- Stage 
| * Avtemet) 


et0on feed 
Temperature Contra! 
. 
ene merrier Feed 
* Adwrtabie Deluxe ty 
Chrome Shetves = 
* 18 Squere Fee: of Shelf Aree 
* Semi-Rieid Fimergias 
Inevietion 
* New Seated Co Devan 
YOPOrster Smoeorh 
Surface fesy te Clean 
* Fomevs Sole freen 412 
Retrigeront 
* All-welded Steel 
Construction 
* White ot 
Enamel 
* Avid 












Make This Your 
Biggest Refrigerator 
Profit Spring with 
This Presteline 
Promotion 





AMERICA'S NEWEST REFRIGERATOR 


Wine! Write ! Phone Today / 
PRESTELINE DIV. « LEESON 


oo STEEL PRODUCTS, INC. 

ke Shore Drive + Chicago 11, Illinois 
Retrigerat, rs, Ranges Gas Heaters 
Water Heaters 





AND ADDRESS Here 
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TWISTED 45 degrees, these two range tops, held by Charles N. Daigneault of 
Westinghouse, show how vitreous enamel on the right chips off while the new, 
single coat ti-enamel, applied directly to titanium steel, is unaffected 


Lower Range Prices Seen With One Coat Enamel 


] wr ous 
Eventual dollar savings to cor ot vitreot er ArT peed vitre <r 
sumers and dealers alih are pre enameling stee¢ Although esr ; 
dicted by Westinghouse Electrix productior costs . the new — 
Corp. oft ials as one tangible bene are somewhat higher pre 
fit of their new one-coat process for spokesmet point out wae 
finishing clectric ranges Ranges greater re stance oo eoaene anc 

rod } r at ry T* t sible great Sa 

enamel 4 titamum product) ngs acki ind shipping co 

applied directly to titanium steel Sore 2 percent of all damage 


d or . Iwed tw coats rang t hipment 
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nirt ing the customers OWN Hirsch Made Vice-President 
; ld after . 
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) e \ I ias b 
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yected e thr \ rv, M Hirsch 
low w der abinet houses the Pro is formerly sales manager tor the 
lo woden cabi hou I 
telgrar y and aux 
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Wage Earner Market 
Evaluated in Survey 


A report of current buying inten- 
tions on the part of wage earner 
families indicates that this group 
may be expected to spend $54 bil- 
hor nd another $10 billion 
hases of family durable 

pliances cars 

re based or 

W age 

me 1500 


In most cases the expectation of 
purchase is larger within the group 
ander 30 years of age than in either 
of two older classifications. The 
larger percentage of durable goods 
»wned now have been bought since 
the war, although 35.5 percent have 
prewar retrigerators and 31.6 per- 
cent prewar washers 


Webster-Chicago Launches 
Changer Replacement Drive 


Webster-Chicago has launc! 


ntensive drive to capture 


Ile the bigwest market 


nponents in history 


promotes the 


three-st | rd 


SELLS-— 


@ REFRIGERATORS 
@ Washing Machines 
@ Furniture 


@ Other Electrical 
Appliances 


with the 


A.B.T. 


With every TOASTMASTER 


Water 
Heate 
PROFITS 








, 
You here's the product, the promotion, 
and the plaw that earns you profits. 

Toastmaster’ Water Heaters have 
exclusive features, all kinds of them. 
But this quality merchandise has many 
other advantages that make it the best 
water-heater line you can carry 

We think you'll agree that it's the 
name folks tuow that makes profits 
grow. And nowhere, in the entire appli- 
ance business, is there a beter known, 
more respected trademark than the 

Toastmaster” brand, It's merchandis- 
able. It means money to you. 

The “Toastmaster” Water Heaters 
you sell—sell others! They give good 
service, the kind of faithful performance 
that people talk up—tell their friends 
about. So you get not only new pros- 
Toastmaster’’ Water Heaters 
—but new store traffic that's exposed to 


pects tor 


many other items you carry 

And there's a “Toastmaster’’ Water 
Heater to fit every need, to suit every 
taste, every purse. Here's a /ui/ line 
actually three lines 29 models that 


er Heater 
you get this 
PROGRAM 








make it easy to satisfy every customer, 

National advertising backs your sell- 
ing efforts. So do displays, consumer 
material, and a generous co-op plan. 
You get everything you need to do a 
profitable point-of-sale job. 

As for product features—here are 
three that are outstanding: 


“LIFE-BELT”* ELEMENT operates at gen- 
ile “black heat,” is practically burn-out 
proof, Saves your customers money. 
(Cuts service expense for you. 


‘HONODIC”* SYSTEM prevents rust, stops 
corrosion. lLaternal tank protection 
that guards you against loss of cus- 
tomer good will. 


TEN-YEAR WARRANTY covers the element 
as well as the tank. Builds customer 
confidence in the product...in your 
store in you. 

So team up with “Toastmaster’'—the 
line that gives you a definite program 
for profit. Clip, fill in, and mail the cou- 
pon now for full details on the “Toast- 
master’’* Water Heater Franchise. 


Built by the makers of the famous “Toastmaster” Toaster 


TOASTMASTER | 
~ Arlomailic Cleilide Wailer Hedi 


oe Lene Meenens 
f 


40-gel table top, 
40., 50., 67., and 
B2.ge!l capecities 


COIN 


The ONLY low cost, 
completely automatic 


r suse @ MODELS 
30-, $0., 67., 02 
coin pay meter on the mashort 100., 125-, end 


The meter an mak everyt 150-ge! capacities 


te Ma 
rademarss of Metivew Bleetry, Onmpany 
to Water Heaters ead other “Tonstmantes 
Wt ompeny, Chicage. 1 


ing end oe ame w . Distributors 
You can use r mers retr ' maquires invited 
vision set as the collection @ : 
Write TODAY furt 
ABT COIN PAY “eten 
iesired ; parter » 
com pact COMPLETEL At TOMATIC 
ORDER YOUR SAMPLE TODAY! 


NEW YORK OF FICE: (7 East 42nd St., Phone: Vanderbilt 6.0147 


A. B.T. MANUFACTURING CORP. 


71$-723 N. Kedzie Ave., Chicaga 17 


FOR OVER 31 YEARS — 


The World's Lergest Manufacturers of Ali Types of Coin Contre 


iMeustrated titeratere 
mercnan 

@ising help 4+ avail 

able epon request 





| McGrow Electric Compony, Clork Division 
5201 W. 65th St, Chicago 38, it 








| Please send me full details on the profitable “Toastmaser” Water Heater Franchise 


| Name 


| Business 





General Offices and Factory 


| 
| Address 





| cay. 
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CADILLAC DEALERS 


who sleep well— 


every night— because... 


@ Cadillac's four “dirt-hungry” cleaners 


offer more profit per unit 


@ Cadillac cleaners are easy to sell 
and they stay sold—rarely 
need servicing 


Cadillac advertising, appear- 
ing ever month in leading 
national magazines, brings 

presold customers into 
the store 


(s 


moot 125 
(single speed) 
facheding $ attach. 
ments, setts for 


$4995" 


CADILLAC 
DEALER 


and stop Counting 


loin the Cadillac dealers who 


sell more—worry less. Write 
for complete information 


about the profuable Cadillac 


line fost a) 
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ingle speed) 
Including sttach 
ments shown 
soils for 


$4995: 


Dept. A + 6666 S. Narragansett Ave 


Since 1911, sok 



















MODE 600 

(2 speed controf) 

ph bo Nightly more 
es weet of Rocio 


ng, 


i 


sheeP! 


See Cadillac at 


Chicago 


CLEMENTS MFG. CO. 





BOOTH NO. 1768 


Summer Market, June 19-29, 


tmerican Furniture Mart, 


* Chicago 38, ill 


tony by relhable dealers and distributors 


Meeting in St. Louis 





CIVIC OFFICIALS joined Crosley executives in opening the new St. Louis 


Crosley distributing branch in March 


City Comptroller Milton Carpenter 


congratulates J. W. Craig, president of Crosley Distributing Corp. while W. A 


Blees, Ave vice-president looks on At left 


branch manager W. J. O'Brien 


; Sheriff Thomas Callanan while 


at right 





More TV, Fewer Radio Sales 
Seen for Nebraska Farmers 
Over 6300 television sets will be 
ld t ur 
1950 ompared to a 3 465 total 


1949) according to a survey made 


families in Nebraska 


recently by Nebraska Farmer. It 


was estimated that percent of 
the respondents intend to buy TV 
this year mpared to 3.1 percent 
49. S 14.1 percent pla 
ad Pp wit Ss Pp 


A similar survey in Colorado indi 


ates that TV sets will be bought 


by 3.1 percent of farmers and ranch- 
erst e; based on 47,618 farms and 
ranches in the state, the potential 
1 volume would be 1,476 TV sets 
S ] percent intend to buy 
" 
I : pila rvey 
"| sta Nebraska, 
M a, N i utl 
i) ] W t and | 
: ated that 7.4 r 
w | \ 





Bureaucratic Pack Rats 
‘ c 
G " 5 es Admir ustra 
) 
\ 
‘ SA ane : y < i 
( gress ti s 2 g 
ay r tl « ventories 
; rt al age 














Free Elections, 
Costly Mailing List 


Municipal elections may be all 


right for selecting civic officials 
but they’re not of much help to 
an enterprising appliance retailer. 

\ Milwaukee dealer has come 


ut conclusion after spending 

two days removing and tacking up 

again 115 polling lists from as 
many telephone poles 

Last year the dealer secured 

» remove the lists and 

use them as mailing lists. This 

year he was unaware that they 


permussior 


would serve for both the primary 
and general elections. He began 

removal operations after the 
The police, no 
mant citizen, ar- 


rimary el 





When he told the judge that he 
vould be willing to put the signs 
again, the judge agreed 











Appliances Rank Near Top 
In Good Design Balloting 


pliances were among the 

ar objects on display 
ndise Mart’s “Good 
Desig exhibit i rding to a 
ey tf 5500 mers visiting 





lw f the appliances were 
p ter , s selected 
were asked to desig 
ts “which you be- 
+} 


¢a to he 


ve msumer ballots but 





voting. 


ners im- 






jects on 
irate lists but these six 
xed the same in popu 
1 groups. Each group 


ed { totally different objects 
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Ice Box Checkers— 
Crosley Jumps 


A Detroit newspaper colum 
mist’s descripti f what he called 
“the dratte rame of e hox 
checkers” recently led the Crosley 

on of Avco Mig. Corp. to run 
ac ffering the columnist 

“xy for not having informe 
“modern Crosley refrig- 


Id-fashioned 


when Detroit 

Jac kson 

snack and 
ilk” 

Jackson's 

I inserted 

tes to show 

elvador refrigerators 

be at” t ba ice bx x 








Prospects Get Cutlery Set 
On Universal Trial Offer 


\ free ten day trial of any Uni 
versal tank ipright vacuum 
cleaner is being used by Landers 
Frary & Clark to draw prospects 
leaner campaign. Any 
the trial will 
receive a set of cutlery valued 


for a spring 
customer who makes 
at 
$2.50, regardiess of whether the 
cleaner sale is mack 

he firm has 
trade-in ffers gi 
their ct 


developed two 
ving customers 
noice of a coffee-table storage 
chest or a hassock chest. Either 


chest may be obtained for the trade- 





“Short Circuit the Bum” 





AN ELECTRONIC UMPIRE <devel- 
ped by General Electric has been 
in use this spring at the Brooklyn 
Spring traiming quorters in 
Vero Beach, Fio. The sketch above 
shows the bearrs of three electric eyes 
which look up at the sky. If the pitch 
passes through the shaded strike zone 
it is seen by the eyes in 1-2-3 order 
and electric impulses signal a ‘‘strike” 
wm the control ponel. High or low or 
mside or outside pitches are seen 
either in improper order or not at all, 


Dodgers 


of an old cleaner for a new; they 
may be purchased at half-price for 
ustomers who buy a new cleaner 
without a trade-in 

To avoid any risk of dealers being 
stuck with used demonstrators, the 
company will replace all used 
cleaners through distributors 





MODEL 


AIR-FLO A-555 


AUTOMATIC SHUTTER 
WEATHER-SEALED 














FRONT ViEW--CLOSEOD 


It Leads the Field 
In Features 


There is every reason why you should 
use AIR-FLO utters on your jobs. New 
heavy “oy strip adds str 


inside frame, 

Special finish corrosion. Many 
other features. Write for illustrated cata- 
log 42-A of the complete AIR-FLO line. 


AIR CONDITIONING 
PRODUCTS CO. 


2340 West Lofayette Bivd. 
DETROIT 16, MICHIGAN 











SETS 


at Your 
Fingertips 


.» «+ The home of 
provide the q@ 


“Columbia's” Cord Assemblies are 
made of the finest Underwriters Ap- 
proved cord and plugs. 


We stock U/L spemiouse hookup 
wire from 22 to immedi 


ate delivery. 10 colors available. 


COLUMBIA WIRE & SUPPLY CO. 
2850 Irving Park Road 
Chicogo 18, Illinois 
Notional Distributors and Warehouse for 


Anaconda Densheath Television and Radic 
Wire ond Cables.” 
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MARVELETTE 


Shollow Well System 
Conpacity, 250 gals per hour 


MARVEL for 
shallow wells 
Capacities 

275 and 375 
goals. per hour 


JET SYSTEM for 
shallow wells 
Figure 4950. 
Copocities 
from 240 to 
825 gols. per 
hous 


OU-RITE for shallow 


WORM DRIVE for 
deep wells 

Figure 562 

“WORM 

DRIVE”. 

Capo- 

cities: 190 

to 420 

gols. per 

hour 


JET SYSTEM 
for deep wells 
Two pipe 

and single 
pipe systems. 
Capacities 
from 200 

to 4500 

gols. per 

hour 


@ Features are FACTS! That's what prospects for 
electric water systems want to know, That's what 
makes it EASIER to sell DEMING water systems. 


For example: it's OK to say the Deming Deep Well 
Jet is a “BEST BUY” in this type of woter system. 
But bock it up with these FEATURE FACTS: 


1. Stainless Steel Shaft for maximum resistance 
te wear and corrosion, 


. Slotted Compression Sleeve Type Coupling 
that insures o true running pump and motor 
shatt assembly. 


. Fully Enclosed Impeller, d ically bel d 
ond accurately bored to fit tapered ond of shaft. 
This feature contributes to QUIET operation and 
LONG LIFE of the pump. 


. Perfect Alignment of shoft and impeller. (This 
feature is absolutely essential to the smooth, quiet 
eperation and durability of a jet type pump.) 





Those are just “samples” of the FEATURE-FACTS 
you have to offer your prospects when you sell the 
dependable DEMING line. 


Doesn't it make sense to sell DEMING . . . the line 
with the FEATURE-FACTS that people really want? 


Compiete details on this fast-selling line will be 
furnished promptly. Write: 


THE DEMING COMPANY 
539 BROADWAY «+ SALEM, OHIO 


DEMING 


PUMPS AND WATER SYSTEMS 


OIN-RITE for deep 
wells 

Figure 1062 
“OU-RITE”, 

Cape- 

cities: 

190 to 

3600 

goals. 

per hour 


MINUTURB 
for deep wells 
Figure 4701 
“PINUTURB", 
Capacities 
900 to 4800 
gols. per hour 











Textron Summer Campaign 
Includes Layaway Plan 


ned at reducing 


eaks in electric blanket 





ca al 
ale and hely we dealers achieve 
etter mie this product du 
g the g and summer months 
extr la t ga la 
away plan for blanket purchases 
¢ campaign will be featured is 

: r ad in the May 23 issue of 

k 

ovel ideas distinguish the 

Textron lay-away campaign. The 

first t uggestion that retailers 

attempt to set up a trade-in plan 


on conventional blankets. Literature 


prepared by the firm suggests tie 


ns with local newspapers and 
lection and processing of the trade 
ns by local charitable groups such 


ss the Salvation Army 


el ver the trade-in allow 


at [extron suggests that retail 
ers contact utilities for participation 
the plan. To assist the retailer in 


selling the utility, Textron has pre- 


| pared a “profit-facts” presentation 
le which the individual dealer can use 
eae th for h nv 


THE ACES... st a 


¥ 
with oe ts 


what * nae Kral Admiral Publishes 
4 > . 
of BIS pirehen Own Magazine 
nes no 
phan 51,000 0 out Not content with being a con 


, >) 
average u ge sistent advertiser in consumer 


) Os F NS ane yeamediatel magazines, Admiral Corp. this 
ue 


gull pt can spring launched its own bi 














, they wg monthly publication. More than 

\ ee a million copies of each issue will 

listributed over mailing lists 

( ' piled | local Admiral deal 
SURE - 


lew magazine, to be called 


Set, will be built around 





home planning and ente 


UNBEATABLE 
QUALITY 













tainment features. The editorial 

tent will be of professional 

calibre with the Admiral sales 
1 









sage contained im conver 

Kitchen - Krafe plus nal magazine advertising fo 
features Adjust at 
ible Shelves Roller Behind Admiral’s venture int 

rare » field is » ¢ 
Drawers DuPont ¢ pubhs g field is the con 

t that the company-spor 
Dulux Finish win "n A . 
“= sored magazine will do a more 
the hearts of the big, effective job of selling than the 
building remodeling al printed promotion al ma 
terial 


Galesburg plant the i t 

4 ; : 1 
Midwest began its corporate life 
M n, U in 1934 as the 
Mid : tamping and Enameling 
Or ily a manufacturer of 


nder contra 


began prt dd 





| kitchen equipment in 

4 

TV on Court Order 

it t x wt action to do it 
but a 19year-old Cleveland 

it! Ww wns a televimion set 

Che youth's lawyer appeared 

I ate ( rt early in March 

isk for permission to expend 

is tor ward Such funds 
ire isually requested by the 
guardian { the purpose of cov- 
ering the ard's medical, dental 


r general living expenses 


Not this time however 

Attorney George FE Rich 
asked per n to buy his ward 
a te it avon Rich 
told the judge that t estate was 


valued at approximately $100,000 





and t the expenditure would 
nterfere with the support, 
naintenance and e¢ ation of the 
ward during his minority or 
thereafte 
He as anted permission to 
spend up t $750 on the video 
set 

















ind buying market am 








Admiral Corp. Buys 
Midwest Mfg. Co. 











rt upidly expanding Admiral 
orp. last month purchased still 
another 1 facturing plant, the 
Midwe Co. of Galesburg, 
A ral plans to enlarge the 
t from its present 265,000 sq. ft 
45.000 by the end of the vear 
art of the plant will! voted t 
acturit 
ew 
, 
Kit 
' 
§ present anne 


re latest addi- 
nown as the Midwest 


TY 





Mfg. Co. division of Aemires Corp, 
and S S. Battles, Midwest presi 
dent, will continue « seretion of the 
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Westinghouse Extends 
Financing Plan 


Westinghouse Cory ays that its 
equity plan for financing purchases 
the firm's products through local 
yanks has been extended to include 
listributor and dealer inventory and 


lisplay stocks of air conditioning 

pment and the Precipitron. The 
plan was introduced in 1948 to en- 
‘ 


ourage local bank financing of 


Heads Distributorship 





A. P. HUMMERS hos been elected 
president of the newly formed Gross 
C ributing Corp. of New Jersey, 

ganized to take over activities form 
branch of Gross 





ne rmed t 
pe rec Dy 


Distributors, New Yc The new 
firm has offices at 49 Edison Place 
Newark Mr. Hummers is a 30-year 


eteran in the New Jersey merchan 
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Financial Briefs 


Avco Mfg. Corp Bendix Home Appliance Inc 


as pater tt sales of Avco Sales o tendix Home Appl 
: i | year ended n ne., for 1949 were $34,985 
yunted t I compared with $50,179,423 in 
pared with 1948. Net profit was $603,760 or 
nsolidated $57 per lare m common stock 
$4,150,466 rutstanding Net profit in 1948 
idends t equaled $3.78 per share 
share on th mmon 
compared 
1948. “Earn 
dverselv affected by ¢ Sales of the Stewart-Warner 
television and appliance Corp. in 1949 totaled $54,609,713 
: summer months, and net profit was $2,163,106 as 
nt of eduction by early compared with sales of $72,534,085 
hangeovers of certain house and net profit of $3,154,316 in 1948 
ppliances, and competitive Net profit on 1949 operations 
uctions Victor Emman- amounted to $1.67 per share of $5 
>» president, explaned par value common stock. 


Stewart-Warner Corp. 


Radio Corp. of America Admiral Corp. 


Net earnings of Radio Corp. of Net sales of Admiral Corp. for 
America in 1949 amounted to $25,- 1949 amounted to $112,004,251, an 
44,279, equivalent to $1.58 per increase of 68 percent over 1948. Net 
of common stock; this com earnings amounted to $8,239,582. Per 
ares to earnings equivalent to $1.50 share earnings were $4.12 as com 
per share of common in 1948. Net pared with $1.82 in 1948, an increase 
ofit was 6.3 percent of the gross f 126 percent 
ncome in 1949 compared to 6.7 per- 


nt in 1948 Speed Queen Corp. 


+ Ss - “* in 949 

Motorola, Inc. Phe Speed Queen Corp. i 2 194 
had earnings totalling $1,056,577.80 

net sales of Motor- as compared to $1,643,153.86 in 1948 

for 1949 totalled $81,803 
while net earnings for the 

iod totalled $5,280,196, equival 
to $6.60 per share. Comparable 
figures for 1948 are not available 


since all financial information for The Hoover Co. 


prior years was reported for the 


Earnings per share of Class A stock 
were $13.139 while earnings applic 
able to common stock were equal to 
$3.62 per share 


Net sales of the Hoover Co. in 
1949 totaled $31,146,534 as compared 
General Electric Co with $41,845,030 in 1948. Net earn- 

: ngs were $1,326,901 as compared 
Cn Generyl Eh th $2,907,957 last year. Regular 
ee "y p — “y sarterly dividends of 25 cents a 


id and amounted to 


paren mpany alone 


1948's re 
arnings were 
r ollar 
per ¢ owe Stromberg-Carlson Co. 
were iso 
a ; 


share of bined sales of Stromberg 


imers' goods rison ( and its Canadian sub- 

percent of Liz totaled $29,597,011 in 1949 

f $1,613 I company showed a net operat 

r the year, before in- 

nt y write downs, of $154,000 

Westinghouse Electric Corp Total consolidated loss after inven 
Westinghouse net income for ‘ory write downs was $478,056. 

55, largest in the 

Sie anal Noblitt-Sparks Industries, Inc. 

lividends, this income Net sales of Noblitt-Sparks In- 

to $4.95 a share on com- lustries c., in 1949 amounted to 

» ompared to I 

Net sales 


$945 699 382 


new record. Earnings 

ation and provision for 

es were $3,093,840, equal 

er share, also a new 

Dividends totalling $2.20 per 
were paid in 1949 


Hoffman Radio Corp. 


Sales and profits for Hoffman 
reached record levels 
onsolidated sales were 
an increase of 134 per 
1948. Consolidated net 
the year, after Federal 

$1 276.0% 


Sylvania Electric Products, Inc. 
Consolidated net sales of Sylvania 
Products, Inc., in 1949 to- 
$102,539,866, which was $3,- 
5 more than in 1948. Consoli- 
income for 1949 was 

52,840. Earnings per share on 
mon stock outstanding were 
us compared to $2.84 in 1948 
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T-12 


QUALITY HOME 
FLOOR CONDITIONER 


OUTSTANDING IN 


Performance 
Quality 
Value 


SCRUBS *© WAXES © POLISHES © BUFFS 
DRY CLEANS ® SANDS ® REFINISHES 


® Concentrate on the floor machine that gives your 
customers greatest VALUE—greatest QUALITY— 
greatest PERFORMANCE! The machine that gives 
YOU greatest SALES—greatest PROFIT. Point-by- 
point, feature-by-feature it's GENERAL--for ONLY 
GENERAL provides 

@ Greater brush spread over 12° and no gap between the 

brushes’ 


@ Larger, more fully pocked brushes with longer fibres—gives 24 
temes longer brush life 


@ All (easy-to-clean) chrome and polished aluminum surfoces—neo 
paint or enamel to chip or crock 


A COMPLETE line of attachments. When you sell o GENERAL 
you set up a continuous demand for attochments 


Side Handles replacing long handles for polishing turniture, table 
tops—-even autos with ease. Slight extra cost 

Yeor-round magazine and newspaper odvertising 

GENERAL T-12 1S NOT MERELY A “POLISHER”—BUT IS A 
COMPLETE FLOOR CONDITIONER. The home floor mochine 
which does the COMPLETE Job 


Standard equipment —2 Waxing brushes, 2 Polishing brushes, 
and 2 Lamb'swool buffers. 


General T-i2 is the big profit opportunity. 
Write now for full information on GENERAL T-12 
oe ee ee i a ae es a se ae oe om ae me me eo oe a ae oe oe oe ms os 


GENERAL FLOORCRAPFT INC. 


Dept. EMS 333 Sixth Ave., New York, N. Y. 


Send me full information on the General T-12. 


Nome 
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Now ready...to boost your sales— 


lhe NEW 


Morton 


KITCHEN P. 


You never saw a finer selling aid! 


Mor 


sational new M 





MORTON 
MANUFACTURING COMPANY 
5125 West Leke Street 
Chicege 44, tt! 
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some 


itless variet 





lealer 


n K 





will want 
Planner 
portal le kit permits you to 


actual models of kitchens / 


ot shapes 


a 


Year with ¢ 


.. « » Personal Kitchen Planners, too! 


livid 


he Mort 





Appliances In the Magazines 


WOMAN'S SERVICE GROUP 


Ledies Home Journal 


Kitches r Louwella.” by Gladys 
"7 May 1950—how 

urnal editors designed a com 

ta workable electric kitchen 
r the » worker, Louella Shouer 

y five-toot tw 
McCall's 

Is How | Keep House,” by 
lizabeth Sweeney Herbert—M 


sll’s, May, 1950—No. 16 in a series 
: 


w appliances, especially the 


4 


washer and ironer, simplified a sum 
mer tourist home business 

How Your Laundry Grows,” by 
Mrs. Herbert—same issue——how to 
acquire a completely automat 


laundry step-t et 


p-by-step on a budget 


Women's Home Companion 

Take A Short Cut to a Clean 
House,” by Ruth S. Hoefgen—Com 
panion, May, 1950-—emphasis on the 


vacuum cleaner and floor polisher 


Good Housekeeping 


The Hope Chest—a Service for 
Brides by Helen W. Kendall— 
Good Housekeeping, May, 1950—all 
the advantages a the new com 
bination refrigerator -freezers are 
listed here 


Porents’ 


Our Home Freezer Is A Family 
Venture,” by Gene Huston Curtis 

Parents, May—it encourages the 
family to plan and work together, 
provides good food at a saving, and 
contributes to better living 


Household 


Sewing Machine Stitches Rugs,” 
by Marjorie Shuler — Household, 
April, 1950 
Zlizabeth Shaffer Looks at Your 
Coffeemakers and Teamakers”—May 

Household readers express their 
opinion on the latest in automatic 
coffeemakers and teamakers 


Today's Woman 


Neat and bkasy’ by Ruth 
Gafftney—May Today's Woman 
modern garbage disposers simplify 
food waste removal 


Family Circle 
Every Inch Counts in a Little 
House says Mrs W atkins,” —by 
Jessie Bakker—May, Family Circle 





an Englewood, Cok homemaker 
likes her ombinatior washer -dish 
washer and her 

Laundry Aids by Sue Sutton 


ame issue—shows tools and gadgets 


available to save time and energy 


HOME SERVICE GROUP 


House Beautiful 








S @ Fev Ca De Your 
Kit G 1,” by Charlotte Con 
va Hows eautiful, Apr 

tire spring tee 4 
! sisting a 
apphances 

A Kitche ha a 1 for 

rt sa a dishw 

ga ; 1s se and N m- 

4 x at ezers are 

t t s f equipme 
ix I i ad by < har 
e « va Sarnie ssue ecent 
‘ c ts a 5 i 4 
t use 


House & Garden 


se & Garden, 





Apr trical equip- 
‘ 
ame issue—a 
ing r kiftcnen pro- 
ides storage space on three sides; 
a ¢ letely planned laundry in- 
luce ace tr hobbies 
23 Kitcher Ideas + pages 
ving wt an a kitchen and 
laur 4. } a ‘ ig , pace to 
uve steps and make upkeep easy. 
Automat Dishwashers same 
$suc reviews pictoriaiiy the cur- 
rent automatic dishwashers on the 
market 
How t e Your Own f trical 
Handyma : ing and cord 
pret 


FARM GROUP 


Country Gentleman 
How to Use Your Steam Iron,” 


by Margaret Schnug-—Country Gen- 


tleman, Ma It's a luxury in- 

deed,” says Miss Schnug, in point- 

ng up steam ironing advantages in 
ng and ironing 

Best Place On Earth by Har- 


eq Wire—a good farming-good 
living article—tells how the George 
Andersons of San Joaquin Valley, 
Calif ive in an automatically 
heated and air-conditioned house 
an electrically equipped kit- 





Successful Farming 
If You've Thought of Remodel- 


ing " by C. H. Van Viack and 
Naomi Shank—practical ideas used 
by the oslins of Cedar County, 
lowa 


Farm Journal 
How to Make the Best Use of 
pa in Your Freezer—”" by 
Rosalie Riglin—May, Farm Journal— 
a Wyoming homemaker keeps a 
rd of her freezer contents. 


HOME ECONOMICS GROUP 


Forecast 

“Desig: for Moder: Clothes 
Ironing recast, March—ironing 
n eth ds 

“Compared = wit Grandmother's 
Day, Working in the Modern Kitchen 
s Pure Pleasure April—a_ kitchen 

dernization story with before and 
after illustrations 


Practical Home Economics 
Refrigerators—-1950 Style,” by 
is Cook Practical Home Eco- 


pril—a review of the latest 





What's New in Home Economics 


What Homemakers Want to 


Know About Home Freezing,” by 

Amber ( Ludwig—What'’s New, 

Apr questions asked by freezer 

wners and the answers 

cezer Resear Has Many 

ex of research 

ect rried n by six manu- 

Pressure Pans ar Cookers” — 
review t these applhances 

Now Come Education Via 

“vis 4 report on Home- 

rs Exchange Studio TV activi- 
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THE PRIZE FREEZER is surrounded by Ed Laatu, Janss Lumber Co., Fred McMahon, 
McMahon Appliance Store, Jock Carter, credit manager, Janss, and George E 
Williams, General Manager, Janss Lumber Co. 


Contest Teaches Women 
Food Freezer Savings 


To get data to enter, they must become 
acquainted with economies of frozen foods 


A’ TING on the basis that women will yst of food they were buying based 
4 enter any kind a contest which m an average family of four. That 
will get the: ymething free, the Janss way we got them to work out the cost 
Lumber the McMahon Appliance vf meals for one week and they had 
Store and the Blues H e Appliance to submit in their own figures the sav- 





























Store of S gt Mo., recently put ngs that could be made by owning a 
ma operative rive to sell home freezer, which was of course, in black 
treeze: Westing is und white as the savings per month 
Several hundred people entered the Ihe part ‘I would like a Westinghouse 
contest and when they innocently me freezer because was merely 
picked wu t quest naires—ot to eliminate possible ties in the amount 
was a game of skill—they saved per month for choosing the 
, ” 
f were juestions asked winner, One treezer was given away. 
which took a little research to answer At small cost, Springfield, Mo., now | 
Ina Z ell as a group of women who are edu- 
Springfield t was cated on freezer saving possibilities. 
I \ et t d 
t ey yut dow 
t ew 1 ont 4 
4 tha i t w be € 
ee 
r ¢ a i ca t ¢ a 
. t a> ca 
ns 
— r ] \ € \ ¢ aASke “~~ 
] , 7 
) ! a i ¢ per 
. y 
€ vithout a 
wit The lea we 
va k re ite 1OW 
yked ( 
NV a ‘ 
De I nag 
Apt ( 
Se te i 
¢ 
i i were sold a 
; i ohne 








They Convince Themselves 





N 
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' 25,000 Appliance Dealers Prove 


..- Builds profitable repeat business, too! 


| 
“We have been carrying Frostofold Frostofold establishes you as an — 
with a very satisfactory sales re- authority on home freezing . . . | 
turn!” That's a typical comment make your store headquarters for — 
from one of 25,000 freezer dealers — home freezing materials and knowl- | 
who, according to sales surveys, edge . . . brings women back again 7 
now depend on Frostofold frozen —_ and again to replenish their packag- | 
food packaging materials like Serv- _ing supplies . . . creates store trafhe 7 
ice Stations depend on gasoline! that helps your sales of other prod- © 
Why? Because Frostofold has ucts . . . FROSTOFOLD HELPS YOU 
proved to be an exceptional freezer- SELL FREEZERS! : { 
selling tool—end, an excellent re- Successful freezer selling takes _ f 


peat profit-builder in its own right! 








more than a beautiful finish and © 


Good Housekeeping approved 
Frostofold is the quick, easy, effi- 
cient way to home package frozen 
foods—highly recommended by 
leading home economists and freezer 
manufacturers —. already preferred 
by millions of homemakers. 


cold interior. Actually, you sell con- 
venience, economy — “strawberries 
in December,” etc. Frostofold shows 
customers a tangible way to achieve 
all of this—efficiently, successfully 
—with easy-to-use, protective pack- — 
aging materials. 


Now, You Can Get into The Profitable Frostofeld Business With An Investment 
Of Only $20.74—Your Low Price For The Complete, 1950 Frostefeld Assorted Case! 


ALL IN ONE CASE!—4 Pkgs. of 50 Pints (famous Prelined Frostofold Con- 
tainers); 4 Quart “50's”; 2 Pint “25's”; 2 Quart “25's”; 2 Pint Cellophane 
Bag “50's”; 2 Quart Cellophane Bag “50's”; 2 Pkgs. of 8 Poultry Bags; 1 
Roll Stockinette; 1 Roll Polyethylene Wrap;—Plus, an Easel Counter Dis- 
play and 25 Hand-Out Folders! 


RETAIL VALUE of one Assorted Case—$29.63. Your clear profit per case— 
$8.89!—plus immeasurable profit in freezer-selling help! 





Make ‘50 pay—the Frostofold way! Line up now with 
preferred Frosto- 


te nationally advertised, 
3 fold! Order one or morw Assorted Cases today— 





through leading appliance distributors, jobbers—or 
write direct to— 


FROSTOFOLD 


(RaOtmaet torrie 


THE INTERSTATE FOLDING BOX COMPANY 
a al Middletown, Ohio 
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C Dworicat Sinesl 
FARM AND HOME 
FREEZER 
Dealers Sales and Factory pro- 
duction records prove BEN-HUR 
“America’s Finest,”’ and fastest 


ee ee 


moving freezer 


And no wonder! With all of the plus values BEN-HUR offers... 
three classic modern models with Ben-Hur Blue Color Trim wo suit 
every demand separ ate freezing compartment sturdy construction 
for a lifetime of satisfaction all-around insulation that cuts operat- 
ing cost, improves performance and all of the exclusive BEN-HUR 
features for safety, economy, convenience...it's no wonder BEN- 
HUR is setting the pace in the freezer industry. 

Make it your business to make BEN-HUR your business 


Write today for full details and information about 
a BEN-HUR franchise 


BEN-HUR MFG. CO., Dept. EM 


634 £. Keefe Avenue, Milwaevkee 12, Wisconsin 


BEN- TT] 

















—_— - 





is positively 
the top value 
out-performs and undersells 
anything on the market! 


Backed up by powerful merchandising helps! 
Makes money for its dealers, generates extra sales! Get 




















$279° 


% H.P. $349.95 


















Chicege 14, it! 


| Mitchell Mfg. Co 
2525 N. Clybourn Ave. Chicago 14, Itt 
Send me all the f th 4 quote me deoler prices 
| at once Mitchell @ nA 4\t ers 
MET C HELL | pects sone 
MANUFACTURING CO. ! Ace 
25275 N. Clybeurn Ave City tote 
! 
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BACKROOM BUYING enables Lawrence E. Noyes to tie in meat with home freezers 





Prime Meat Sells Freezers 
To Small Town Families 


Byron, IIl., finds upper 
crust yearns for good cuts 


R. Dearbor who lives in Byron, So it went, with these two vigorous 
D Ii 1 judge of good living young partners occupying the back end * 
Along with other upper income in f the grocery store, and exploiting 
1abitants of the far flung districts, he their meat processing angle 
in enjoy almost every luxury of his : 
big city brother. There is one fly in Freezers in the Kitchen 
the ointment—he, and others of his Sales have been 115 home freezers 


class, can't get top meat in small towns. 
There are so few well-to-do customers 


within two years after they 
hey think that a owner 
for well hung, beautifully marbled either a six- or an eight 
prime meat that the local butchers 
mply cannot afford to carry it. That 


nd as his capacity increases 





additional units instead of 











gave Lawrence E. Noves and H. A big walk-in freezers. Reason, 
‘alk an angle which has opened up f one unit breaks down, the operatior 
Byron’s city customers to the advan s not thrown out of kilter. In a num 
tage t owr ome freezers ver of ca everal units have been 
‘I'll tell you what I'll do, Doctor purchased by one farm alone 
said Lawrence Buy a home freezer We plug the farmer on the idea of 
and I'll have the meat market her keeping the home freezer n the kit 
purchase enough prime meat to fill it en where it : frequently.” say 
up for you. Stuff that they can’t sell Lawrer For t reason, we like a 
over the inter they will be willing t yme freezer that ks like a counter 
purchase if they can get an order big = and not load vith chrome. The 
wh to fill a eezer.’ ent ed e bett 
They yuld, and did, and today Dr the tarr like t End 
Dearborn is flourishing his silverware 
\ steaks that cut like butter 
A Hook-up With a Grocery 
Lawrence | Noves and H \ Falk 
hesile ¢ © hueineee out of the deore , ara - 
1 the 1gine mut of the dep SUAER 
: ’ 
Fat bovs, they went to a | i =) Lew 
ery a | ace 4 ea W \ t 
ell freezer 1 j there is r » hetter wav _ 
ja 
“a 
tha tying wit — nur 
uid. “O . ~ 
c% , We 5S 
t for 1 charg ¢ ne 4 at ~ 
: : <> + Mal / OL 
a und e ia . AKe a —~ ee 
me a k ep it \ ] —\ wil & 
= Ne : » 
een Minha tn TR SOs FR ex > 
’ ” . Ae — 
owner wants a t t i NN 7 Sy 
F Pe | ye, hi 9 
doesn raise Ne \ < t r sor X ¢ 
\ — re aa “ 
meats at pe ae 
buys it by the e, and 20 pe t ov , 
cost if Ww t up. The idea w YOU'VE HAD IT Tw 
U HOOKED UP FOR ENTY 
5 ¥ ‘ rT tore 
bring co y nde int ir store t MINUTES NOW, JIM, AND NOTHING HAS 
tv grocer und meat HAPPENED” 
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He Gives His Own 
Commercials 


Two daily radio programs which he announces 
himself ‘bring many home demonstration 
requests to Frank Smerda of Cleveland 


ales in 
Smerda 
vdivertising 
sets via 


AS PERSONAL AS Dowiedzienia Nosh 
ednou Frank Smerda announces the 
dio programs for his store and speaks 

prestige 3 rian and Polish enough to appeo! 


national groups im his trading 


omerd 


merciais 


oneal *T) 
ij ai re 


because of 


it a price anyone 
assurances of the 
your money. Our 
easy to remember 
a couple of quarters 
5-25 Now, till we 
5 Dowiedzienia Nashle 
5 UN 
‘Marty’ he last two words mean “goodby” 
WIMO 
1, - 


’ 


an respectively, 


\ nd are used as an effective way of 


isteners jam the 

in response to Mr 

that they call the 

gives his commer- tore for free television demonstra 
unique quality o! tion in tt nome that evening A 
rity and conviction that aster-ledger, in which are recorded 
uncer can match the names, addres: and telephone 

Il calling in, is 

smployed by the 

force to facilitate the rapid flow 


receivers trom store to 


Signs Hits Them 


Mr. Smerda completely coordinated 


ckmpaign by illuminating his store 
ront with a huge neon sign, 22 ft 
height. The single word TELE 
TISION, in letters 15 inches high, is 
sible for blocks around and catches 
t you, too, 
Stewart-Warner sts from all angles 
fter you see it Mr. Smerda’s unusual advertising 


; 


e attention of pedestrians and motor- 


° a! ny ; } smed ~ + . 
t you call impaign can be summed up by para- 
5-25 and phrasing the words in one of his own 


e demon radi ommercials: Mr. Smerda is 


stewart-War- y, his customers are happy, every- 
1 genera! all! is happy End 
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NEW BOOKLET 
for appliance 
manufacturers! 


AY 


Shows how G-E lamps 
can give your product 
new beauty, safety 
and sales appeal! 


T’S hot off the press—a brand new booklet full of ideas that 

can help to put your product a jump ahead of competition! 
Shows dozens of new ways to add extra appeal, convenience and 
safety with the appliance industry's newest sales-getters—- built-in 
General Electric large and small lamps! 


This booklet will open your eyes to hundreds of possibilities 
that these lamps offer. It tells how to get the 
right lamp for your particular job—offers 
you the benefit of expert advice that assures 
trouble-free service and maximum savings in 





production costs. 


MINIATURE 
LAMPS 


YOU'LL WANT THIS BOOKLET Wow. For your free 
copy, write to General Electric, Div. 166—EM-5, 
Nela Park, Cleveland 12, Ohio. 











You can put your confidence in— 


GENERAL @@ ELECTRIC 
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Cool, Filtered, 
Weshed Air 





1950 Senta Fe Ave 
Plants in Les Angeles, Collf. and Little Rock, Ark 


PAGE 


PROFITS SOAR 


velling Low Cost 
@ ashed Air Comfort 





SELL ESSICK Revolutionary 
Pour In Unite - Installed 


In Five Minutes « No Piping 


OVER 7,000 DEALERS 
Nationwide, Sell Essick 
Packaged Comfort 


18 Models, Domestic And Commercial 


Aggressive Dealers Write 


ESSICK MANUFACTURING COMPANY, Dept. | 


196 


Les Angeles 21, Calif 


TOE COLOCRLERS TAPELERS Wlet COmmECT OSS 
Poeree he | O09 558 


CONTRACTORS’ CHOICE FOR OVER 26 YEARS 


Just strip wires and erew on IDEAL “Wire-Nuts”— 
that’s ell! Makes wire comsnections twice as easy——ten 
temes faster!—when rurwng circurts, han fixtures, 
ete. Safe for « lifetime precision-built “Wire-Nuts” 
can't pull loose of shake loose. Bakelite lifetime shell 
keeps sharp wire ends covered Be safe, be sure and 
cut coste—cesiet on only genuine IDEAL “Wire-Nuts” 
Milliens in use. For all wires from 2 No. 18 up to 
5} No. 10 


Seld through America's Leading Distribetors 


ee ee Sa 


i 
I 
1 
i 
i 

L 


IDEAL INDUSTRIES, inc 

1037 Pert Ave 

Sycemere, Iilinels 

SEND ME FREE SAMPLES IDEAL WIRE-NUTS” 
NAME 

COMPANY 

ADORESS 


! 

i 

l 

city TONE State | 
4 


Ga 


DISTRIBUTORS APPOINTED 





Atwoter Television Co 


Eigee Electric Co., 418 N. High 
St.. Columbus, Ohio has been 
amed central Ohio distributor for 
Atwater television receivers 


Hobart Mfg. Co. 


Loeffler Electric, Inc. 1942-48 
N. 12th St., Toledo, Ohio, has been 
named distributor for Kitchen Aid 
dishwashers in 23 Ohio 
M chigar 


and three 


ounties 


Stewart-Warner Corp. 


Gem City Appliance Co., Dayton, 
Ohio, has been made a distributor 
t Stewart-Warner television and 


Thor Corp 
The Kane Co., Cleveland, Ohio, 
as been made northeastern Ohio 


ributor for the Thor h« 


me laun- 


General Mills, Inc 


Admiration Products Corp. 23 
W. 23rd St., New York, N.Y. has 


een appointed distributor of Gen- 
eral Mills applances 
Mullins Mfg. Corp. 

Two new distributors for 


Youngstown kitchens have been 


appointed by the Mullins Mfg 

Cory 

Bickford Bros. Co., Buffalo and Rochester, 
N.Y 


Tri-State Wholesalers, Providence, R. | 


Fowler Mfg. Co. 


Three new distribut 
er electric and gas water heaters 
t mced by the Fowler 


ws for Fow- 


have been ann 

Mig. Co 

Femco Distributing Co., 1603 Prairie Ave., 
South Bend, ind 

Central States Distributors, Inc. 1912 
Washington Ave, St. Lowis, Mo 

Kaemper and Barrett Dealers Supply Co., 
1850 Mission St., San Francisco, Calif 


Holcomb & Hoke Mfg. Co., Inc. 


Ten new stributors for Silent 
Breeze fans have been announced 
by Hole & Hoke Mfg. Co., Inc., 


Raybro Electric Supplies, inc., Tampa, Fla. 

Englewood Electrical Supply Co., Chicago, 
Ww 

Walker Martin, Inc., Raleigh, N. C 

Hinkle Supply Co., Birmingham, Ala 

Clower Electric Supply Co., Mobile, Ala 

Frost Electric, Inc., Nashville, Tenn 

The Currin Co., Chattanooga, Tenn 

Jackson Electric Supply Co. Tyler, Tex 

Maxwell Bros. Supply Co. New Orleans, 
le 

Wotson Electric Supply Co., Dalles, Tex 


Mohawk Business Machines Corp. 


Irving B. Shurack, Inc., 1133 
Broadway, New York, N. Y. has 
been appointed exclusive sales rep- 
resentative in New York city and 
territory for Sound 
Magnet wire recorders 


surrounding 


Manning, Bowman & Co. 


Allied Electric Supply Co., Pitts- 
burgh, has been made a distributor 
of the Manning-Bowman line of 


electric housewares 


Wins Engineering Merit Award 


KELVINATOR vice-president in charge 


the 195( 
N. Cuthbert, right oe © 


ple Oks ON 


MAY 1950- 


Lowson 





of engineering L. A. Philipp accepts 


Merit Award of the American Society of Industrial Engineers from 


Kelvinotor vice-president in charge of 
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“ 


John Meck Industries, Inc. 


new distributors have beer 

4 ted y John Meck Industries 

Ir 

K. F. Wilkinson, 432 N. Mein St. Son 
Antonio, Tex 

Wellford Distributors, 1658 Union Ave, 
Memphis, Tenn 

General Distributing Co 790 State St. 
Schenectedy, N. Y 

Mayflower industries, inc, New York, N.Y 


Mitchell Mfg. Co 


Anchor Distributing Co., Pitts- 
burgh, Pa., has been appointed a 
listributor i Mit ell air ondi 


Sentinel Radio Corp 


Marlin Associates, 2401 Main St., 
Dallas, Tex., have been appointed 
listributors Sentinel radios and 


Belmont Radio Corp 


ew distributors of Ray 


} 


the 1 been 


elevision sets have 

James J. Kerwin Co., 1525 S. Flower St. 
Los Angeles, Calif 

Lynn Dickerson Applionce Co, M & M 
Bidg., Houston, Texos 


Tele-tone Radio Corp 


Sharp - Horsey Hardware, Co. 
276-278 Marietta St, N.W., At- 
lanta, Ga., ave been appointed a 


the ompiete ie 


tone telev and rad 


Sylvania Electric Products, Inc 


Arnold's Furnace & Equipment 
Co., 612 Lagrange St., Toledo, 
Ohio, | been name distribut 
‘ Y te ly : ' rth 

Michi 


Stiglitz Furnace and Foundry Co 


Earl Goetze Co. Kansas City, 
M« ena 1 ! factor 


x 


W. W. Welch Co 
Joseph Kurzon, Inc., New York, 
N Y : r€ med a list 


Noblitt-Sparks Industries, Inc 


Hamburg Bros., Pittsburgh, Pa., 
a _— 


} t t Ary 


Lies tor f Mos 
iis 1 


ave 


Coasto! Equipment Co. Inc, 2015-2019 
Congress St., Houston, Texas 

H. C. Noll Co., 2226 Harney St., Omaha, 
Neb 


Sightmaster Corp 


Sightmaster Corp. is now 

eing represented in the Philadel 
' area by the Twin-Vex Mfg 
Co., epresentatives 
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OUSEHOLD HITS HOME! 


(8,448 
of them) 


with the Protit Combination” 


8,448 puddings! When HOUSEHOLD 
asked for reader recipes, that's how many 
came in—along with thousands more for 
cakes, candy, and casserole dishes. 

Just typical of the way a// HOUSEHOLD 
departments hit home—food, building, 
home equipment, decorating—last year's 
letters from home totalled 567,000! 

Does this kind of response hit home with 
advertisers? Must be—HOUSEHOLD has 
91 new ones! And with home magazines 
in general showing a drop in advertising 


revenue, HOUSEHOLD'S first quarter 
shows an 11.2% gain over 1949! 

Yes, the “profit combination” is paying 
off. The combination of home families, 
home editorial .. . concentrated in the free- 
spending home towns under 25,000. 

And HOUSEHOLD HITS HOME for 
the lowest cost per page per 1,000—four 
colors, $43.20; black and white, $2.40. 


HOUSEHOLD MAGAZINE 
Arthur Capper, Publisher 
Topeka, Kansas 


Ze HOUSEHOLD /seofat combuicalion 


HOME FAMILIES plu HOME EDITORIAL 
CONCENTRATED IN THE HOME TOWNS OF AMERICA! 


1950 
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Smal! businessmen who 
mvest in a truck chases 


traveling salewnen who carry bulky 


sample cases of man products 


farmers who cant we up their 


for small deliveries 


fleet 


liver a mumber 


Large 
of ore 


ment ti Varun Mee MS ss 





t~—>, Hs All Steel / 


4 


operators whe want & de- 
s and their equip- 


deo aot want 
or whe use 
their passenger cars in their busimenses 


srucks 


H behest Anbhing | Ba 


25 Ms All: Purpose,’ 


A HITCH ALL, TWO WHEEL 


; 


MORRISON 


pry All 


TRAILETTE 


fo Any 


Light 
Passenger Car 


The MORRISON “Carry All” THAILETTE 
S@edel Gere-T 57% co 1 compartment area, 


Sportsmen and tourists and all other 
travelers All these can easily and 
quickly hitch the “Carry-All TRAIL- 
ETTE tw passenger cars or trucks - 


loaded, lacked and ready w roll. 
All "Carry All” equipment can be mount 
ed on the TRAILETTE... Write for 


Bulletin B40-4-A 





MORRISON “Carry-All” 
is carried in stock for 
delivery te franchised 
dealers by more than 50 
established truck equipment distrib- 
vtors strategically located from coast 
te coast. 


immed ate 
chassis 











MORRISON STEEL PRODUCTS, INC. 


Carry-All Body Division 





SURFACE TYPE 
Black Heat Elements 


MODERN 


Utomatic Electric 
Water Heaters 


| Plas - 
t 





12, 70. 30-gel + 
e of domestic en 


vefteners 


| MODERN WATER EQUIPMENT CO 

' Dept. EM-1, West Chicago, tit 

: end Geta 5 ce a a ‘ ene 
' 

’ Name 

' 

: Address 

4 ’ 

» cay ste 

Looe ee ee eee eee eee ew eaeee 
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BUFFALO 7, N. Y. 





More Bendix in 
use than all other 
automatic washers 


combined 








LEAGUE ACTIVITIES ‘ 





Weisser Succeeds Paul Heath 
As Pittsburgh League Head 


E \ Weisser Ir has been 
named manager of the Electric 
League of western Pennsylvania to 

swceed Paul Heat who has gone 

to business in Detroit. Mr. Weis- 
6 a Native o Pittsburgh and 
st recent was with Anchor Dis 
muting ( 
Name Pfeiffer President 
Of Omaha Association 
Pfeiffe . \ 
; { ‘> q ; hye eT 
| f the Omaha Ap 

a D \ H eed 

nn LL. 4 ant, wi 4 ed 
i ad but 
Dayton League Presents 
Home Appliance Show 

Daily presentations of the 
( , ‘king school highlight 

three lay home apt liance show 


lel Dayton Memoria! Hal 


la 16-18 under the 


Youngstown Area Dealers 
Organize Radio-TV Group 


Youngstow ©} area dealers 
ave reanized the Mahoning Val 
Rad and lelevisior Assn 
t‘ernard Leat was elected president 
wit? ( hester Sin ms as vice-pres 
lent and Ha McGuigan secre 
ta treasurer. The oup will sub 
t a proposed building ode t 


wer TV antenna installations to 


Video Lesson 


?, ) : 


uv 

Weigs 

Ries 
‘ 





CLINT YOULE, Chicago television personality, explains the 
spe rm municipal authorities in voting to install garbage 
now sponsored by Chicago's Electric Assn Listen 
explonations is + wife Jeanne 


Birmingham Association : 
Runs Spring Sales Drive : 





A “spring jubilee” campaign o 
electr ranges and water heaters 
‘ g nducted by dealers ; 
Birminghan Ala hrough the % 
Electrical Ass Birminghan 
The paign has the support of 
manufacturers, distributors, and the 
gham Electric and Alabama 
In addition to a 
ng campaigt 
w provide 
Distributors Participote hd 
In Lincoln TV Showing 
. » Electrica “ 
{ r r tr n 4 ; 
I N 24-30 4 
) ha's ‘ 
" 4-H ¢ 
dg round 
Washington Dealers End 
Home Freezer Campaign 
The Ir f W 
x yncluded 
te £ ampaigt 
« eve i Instit e 
lucte : " ales ra Q 
I ezer distributed é 
ales spotlighted 
I program and 
f displays 
i its dis, a 
S 
Nebraska-lowa Council 
Runs Third Promotion ; 
H sand - 
4 x 








action of the 
disposal unit 





ing ¢ Clint 


MAY, 19S5O0—ELECTRICAL MERCHANDISING 








< 





nal 


GIVES 

YOu 

SALES 

' APPEAL 


T LOWER PRICES 


ae yd 


thea 


a 
PEDESTAL FAN 
ciently Ail threme 


Mat eve appes 


HASSOCK FAN 






WINDOW FAN 


A thm streemiined beauty Rubber 


tpeetlade 


WINDOW 
VENTILATOR 


moter for quack swies 


WRITE FOR CATALOG 
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ATTIC FAN 


istending pertermens 
ores tha on exceptional valve 
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LEAGUE 
ACTIVITIES 





spotlight in the April promotion 
activities of the Nebraska - lowa 
Electrical Council, Omaha. A 1000 
line color ad in the Omaha World- 
Herald featured the home laundry 
activity 


Rochester Radio Guild 
Urges Excise Tax Action 


The Radio Technicians Guild of 
Rochester, N. Y., has forwarded a 
letter to representatives in Congress 
protesting the imposition of a 10 
percent federal excise tax on tele 


ceivers and parts 


Canadian Association Holds 
Conference in Vancouver 


The final utilization and sales 
meetings of the Western spring 
meeting of the Canadian Electrix 
Assn. were held in conjunction with 
the annual conference of the British 
Columbia Assn. of Radio and Ap 
pliance Dealers The jomt sessions 
took place March 29 in Vancouver 
wit! ther Canadian Electric Assn 

ectings occupying March 27 and 
4.i 


Lorain League Presents 
Electrical Showing 


A three-day electrical show 
by the Lorain 
League was 80 


staged in February 
(Ohio) Electrical 
show is be- 
ing planned for next year. More 
than 7,000 -persons attended this 


years show 


successful than another 


Akron Deoler Association 
Elects New Officers 


I. J. Mussor as been elected 
president of the Akron (Ohio) Ap- | 
pliance Dealers Assn. L, C, Carney 
und Charles Conrad were named 

presidents of the group while 
Charles Meeker was elected secre- 


David Kendig is ex- 
Among the trus- 
Leonard 


ecutive secretary 


tees tor the group are 


Heinzmar Thomas Daley, Curt 
Collins, ]. P. Smith, Robert Paradis 
and Messr Conrad, Meeker, Car- 


ey and Mu 


Mendenhall Named Head 
Of Columbus Group 


Walter S. Mendenhall, Jr., has 
been elected president of the Co 
lumbus (Ohio) Appliance Dealers 
Assn. with Claude McGinnis and 
L. L. Claymier as vice-presidents 


Stanley \ Dennis secretary 

treasurer. Directors are William L. 

Glick, William P. Hoermle, Wil- 

liam Cook, Art Ridgley, Henry W 

Emswiler Robert F Boyland, 

Dwight Haggard, Dor Rice and 
, 


Ed Witherspoon 








1950 


reasons why 


vou profit... 





“udeen you sett SEU-GEM 


7. EASY TO SELL 
Your customers want and need the 


modern, exclusive Sew-Gem fea- 
tures . . . the right band bobbin, 
silent synchromei drive, and the 
sensational new “Swsie” fall retary 
miracle book. 





2 ONCE SOLD — 
° STAYS SOLD 


Every Sew-Gem customer is @ satis- 
fied customer and a booster for 
this superior machine. That's be- 
cause Sew-Gem users enjoy depend 
able, smooth, continuous sewing 
with the new Miracle Hoot it's 
guaranteed not to lock, clog or 
jam — ever 






4. PRE-SOLD FOR YOU 


Fach week more than 49,000,000 
radio listeners hear about Sew-Gem 
over six highly rated network pro 


grams .. . Stop the Music, Queen 
For a Day, Sing Ie Again, Bride 
and Groom, Betuy Crocker, and 
Grand Slam. ALSO we have a 
local cooperative advertising plan 
for you, 





3. LESS EXPENSE 


When you handle Sew-Gem you 
spend your time selling-——not serv- 
icing, thanks to the marvelous sim- 
plicity and modern fool-proofed 
Sew-Gem mechanism. 


Variety of models 
and cabinet styles in 
richly q@rained wal- 
nut, mahogany, and S 
blonde, Portable — ad 
secretary or writi 
dest — occasions 
table 





WRITE FOR COMPLETE DETAILS 


NOW 


with the New 
ua aN 
INLET CONTROL VALVE 


AUTOMATIC WASHER 


installations 


ee ee TT 









5. extra VOLUME 


Appliance dealers find Sew-Gem is 
the one machine they can afford to 
get behind and push because it is 
mechanically superior in every re 
— easy to sell, and stays sold. 





,? 





ry 
f 
[ 


install Automatic Washers 
this SIMPLE, LOW COST WAY 





Pat. Pending 


High installation costs reduce your profits on auto- No. 1800 Series Inlet Con- 


matic washer sales. You can cut costs to the 


trol Valve. Brass or chrom 


bone on every installation by using Guardian's tum finish. Left or right 


new inlet control valve especially designed for 
They simplify plumbing 


automatic washers 


hand hose outlets. Stand. 
ard “” LPT. male and 
female ends at outlet and 


problems save installation time save cost inlet of through waterway 
of extra tees, ells nipples, etc. Guardian Inlet Injet hose connection male 
Control Valves provide dual outlets for hot and for %” standard hose 


cold water with valve controlled inlet supply to 
the automatic washer and through waterways to 
existing faucets or tub lines. For general appli 
cations on automatic washer supply lines use 
Write for complete 
specifications and typical application drawings 


Guardian No. 1500 Valve 


given in Bulletin Vi02 
eens COUPON NOW! 


Guardian Products Coorg. Velve Division 
Deet. £-1. 1215 £. Second & 
Michigan City. tad 


Please send me Bulletin V 102 
| NAME 
| ADDERS 

crry 
ZONE eTATY 





Dept. E-1, 1215 E. Second Street 


coupling 







PRODUCTS CORP 
VALVE DIVISION 
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twenty-year pones including 
Thermogray heaters and during 


the total’ 


$6 We have been selling, through our appliance stores, Thermo 
gray Electric Water Heaters for over twenty years 
1948, we have sold 6,942 


records, we have only replaced 257 tanks of 3.71% of 


Utility Executive's letter available on request 


For the 


that time, according to our 





buyers market by providing 
Get the Thermogray “Inside 


per dollar in America today 


JEFFERSON, 





YOU SHOULD 
KNOW 
Thermogray 


ELECTRIC WATER HEATERS 


@ Thermogray helps you to profit in the growing 
heater, which you can sell on proof of performance 


how you can offer customers the most water heater 


THERMOGRAY COMPANY 


1OWA 


you with a time-tested 


Story” now and learn 








GRAWLS 


On Roller Beerings 
Up and Down Steps.. Over Obstructions 


Rolls Smoothly Over Fiat Surfaces 





S 

S 

S 

S 

@ Safety Straps 

@ Patented Strap S 

Tightner Ss 

The famous 

Crawter Tread S 

~~  S 

C &-: S 

A Movable N 

Mode! $2.51 Over Bali Brarings! S 

N 

Never have you or your men experienced SS 

such complete utility with comfort as that S 

offered by the Escort hand truck. No lifting S 

no fatigue. Carries a full load safely up 
and down steps, over obstructions. This 
truck simply crawls over on roller bearings 


Write for Catalog 
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and Costly Claims 
NEW HAVEN QUILT & PAD CO. 


PADDED APPLIANCE 


COVERS 
REFRIGERATOR 
COVER $] 3.95 

p~— aoe harness 
+ Adjunable 
to fit 4 to 10 Cu. Ft. 
boxes. Wraps 
around completely 


ORDER BY MAIL AND SAVE! 
Eliminates Damages 









WASHING MACHINE 


COVER 
$9.00 


Gives complete protec 
ton Padded, water 
proof. Height 49 di 
ameter 3! 


Covers tor Automatic 
Washers Only $8 ec 





GAS AND RANGE 
COVER 


$12.00 


Easy to slip on 
and to remove 
Fits over back 
guard. wo 
Width @ 

depth 28", 
height 42”. 







NEW LITERATURE 





Aluminum Goods Mfg. Co. 


A new 32-page catalog featuring 
Mirro and Mirro-matic aluminum 
utensils has been announced by the 
Aluminum Goods Mig. Co. Manito- 
woc, Wis. Printed in three colors, the 
catalog uses the Mirro label as its 
theme and displays the label through- 
yut the entire catalog. Each page has 
a stock control sheet opposite the 
items to facilitate easy reordering. 


The Emerson Electric Mfg. Co. 


The complete line of 
Electric 


Emerson- 
Air Circulators is pictured 
and fully described in a new cight- 
page catalog offered by the Emerson 
Electric Mfg Co., St. Louis 21, Mo 
Included in this new catalog are prac- 
tical suggestions on selection and in- 
stallation of air circulators, details of 
design, construction, specifications 
and performance data. A copy of the 
catalog (Unit X6558) will be mailed 
to those requesting it on their com- 
pany stationery 

Another new catalog, “Emerson- 
Electric Exhaust Fans for Business, 
Industrial and Institutional Building”, 
illustrates and describes the complete 
line of direct-drive and belt-drive ex- 
haust fans as well as window and ven- 
tilating fans. Ask for Unit X6559. 


Estate Stove Co. 


The Estate Stove Co. of Hamilton, 
O., has sent all its dealers a basic 
merchandising file, timed and tuned 
for Spring promotion. It includes a 
series of ten one-minute filmed tele- 
vision spot announcements; samples 
or description of a complete array of 
ther selling aids—movie playlets, 
new action displays, transcribed radio 
spots, a roadside sign plan, national 


outdoor poster service, mats, and 
retail-tested promotions 
Lewyt Corp. 


A new Lewyt “Talking Dog” wir 
low display unit has been introduced 
an Ter leaner deal T} 

» Lewyt vacuum cleaner dealers. The 
dog's jaw moves up and down and the 
lighted eyes flash on and off. A new- 


style Treasure Chest has been intro- 

luced also. Retaining the same con- 

struction and the same “cedarizing” 

feature, the Treasure Chest is m 
vered wit 4 new plastic 





PIRATES TREASURE CHEST contains 


Sunbeom Mixmaster, Coffeemoster 
toaster, egg cooker, waffle boker and 


ronmaster Enables groups of friends 


to give mplete set of Sunbeam Cor- 
poration’s appliances includes or 
t ; r for t sar and 
¥ u rg “s t 
MAY 1950 






THE SALE THAT 


MULTIPLIES Z 
YOUR 


PROFIT 


o, 


o ~ 
aK 
”& * _ 


g 


MSDONALD 


WATER SYSTEMS 


* 
x 
Se 





~ 


m 
es 

MA Profit grows where water 
my flows.” Every sale and in- 

ey stallation of a McDonald 
6" 4 


Water System paves the way 
for unlimited profit oppor- 
tunities. It puts you on the 
ground floor for those addi- 
tional sales of accessory 
equipment and appliances 
for profitable volume today 





ox and comorrow. 
» &, 
OX AMERICA’S Finest 
oe COMPLETE LINE 
ie The McDonald Line is com- 
mX> plete with sizes and types 
wa tO meet every water serv- 
ty, ice need. When you sell 
Om McDonald you offer out- 
“a standing design and de- 
Ke “ena performance, 
th acked by 94 years of 
“e quality manufacture. That 
Ca means a minimurn of service 
" calls... maximum customer 
wm, satisfaction and goodwill. 
s) Cash in on the unlimited 
(2 profit-making opportunity 














SE 


”, 
oe 


with McDonald. Get com- 
lete facts from your 
McDonald jobber or write. 


A.Y.M°DONALD MFG. CO. 
DUBUQUE, IOWA 
» 
PUMPS - BRASS GOODS - Ol EQUIPMENT 


“Qs 4s 
* 2 
~~ = * 


4* «* 
“aw. 





: ¢ aoe 
oe = 
3 
, [ a } 
1 
teen V a 
Series 400 Series 420 §= Series 2000 








~ELECTRICAL 


MERCHANDISING 








ER 




















NEW LITERATURE 













Lightolier, Inc. 

Lightolier, Inc, has a new plan for 
cooperating with builders in the form 
of a booklet which describes a par- 
ticular development of homes. The 
booklet contains photographs, floor 
plans and specifications of the homes, 
with particular emphasis on the light- 
ing systems to be installed. 


CEIL-N-WALL” 


KITCHEN VENTILATOR 
Mode! 1020 


Sylvania Electric Products, Inc. 


A 128-page leaf book containing 
comprehensive information on the 
servicing and maintenance of home 
television receivers has been an- 
nounced by the Radio Tube Div. 
Sylvania Electric Products, Inc. The 
book, entitled “Servicing TV Receiv- 
ers”, illustrates 53 screen patterns 
which reflect poor circuit operation 
and need of adjustment and describes 
the cause and remedy for each con- 
dition. In addition, 17 wave-form pat- 
lly presented which 
show oscilloscope traces as they 
should appear when taken from the 
utput of tubes in key circuit com- 
ponents Eight alignment response 

irves provide patterns for compari- 

1 with actual oscilloscope patterns 
t ace ¢ aitew eheiisian | and servicing. 
Distribution of the book is through 
authorized Sylvania distributors only 





















































terns are graphica 










































FAN AND OUTSIDE For ceiling 


WALL HOOD ASSEMBLY mounting 





inside wall 


Ward Products Corp. 


> sfo : 
above stove A booklet on television and FM 


antennas en titled “The Story of the 





Magic Wand", has just been pub 

@ Designed in collaboration with ed by Ward Products Corp., 1523 
imerica’s larewest builders . E. 45th St., Cleveland, O. The 16-page 
for qui k, easy, inexpensive booklet, which tells about development 

installation and application of antennas, is being 

tributed to TV installers and the 

@ New FASCO Turbo-Radial general public. It contains 34 illustra 
propeller, specially engineered tions and three pages of definitions of 
for pressure through ducts the important terms used im conne 


tion with TV reception. Free copies 


develops pressure unob 
may be had by writing 


+} , 
tainable with ordinary fan aS COMGSNY: 
blades. 3 speed control, 


Edgar T. Ward Industries, Inc. 


@ Unique air intake revents 
! : ; \ \ ler has been brought out 
air re-circulation at iniet : 
i Vard Industries, Inc. of 
4s. I aski Rd., ( ag It 
@ Outside wall cap—aluminum nd 
, a} ° . s ats 
rustproot! has built in 6 the Fenhyr } P fer 


balanced louvres. Overhang 


keeps out rain, drafts, cold 


@ Beautifully 


designed 


superbly finished . . . priced 
right 
Qa ee " 
{ 
| FASCO wall ventiletors ore used by 
| America's largest builders . . . 15,000 IN | 
| LEVITT HOUSES ALONE! The new FASCO , 
| “CEL-N-WAILL” ventilator will be =a 
| leader, tow! ' 
© aw ae ew am om ew oe o> om ew ow ee ew ewane= 4 


WRITE, WIRE or PHONE for com- 


plete information. FASCO Indus- 
tries, Inc., 10 Union St., Rochester 2, 
N.Y. (Phone HAmilton 1800). 





“FOR LIGHT HOUSECLEANING” 
so the Quick Turnover” packoge 


introduced by Sylvania Electric Prod 
INDUSTRIES, 


INC. ucts, Inc. It contains on assortment 
RBOCMmMESTER 2 NEW YORK 


pockaged in 
carton which tokes up 2% sq. ft 


# 124 bulbs in six sizes 
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Sell a Woman Two Washers? 


Right! A fulleise washer for her weekly laundry plus 
@ Taylor junior for her daily washes of children's 
clothes and lingerie 


Or, I sell a Taylor Senior when space or budget is 
limited . then keep the customer's name on my list 
to sell a big washer later, 


















| 
t 











TAYLOR SR 






imaniiied ‘Gade 
TAYLOR JR. $59.95 
Portable Electric Washer at 
$39.95 wringer and 
complete with wringer drain pump 


Sell an Extra Market? 


Right! The apartment dwellers the businens 
girls the families with trailers and camps 
they're an extra market tailormade for Taylor 


Washers 


THE TAYLOR enews 


ALLIANCE OHIO 





. TO SELL MORE 






get aleng like 
newlyweds with 
their electrical op 
pliances, if the cord 
sets ore CORNISH. 
the sure gucrantee 
of perfect contect 
HUSKY HAND FREEZER 
2-, 4-, 6-quart sizes 


MR. DEALER: The Porter-made 
Husky is the only hand-operated 
home ice cream freezer on the 
market backed with a guarantee! 


the happy farewell GF it 


te CORDeliriem! 








This is just ome reason why 
you can sell more Porter-made 
freezers, Porter gives you truly 


CORDS and CORD SETS 


Selected by leading manufacturers . . | 
why not by YOU 


=> DOLLY MADISON Electric The 2-quart Dolly 
A full line of Flexible Madison ELECTRIC 


will operate with the 

Cords for the Repair and : ge aan 

Service industry, der it's the hottest 
obtainable through 

Jobbers and Distributors 


item of the year. 4- 
CORNISH WIRE vO PAN 





modern freezer design and con- 
struction plus modern selling 
help. Write for details 


and 6-quart sizes too. 


If your jobber can't supply, write the factory. 


ORDER NOW 


| THE J. €. PORTER CORPORATION 
America's Lerges! Manufacturers of 
Home ice Cream Freezers:—€2 Yeors Old 
| 804-3 BROADWAY—OTTAWA, ILLINOIS 
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A tiny Flag Label ie appearing on 
flexible corde attached to lamps, elec 
trie appliances, and elect ric a 


equip 
ment of all kinds 





It carries a word of special signifi 
eance to everyone concerned from 
the appliance manufacturer to the 
woman at home starting her vacuum 
cleaner 





That word is “Inspected and 
what it means is ‘tested for electrical 
salety.” For the Flag Label signifies 
that the assembled cord— including 
the connecting plug has been sub 
mitted for approval by Underwriters 
Laboratories, Inc 

Leading producers of flexible cords 
take this means to safeguard the pub 
lie againat fire and shock hazards; to 
assist buyers in selecting corde which 
are properly constructed and safely 
insulated throughout 

Distributors and retailers natural 
ly endorse the Flag Label. It simpli- 


DRYERS 
WAHL 2: 
Petals! 


— VIBRATORS 


FoR you! 


Ideal for all the family 
hLatreute, neecktrima, on the 
eae and under the arms. 
Professional model, small 
and compact. Basy to we 
ho expertence neces- 
sary. Silent, emeoth run- 
ning. List only 89.75. 





’ 


Perfect for men, women 
and children's hair 





Dosens of extra usce in 
drying hoete'y, lager 
film neve *, ot Hot 
er cold air Ineatant 
heating nt, Tight 


weight Detachable 
stand. Lint only 89 


ruarenter 
> ertion 


WRITE TODAY OFPT. EMSC 








PAGE 202 


HAIR CLIPPER 





Te * 
this cutstacding fertece FREE of charge 


CeO VTauk protect wales COLSON EQUIPMENT & SUPPLY CO. 


WAHL «i er corp.| | 
APPLIANCE TR 


flea their own purchase of appliances; 
it stimulates sales because it provides 
an additional selling point 

The public, too, is learning to look 
for the Flag Label-—to insist upon 
inspected cords on all electrical equip- 
ment. A nation-wide educational 
campaign, together with the coopera- 
tion of local school, fire department, 
and power groups is steadily increas- 
ing the importance and value of this 
quality-safety identification. 


SAFE ELECTRICAL CORD COMMITTEE 
155 &. 44th St., New York 17,N, Y. 


Make sure the products you :sil ere equipped 
with sate electrical cords bearing the Fleg Label. 












%* PAYS FOR ITSELF IN A WEEK 
because one man can handle appli 
ances weighing up to 800 Ibs. 
Wheels swing forward to slide 
truck under the appliance; swing 
back to center the load. 
Sled-runner frame slides up and 
down stairs, in or out of truck. Ap- 
pliance is strapped on and cinched 
tight with ratchet cincher. Rubber 
pads protect appliance. Order yours 


. only $48.50 


today .. 


1317 Willow Street, los Angeles 13, Colif 




















DISPLAY MATERIAL of the Florence Stove Co. being shown by R. G. Johnson 
sales promotion manager to J. J. Manning, New England division manager 
Material includes 3-dimensional range cards, cut-out letters, range and heater 
background display. 





PICK-UP LIFT GATE which attaches to rear of 4% and % ton pick-up truck 
an also be used by dealers as demonstrator Made by “‘Lift-Gate liv f 
Anthony Co. of Streator, Ill 














* 
BABY BROWNIE CAMERA offered 
at no extra cost’’ to each consumer 
highlight of General Electric's dealer , 
promotion for new ine f portable i 
radios. Reviewing the “ammunition ; 2 
PUSH BUTTONS AND BARS dis are S. M. Fassler, G-E receiver ad 
played on this panel offered deolers manager, and G. O. Crossland, G-E 
by Trine Mfg. C New York, N. Y radio sales monager 
MAY, 1950—ELECTRICAL 
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RED LETTERS 
Ay Not @ a Writieg 


Presents ts Tew Adjustment Letters 
JET PUMP LINE OF To the Réites 
WATER SYSTEMS The article “How to Write Adjust- 
FOR HOME AND ment Letters,” appearing in your 
April, 1950, issue, raises in my mind 


FARM the question: does not this article miss 


the basic point entirely ? 


It is true that this dealer’s handling 









give you 
EVERYTHING 


your 


CUSTOMERS 


want... 








his mers letters was most 


inept. But this was merely the logical 
outgrowth of a mental state which 
allowed the complaint to originate. * 1000 te 6000 Watts 

What this dealer needs is not a for- Xe Built-in or External Automatic 


wla for salving over the sore spots Thermostatic Heat Controls 
in I is OE eo Peet he ei to Series 250 Heetaires 
1500 te 3000 Wetts with ¥%& Radiant, Block and Fan-Forced 


CENTRI-JET “H" 
Single Stage Pumps 









search his thinking for the cause of the 

low esteem in which he appears to be or without 

veld by those who have had business Buiit-la Thermostots * Wall-inserts, Wall-Surface Attach- 
lings with hi : : ables and Portables 
From where I sit, it looks as though “im) 

the customer called the turn in the iS 


Y Vested & Listed Under Reexamination Service by Underwriters Laboratories, Inc. 
CENTRI-JET “A” second sentence of his letter. Every There's a HEETAIRE for every purse and purpose . . . and when you sell 
Multi-Stege Pumps lealer should be well aware that a HEEFTAIRES, you sell the right electrical space heater for both! 









service fee or an “inspection fee” must And that means more sales and more profits for you! 
be substantial if it is to ¢ bag the cost | DEALERS: Write ms for your free "GUIDE TO QUICK HEAT- 
f even a trip from the shop to the JING” ~—and the name of your nearest HEETAIRE whosesaler, ; 
ROIS iome—even if no work iS | WHOLESALERS: write us for the HEETAIRE sales and - profit : 
quired. And the customer knows it, | story—and the mame of our representative in your territory. : 
too. So this customer was probably : 
orrect in assuming that the “inspec spines é 
Peed) MARKEL (LA SALLE DR 
FOR ALL WELLS snide trick to chisel an extra buck on "ie ; 
Rees ; ELECTRIC PRODUCTS, INC. ~~ LIGHTING PRODUCTS, INC. Ii 
Now you can sell one line of it the extra large was iegitimate é 
umps and water systems thet sie nahen er eae sa : 
wilt satiety the domends of es cer ele have oe 8 ie 145 SENECA STREET . BUFFALO 3, N. Y. ; 
every prospect, These new jets, enough t ver a reasonable amount see Bair oh I z 
plus the Submerge-Pump end f service ind then he should have 


Red Jackets other fine water 











cen te cn ee wee qi the prospect with the same 
complete fine for home and ive that was used m selling the stove TV AND RADIO i 
fer , . % 
alte ind the washing machine. But if k 
These new jet pumps have fea- vas ist what the customer thought : 
tures of performance and con . anal 7 id ; k ¢ : | 
venience that instently show va uS Gales ould get Dac ad i 
their superiority. They include first principle n business manage ra a Ou : 
Ye to | HP. © HIGH CAPAC ent and mx e the twin axioms 
ITY © HIGH PRESSURES © that A satished customer is the best 
INSTANT CONVERSION — : ; wear ' ; 
fa eae + at udvertisement” and \ dissatisfied ; 
allow Deep e! . | ffi . li 
PUMPING DEPTHS TO 199 isto your ™ spetitor protection plus...easy, efficient handling 
ft ) , 9 forget hout 
| ‘ res t i ret abou | 
a All shallow well models are unv for i for adjustment letters, be Wrapecbout protection for your 
| self-priming 3 P 
' suse r \ eld need t write 


TV and radio sets costs so little, 
yet it's worth so much. It's all- 
round protection, insured by 
heavily-padded canvas outside 
-——soft, scratchless flannel inside. 


A deep we models are 
prime-maintainine 
Crarence W. Mercau 


| 

RED JACKET — REDA ngineered Advertising 
| “Submmerga- Pumps” 52 Chauncy Street 
| 

| 


The pump that is completely ston 11, Mass 
submerged af all times — the 
pump you sever hear — never 
ubricete. Easy to instell—re 
quires 4 minimum of piping 

ustomers and prospects will marve 
at this newest of water pumping equip 
ment. For any wells 4" and larger. Sizes 

y 4 and 3 HP. Pressures to 550 pounds 

Purnping depths to 1200 feet 


OTHER POPULAR 
RED JACKET PRODUCTS 


It's versatile protection .. . each 
Wraptubout adjusts to a variety 
of sizes. Wrapabouts fasten se- 
curely and fast... make delivery 
or service handling easy and 
swift. Wrapabouts pay for them- 
selves in no time by adding effici- 





hallow Well end Deep Well a. ency in your operations . . . by 
ating Pumps entrifuge!l Pumps } s ‘ ' tisfacti 
Reety is Ridneg Eig scab y ak ame assuring customer satisfaction on 
Hand and Windmill Pumps and 5 ES deliveries and pick-ups. 


Water Conditioning Equipment 


Write aes for complete cete- 
og and prices and the name 
of your necrest Red Jacket 
Distributor. Address, Dept. EM 


I 
| 
| 
I 
I 
i 
! 
| 
i 
I 
I 
| 
l 
| 
| 
| 
| 
| 
! 
! 
i 
i 
I 
I 
I 
| 
I 
! 
! 
! 
! 
I 
i 
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WEBB MANUFACTURING COMPANY, 2918 N. 4th St., Philo. 33, Pa. 
Send Wrapabovt prices and infermotion on 

















(radio!) 


television) *t model = make 





om ‘ 
ld" 


RED JACKET MFG. CO. 


DAVENPORT, IOWA THIS IS KNOWN AS OUR “LONELY HUSBANDS’ 

"The Choice Thot Mokes Friends MODEL—IT BURNS THE TOAST AND CHATTERS 
Since 1878 INCESSANTLY DURING BREAKFAST WHEN YOUR 

WIFE IS AWAY 


| 
| 
| 
! 
| 
| 
Name ‘ : 
Address wails so cnsnadoioiliiblie | 

| 

| 

j 


——— 
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THE Kitchen-Aire EXHAUST FAN 
Is DIFFERENT... ! 





Different, because tt is FIRE-GAFE. grease laden air is NOT drawn over motor: 

Different. because intake grill may be mounted above cooking range even on 
inside wall, 

Ditferent. becouse ordinary 6 siove pipe will serve for making connection 
between intake grill and exhaust fan; 

Ditterent. because 4 is QUIET. operating mechaniem is mounted OUTSIDE 
the wall, 

Diflerent. because lt is weatherproo!, back draft damper protects against 
heat loss. operating mechanism is housed in corrosion-tree aluminum. 

Yes. the Kitchen-cire is different. li is electrically operated. can be installed 

Gnywhere in sew or old houses. keeps kitchens cool and odorless, bathrooms 

@nd recrection rooms tresh and basements dry. Underwriters Approved. 

Advertised in Better Homes and Gardens. A fast seller: Inquire today: 


STEWART MANUFACTURING COMPANY 
3202 £. Weshington Street Ind 


i iedi 





4 











NEW! AMAZING! 


SENSATIONAL! 


Model M30 BANKMETER 
ELIMINATES COLLECTION COSTS! 
@ Accurate, dependable 


@ Simple to use 


@ Low in cost 


ORDER NOW! 
Order now for prompt 
Write for 
FREE 24 page meter 
sales manual 


delivery 





Model M.30 


INTERNATIONAL REGISTER COMPANY 
Dept. 550-S, 2626 W. Washington Bivd., Chicago 12, Ill. 





GREATEST NAME 
IN COIN METERS 





_Merer-TAric 
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Modern Merchandise Displays 
Need LIGHTED MOTION! 
Model “712” 


Roto:Sho 


ELECTRIC TURNTABLES 


The ACTION 
Display-Way 
to Boost 
your Sales 





ODEL “712” ROTO-SHO’S two- 

way, built-in electric outlet, per- 
mits novel, self-contained lighting 
effects by means of sliding contacts, as 
well as operation of electric devices 
while the turntable revolves three 
times a minute—lighcs turn with table! 
There's nothing like “712” to revolu- 
tionize your window trim and stop 
passersby dead in their tracks. Sturdy- 
steel construction, guaranteed, it car- 
ries up to 200 lbs. 18” diameter table. 
Aliover height just 7”. A.C. only. 





© Por winning displays, write TO- 

DAY fer full information and our 

complete ROTO-PRODUCTS catalog 
GENERAL DIE AND STAMPING CO. 
Dept. 65, 267 Mott St. © New York 12, N.Y 








nee! newer | ach cour 
List price (8 cup 














"We tr ipled the Sales in our 
coffeemaker Department 
by selling a Glass Cott 
ker. the small stove 
and a Guardex " 


s\ 


‘GB 













* PREVENT GLASS BREAKAGE 
© Coffee made in aed 
* No tipping or spilling 

* A portable unit 

© Built-in holder for the upper bow! 

* The economy of a small heating unit 





| List price (12 cup anit) : : $s 
| Dealer discount (6 or more) .- 40% 
| if your jobber can’t supply you send check of three 
credit references with order tc 


| 


| 2850 N. Mississippi Ave 


GUARDEX COMPANY 


Portiand 12, Oregon 
Jobbers: Please write for discounts 





MAY, 


1950—ELECTRICAL 


MERCHANDISING 


Peto ren ganas 








== 








Needed in Every Home 





INDEX TO ADVERTISERS 
MAY, 1950 





Contiaved trom page 204 































GITS LUMINOUS 
PLASTIC SWITCH PLATES 


They Glow in the Dork with blue-white 
glow for 7 to 8 hours with only min- 
utes of exposure to light. They ore 
practical, umbreakable and washable 
Attractively packaged with individual 
screws. Colorful display free to each 
dealer. Retail 18c single gang—30c 
double gang 


GITS PLASTIC 
PROTECT-O-SHIELDS 


Light switch wall protector molded of 
unbreakable plastic in wide range of 
lustrous, colors to match any wall or 
wallpaper. Permanent, washable finish, 
easy to instoll. Sell on sight. Retail 
25¢ single gang—35c double gang 


Order from your = 


4656 West Huron Street, Chicago 44, Iilinols 
Manufacturers of the tomous Gits Flashlights 
Knives, Gomes, Sovings Bonks 


CANADIAN DISTRIBUTOR 
Bold, itd. 69 York Street, Terente 


UNIVERSAL 


ELECTRIC SEWING MACHINE | 


Pricedito se 





Myer 


i built Ure) perform RS 


| ATTENTION: 
WHOLESALE DISTRIBUTORS 
h ia 


We invite your in- 
i 
s 
= 


quiries regarding the 
wholesale distribu- 

STANDARD SEWING 

EQUIPMENT CORP. 


tien of the Universal 
4 West treet, ? York. NY 





Sewing Machine 





Protected territories— 
closest possible coop- 
eration. Some territo- 
ries still available 
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ONLY BURKS GIVES YOU BOTH 
THESE POWERFUL SALES MAKERS 


* Life-Lok Feature 
© Dual Purpose System 





LINE UP WITH THE 


SUPER TURBINE * DUAL PURPOSE 


WATER SYSTEM 






















IT’S IN 


If you want to sell the — system that outlasts oe teckel ts 
unheard yh mee ge | with minimum attention—and is boc 


extensive 


vertising of all kinds—-Line up with the BURKS System. 


Its Life-Lok feature causes it to give 2% a wy hs yo! service—Its 


Dual Purpose feature makes the SBUR 


wall system. 


low or deep 


Get all the facts about the BURKS Water System and the BURKS 
Dealership proposition. See why you can do better with BURKS. Write 


today to— 


DECATUR PUMP COMPANY 


51 Elk Street 


More Manhours 
Saved per dollar 








GLEASON 5505” Appliance | 


Handler is easier to use! 


The right way to handle ap- 
pliances is the easy way, with 
a Gleason “5505” Appliance 
Handler. Finger-tip balance 
under load, turns on a dime, 








avons plates, and 
oe webb straps. 23 feet of 
securely welded steel tubing 

. topped off with a beauti- 
ful white finish. Ask your 
jobber, or write the factory. | 


GLEASON CORPORATION 








DISTRIBUTORS: A tow sotect werrtastes out coon 


big 10 ball bearing puncture- | 
aed tire wheels. Heavy felt 


Decetur 70, Illinois 


Ste hreld 


\ROMMETRIC DRAFT CONTROLS 


FOR iimmauied 








Finest 


For Automatic 
Heating Units 


field 


TYPE “MM” 


FIELD CONTROL DIVISION 


a Onwewety @ Ment TA 
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SEARCHLIGHT SECTION 
sess: OPPORTUNITIES” | vice on nesas 




















Tough jobs MADE EASY 
WITH THE NEW 
YEATS APPLIANCE DOLLY 


You'll have no worries chout second story de 
liveries when you use the dolly with the Step 
Glide. Climb those steps with less effort, in less 
time, ond with more safety. The 56” tall alumi 
num frame hes curved cross members for round appliances, straight 
slide on back for quick, easy leading, ond a felt padded front 
YEATS 1S THE ONLY DOLLY WITH PATENTED STRAP RATCHET 
Write for tull information 


YEATS APPLIANCE DOLLY SALES CO. 
2124 Merth 12 Steet Milweukee 3, Wis 












WRITE FOR CATALOGUE 


Ligh test easiest, stairwoy 
ENDLESS BELT MOVER mone 
tectured’ Adjustebie fer 
height; «@ two of four wheel 
deltie tor ali appliance mov 
ing. Mokes U turns on stoir 
woys Patented leverage strap 
tightener For rural delivery 
with straight steirwoys, se 
turns, we hove on excellent 
mover with large pneumatic 
wheels Your money back 
guarentee 














‘RANIZ 
ERANEZ 
to deliver combina- MANUFACTURERS ‘ 


oe Ppanee 4 ana WASHING. MACHINE PARTS 


heaters retrigera 


1450 EAST PIrd ST « LEVELANE 


DISTRICT SALES MERS. 
DISTRICT SALESMEN 
DISTRIBUTORS 
DEALERS 


wanted in many areas due to 
expansion of distribution of 





of Steel Kitchen Cabinets and 
Sinks. See Adv. on Pg. 158. 

Men required must have proven 
ability in selling kitchen cabinets 
to Dealers, Distributors, Jobbers, 
& Builders. 


REPLY BY LETTER 


stating experience, education, 
age and present earnings to: 


HUBENY BROTHERS, INC. 
Roselle, New Jersey 


ALL REPLIES HELD CONFIDENTIALLY 








tors, ond many 
other hard to han 





dle aan. sately, LOVELL WRINGER ROLLS 
in tight awkward Factory Machined Rolls Save Time 


places WASHER AND IRONER PARTS 
1RONER PADS AND COVERS 


MOST IMPORTANT ALL SIZES FOR ALL MAKES 


pevition i, Glwoys heave the edge on the OHIO WASHER COMPANY 


mer bend of your arm A , 





1223 Guperter Ave. Cleveland 14, Obie 








MUST One E-ZEE-LIFT | \ 

Hendiing kit as shown on | 

at es | PERMANENT REPAIRS 
ree Appliance handling \ 

method furnished Meade of =). Quickly, Easily Made 


HD. Belting 1200 ib cap ae 


Comes in woterpree? bog £ 
Meney beck guarentee | J 















MANUFACTURER'S AGENT 


rationally known and established AAA majer 
veoks 





loos of celthed, experienced manufacturer's agents 
with record of proven sales ability, contacts and 
experience in the following territories: Mid-West 
Recky Mountain. Seutheast, and North Atlantic 
Men who presently represent one or two other man- 
ufacturers of major household appliances preferred 
The product is a spectacular . - _—crrmcanie proven 
tens of thousands have been so 

tn reply give details. companies and products 
presently or previewsly represented, recerd of sales, 
territery cevered. recent photo. 

Our organization keows ef this advertisement 


Sead 19.95 with erder or COD. free Circular | neert breten ange __ MEND- IT SLEEVE “> MG. RW-6112, Electrical Merchandising 
\ate sleeve Crime | W. 42nd St... New York 18, N. ¥ 
Neal Products, Mariboro 28, Mass tight with plyere Tart Ave., Gakiand 18. Fon 

















MOVING & WAREHOUSE SUPPLIES 
WRITE FOR THIS Write or poene today for A... iastrated ne 


catalog ’ featuring— A lance Covers 


CATALOG TODAY Pods Appliance and Carrying LL, a 
ZENITH AUTOMATIC | | S50 "cyss tes Eg, 
TIMER CONTROLS “ “ELKAY PRODUCTS CO. 


Remote “en: Switches 323.27 Weer, léth St.. New Vers 11, M. Y. 
Autows’< Tie Switches hone WAtkine 9-1 












HEATING ELEMENTS 


Appliance Parts jobbers, erite for tet of stock 
ttems, EXACT FIT and wattage for several stand 
ard makes of fatirens. Unite made to specifica 
thee or trem samples 


4. & HW. ELECTRIC MFG. CO 
1424 Ala. Ave Bessemer, Ale. 















180 W. Wetten Sr. Chteege 10, tH. 





DISTRICT FIELD MANAGER 


Nationally known AAA concern seeks man exper! - 
od in establishment of franchise distriouters on 
exclusive patented majer heavy househotd appliance 


QUALIFICATIONS oan ability in establish 
meot and organizin major household appliance 
distributers and TE such as refrigerators 
radios, washing machines, ete. Preven record of 
earnings. Reference as to character and ability from 
past employers and distributors; territery covered 


For individual mutes these precise qualifications 
and whe can supply the proof, a very unusual op- 
portunity exists. Give complete history and infor- 
mation in reply. All information held confidential 
wet! after personal interview. Our organization 
hrows of this ad 


P6111, F al Merchandising 
W. 4tnd 8 New York 18, N. ¥ 














Washing Machine 4 Vacuum Cleaner Parts Colorful . Self Adhenve © Cellophane processed ' 

Save money by ordering al) your supplies te Reils. Easy to bev . Easy to apply « eved for 

from one le source Packaging Pome of Sale advertonme - Parts mark- 
Quelity, Service, Low Prices tag ond Avceate Were tormemal edenticonen. 


MIDWEST APPLIANCE PARTS CO. 





mre, wmee| PRINTED CELLOPHANE |, 


Close-outs, job lots, surplus stocks, herd 
wore, hand tools, automotive supplies, appli 


| ances, sporting goods and cutlery 


TANROSS SUPPLY Co. 
80 Washington St. Dept 
Boston ti, Mass —LaAfeyette 3- 5622 


1A RAREST ONS UR 


comme WE BUY cen 





ie eee mm TOPFLIGHT TAPE - YORK PA 





IRONER PADS - COVERS) | mexcnanoiine surriement 


Full out eads and intermediate covers TI" long 
Write fer com tete price liet sumber en 5 


WASHER . IRONER ~ RANGE PARTS 


PEARSOL APPLIANCE CORP. 


2122 Euclid Ave Cleve., 15, Ohio Electrical Merchandising 
























New Advertisements 
received by Moy 2th will appeer in the 
June issue, subject to space limitations 

Classified Advertising Divisioa 
ELECTRICAL MERCHANDISING 
330 W. 42nd St.. New York 








REPLIES (Box No.): Address to office nearest you 
NEW YORK: 280 W. itnd 8. (18) 
CHICAGO: 520 N. Michigan Ave. (11) 
SAN PRANCISCO: 66 Post St. (4) 





SELLING Sopearenre OrreReD 





as S HELP Wanted. Local sales represen- 


tive to establish dealers for world — 
teal an as type sewing machine Salar 
i r imiasion Car required SW -é284. 


rE ioe weenenl Merchandising 


hennuntend CPPORTUNIT IES “WANTED 





MFR'S AGENT selling just one top Electrical 
line for lead ng manufacturer in Wisconsin 


and Minnesota ¢ lesirable Electrical 
Appliance, and Har dwar e jobbers and Dpt 
Store and Industrial Accounts, Will build 
volume with present customers and will add 
new customers for rel able manufacturer 


weeks ng to expand distribution through these 
hannel es for apparatus Pris +4 or andiing. ° 
t RA-2291, Blectrical Merchandising 





ELECTRICAL P BODY CTS Wanted to sell tn 
Minnesota, Wisconsin, and adjacent terr! 


| tory. Experienced ‘Mfr s Rep selling just one 


ine can give reliable manufacturer real dis- 
tribution. Now selling all desirable whole- 
sealers in Electrical, Hdwe, Appliance, House 
ware channels, and Dept Stores and Industria! 
accounts in Minnesota and Wisconsin. Write 
RA 6213, Electrical Merchandising 


UNBEATABLE EXPERIENCE, ®ten years 

selling to eastern distributors for the 
order-gettingest” sales agency in the busi- 
ness. Our pattern of successful selling fs now 
second nature. It is the pattern with which 
I helped push to leadership a fan company, a 
lighting and portable specialty company; a 


| door chime company, etc., ete. My record is 


solid and speaks for itself. I want a good 
offer Dermntting, hdqtrs in N. ¥. C. Age 38 
i 


B. 8. degree ‘ine appearance and s ch 
Ready to start almost immediately lease 
write SA 6380, Electrical Merchandising 
MFO. REP. covering Minn., W. Wiec., Dakota, 

desires a line of Television, Radio or com- 
panion line. RA 6320, Electrical Merchandis- 
ng 





— 


An 
Investment . 


Productive advertising 
is an INVESTMENT 
rather than an EX- 
PENDITURE. 


“Searchlight” advertis- 
ers almost invariably re- 
port prompt and satis- 
factory results. 


BE CONVINCED — 
send us your advertise- 
ment TODAY. 


Address Classified 
Advertising Division 


ELECTRICAL 
MERCHANDISING 


330 W. 42nd St.. New York 18, N. Y. 
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Another COMCO 


PROFIT-MAKER 


For You 


The Sensational, New 


CONCO 


PORTABLE 
ELECTRIC RADIATOR 


RETAILS 


Regularly at 


$22.95 


4500 8TU Provides quick, 
abundant heat where 
and when wented! 


OUTSTANDING FEATURES 


S AFE Underwriters’ Approved. 

Uses no water, steam. 
Fully enclosed heating element. Even 
at full heat unit will not cause a 
serious burn if touched. 


FAST Begins heating as soon 
as plugged in. Consumes 
1320 watts, A. C. or D. C., emitting 
4500 BTU’s per hour, the equivalent 
of 1834 sq. ft. of steam radiation. 


LIGHT Weighs only 28% 

pounds. Easily port- 
able, nicely balanced. Compact, size 
23” x 7” x 19”. Smartly styled 


ECONOMICAL 


Costs approximately 2 cents per hour 
to operate (average rates). Saves on 
regular fuel in spring, fall, through 
winter. 


101 HOME USES 
@® IDEAL in nursery, GHEGE: 


bath, on porch, in base 
men, bedrooms, laun 
dry, playroom, cottages, 
workshop. RIGHT 


a 

1 — 
Convement carrying 
handle folds over to k | 








’ 
double as handy drying * 
rack 
WRITE toc complete information oa 


thes outsanding sew product 


CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Company 









Mendote a 





AFFILIATES: 
CONCO MATERIALS HANDLING DIVISION 
Crenes Horsts 


CONCO SUILDING PRODUCTS, INC. 
Brick — Tite — Stone 
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Manuracturers’ Agents 


Are You... 


LOOKING FOR NEW LINES? 


Frequently ELECTRICAL MERCHANDISING receives requests 
from manufacturers who are looking for representation in 
your territory. The products might range from electric house 
wares to refrigerators or laundry equipment to ventilation 
equipment which appliance dealers sell. If you would like 
us to suggest your name when we receive such requests, will 
you please supply us with the following information 


TEAR OFF HERE 


BE Vciewchndiec agdd vusensaitnekeane edi ienhaten 
ADDRESS .. , CITY ... STATE 
Products you now handle 
Product Manufacturer 


Types of products you would like to handle? 


Territory covered 





How many salesmen do you have? 


ELECTRICAL MERCHANDISING 
330 W. 42nd Street New York 18, N.Y. 
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tility Merchandising 


number of speakers at last month’s Chicago sales 
A conference of the Edison Electric Institute took 
occasion to view with both pride and alarm the fact 
that utility companies were rapidly re-entering the 
ranks of appliance merchandising. There can be no 
doubt of the fact that the immediate prewar and postwar 
trend away from direct selling by power companies is 
being reversed. As of January, 1950, more than 50 
percent of the country’s utilities were merchandising 
and during the present year the figure should hit 60 
percent or better. Jim Nance of Hotpoint said 20 com- 
panies went back to merchandising in the past six 
months and he had evidence of 20 more going back 
during 1950. This acknowledged trend makes it impera- 
tive that sober reflection be accorded the methods and 


practices employed by the utilities involved 


It was natural that utilities, faced with postwar 
capacity shortages and a limited supply of generating, 
transmission and distribution equipment, should recog- 
nize that a return to direct merchandising, abandoned 
during the war, was out of the question. In addition, 
the very appliances they might sell were on allocation 
and thousands of merchandise-hungry dealers were 
clamoring for what there was available. The problem 
at that time was supplying the power needs of the com- 


munity—not creating additional loads 


But five years of catching up has wrought a signifi- 
cant change in their thinking. They have seen the 
additu: of a record number of new customers to their 


lines; they have seen unprecedented sales of appliances 


made to close the war-created gaps in buying; they 


have watched the rise of a new and startlingly com- 
petitive industry in LP-gas and the subsequent loss of 
millions of potential customers for cooking and water 
heating loads; and, in their own industry, they have 
been made painfully aware of the steady deterioration 
of creative selling at the distributor and dealer level. 
Price-cutting, discounts, excessive trade-in allowances, 
over-franchising of dealers, passing-the-buck where 
service responsibility was concerned and the lack of 
of trained sales personnel at the retail level are but a 


tew of the manifestations 


iat many power company officials 
about time that they once more 
handising. They had another 
a number of potentially 


have been introduced and 


have begun to achieve remarkable acceptance. Food 
freezers, clothes dryers, dishwashers, garbage disposers 
electric bed coverings, automatic washers and—most 
important—television, bid fair to change the entire 
pattern of residential load-building. The clothes dryer 
alone, as Roger Bolin of Westinghouse pointed out, may 
influence the choice of gas vs. electric cooking and 
water heating loads. Up to the present, the very charac- 
ter of load-building as such has been on a hit-or-miss 
basis. Automatic washers and dishwashers call for 
more hot water; most dryers require 220-volt service 
The two things are interrelated. Installation of a gas 
dryer may mean the loss of the electric water heater 
sales and revenue. What is required is planning at the 
top management level, There are too many problems 
to leave them to happenstance. 


However, while recognizing that the utilities have 
more than adequate reasons for going back into active 
merchandising—both to see that the proper planning 
is introduced, or to act as a stabilizing influence on 
the entire merchandising activity of the community, 
we should like to point out that this important step 
carries with it an implicit recognition that the rights 
of the small dealer be preserved and that his capacity 
to do business not be impaired. If anything, a well 
balanced program of utility merchandising should 
develop markets for established dealers rather than 
attempt to divide existing markets. There are literally 
thousands of relatively new dealers in the country who 
will be quick to resent rough-shod, highly competitive 
merchandising tactics on the part of their utility. They 
feel that they have ample competition as it is. They may 
not be familiar with all the good that a utility can do 
in pioneering and promoting new devices, in making 
subsidies for wiring installations, in training sales help, 
in stabilizing prices and terms, in financing dealer 
paper and in generally making available to dealers the 
powerful, preferred position they enjoy. They should be 


given an opportunity to find out. 


Utilities ignoring these manifest adjuncts to a good 
merchandising program may well be courting a wave 
of the anti-utility merchandising legislation which swept 
the '30’s, Those who include the dealer in their plans 
will find him a tower of strength in their relations with 


the public. 
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Of this we are proud 


Two years ago, Kelvinator gave answer to the chal- award for the contribution this film makes to the 
lenge of the times with an arresting film about furthering of a better understanding of American 
America and American business: “Of This We Are freedoms. 


Proud.” Our retailers will join us in appreciation of this 


a: honor: of this we are proud! 
Kelvinator retailers, as well as millions of people 
; : Here is another instance of the value of the kelvi- 
evervwhere, already have seen this powerful picture : : . : 
; : é nator Dealer Franchise. 
daily, thousands more are being thrilled by its 
: : ; : For this much-acclaimed film reflects Kelvinator’s 
honest, forthright tribute to the American Way of J S 


ees d : : ae broad-gauge, retail-minded thinking —thinking that 
Life, its liberties, its freedoms, its opportunities. 


reaches far beyond the immediate present — and con- 
Now. the great snfluence of this film has won for cerns itself with the basic fundamentals of dealer 


: : : existence and growth. 
it a signal honor. Freedoms Foundation —an organ- 


; . . > * . 
ization dedicated to the encouragement of the Amer- 


Prints of “Of This We Are Proud” are available, without charge, for group showings 


in your community. Place vour request through any authorized Kelvinator Retailer. 


in fnuseeabote 


++.» THE MOST VALUABLE FRANCHISE IN THE APPLIANCE INDUSTRY 


mevtetctam 


ican way of life—has given Kelvinator a gold medal 
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